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26th Year—No. 3823 


BAMC Set to Share 
BProfits if Union 
Jrops Escalator 


Big Three Are Mum 
On Precedent Offer; 
GM Cancels Contract 


By John E, Walsh 

Staff Writer 
MERICAN MOTORS has come 
up with the first management 
offer in this year’s contract negoti- 
ations With United Auto Workers, 
proposing a nine-point package 
whose chief feature is a profit-shar- 
ing fund. 

Meanwhile, a legal fight loomed 
over General Motors’ rejection of 
a UAW request 
for data on the 
company’s price- 
profits formu- 
la, which the 
union insists it 
must have before 
it can intelligent- 
ly formulate spe- 
cific demands. 

Both the union 
and GM notified 
P , each other that 
fe E. L. Cushman they were ter- 
minating the national agreement 
signed in 1958, effective at midnight 
Aug. 31. A similar termination of 
the Ford agreement by the UAW 
was announced earlier. 

* * a 
DER the AMC offer, 10 per- 
cent of profits before taxes, 
after setting aside a reserve of 10 
percent of the stockholders’ equity, 
would be contributed annually to 


the profit-sharing fund for approxi- 
(Continued on Page 57, Col. 1) 


NADA Position 
On Divestiture 


Stirs House Row 


By Helen Kahn 
Washington Staff Writer 

ON. — Reps. Wright 

Patman, Texas Democrat, and 
George Meader, Michigan Repub- 
lican, again locked horns on the 
merits of the Celler bill to divest 
auto makers of their financing sub- 
sidiaries as well as on the National 
Automobile Dealer Assn.’s views 
and dealer profits. f 


*Patman was still critical of 
NADA’s submission of a state- 
ment instead of testifying. He 
noted that “on the very last day, 
apparently at someone’s prompt- 
ing, the association slipped a 
statement into the subcommit- 
tee’s files.” 


Patman continued: “It was hard- 
ly a dignified presentation in view 
of the importance of this great or- 
ganization, the NADA. It cannot 
be termed exactly a sneaky entree 
because it was done in broad day- 
light. 

“T still wonder why the NADA 
failed to permit one of its officers 
to submit himself to questioning 
by the subcommittee. ‘Can it be 
there was something to fear?” 

* * * 
ATMAN then went into the deal- 
er’s struggle for survival and 
said, “I propose that the manufac- 
turers make low-interest loans to 
their dealers to provide them with 
working capital to handle the 
financing themselves, with a re- 
quirement that the dealer, in turn, 





keep the interest rate low to the 
buyer. This would give the manu- 
facturer some interest on the loan 
and also provide a modest profit 
for the dealer. 
“In that way the local business- 
(Continued on Page 58, Col. 1) 
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Model Production for ‘61-'60 
By Price Groups 


Compacts 

1961 1960 
Pos. Make Pos. 
1— 473,491 Falcon 435,676— 2 
2— 377,902* Rambler 458,841— 1 
3— 296,281* Corvair 250,007— 3 
4— 191,226 Comet 116,330— 6 
5— 133,487* Valiant 187,814— 4 
6— 100,783* Tempest ......... 
I— 87,444* Special... 

8— 76,394* F-85 ow. 

9— 74,773* Lancer ........ 
10—_—s 61,525* Lark 121,514— 5 
1,873,306 Total 1,570,182 
Standards 
1961 1960 
Pos, Make Pos. 
1—1,203,793 Chev. 1,404,095— 1 
2— 765,119 Ford 911,034— 2 
3— 198,444* Plym. 242,725—- 4 
4— 167,678* Dart 306,603— 3 
Som 3,709* Hawk 4,287— 5 
2,338,743 Total 2,868,744 


Mediums 
1961 1960 
Pos, Make Pos. 
1— 242,156* Olds. ‘847,141— 2 
2— 239,852* Pontiac — 396,716— 1 
3— 189,982* Buick —.253,999— 3 
4— 118,984 Mercury. 155,000— 4 
5— 87,372* Chrysler »72,951— 6 
6— 170,330 T-Bird 92,843— 5 
I— 14,032* Polara 42,517— 7 
8— 3,034* DeSoto~ ~ 23,832— 8 
ienaved Edsel 2,846— 9 
965,742 Total 1,387,845 

Highest-Priced 
1961 1960 
Pos. Make Pos. 
1— 138,379* Cadillac 142,184— 1 


2— 24,412 Lincoln  24,820— 2 
3— 12,249* Imperial - 17,707— 3 
175,040 Total 184,711 
Grand 
5,352,831 Total 6,011,482 
*Already have completed ’61 model run. 
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Model Run Closing 


10 Pet. Below ’60;: 
First ’62 Set to Roll 


By Martin L, Whitmyer 
Staff Writer 


A® THE industry neared the end 
of a model run which fell 10 
percent from the previous year, 
Studebaker today becomes the first 
United States auto manufacturer 
to begin production of ’62 models. 

Lark production will resume at 
a rate of 62 units per hour, or 
nearly double the hourly rate in 
effect during the pre-changeover 
period. 

The company began filling its 
lines this morning and will roll 
the first Lark from the South Bend 
plant Thursday (Aug. 10). The 
Hawk will not get into production 
until Oct. 2, or a week after the 


July Sales Show Mixed Trend 


yen sales in July in many 
cases ran ahead of year-ago 
totals although, in general, they 
fell slightly below the June rate, 
preliminary factory retail reports 
indicated last week. 

Among makes showing biggest 
gains over last year were Lincoln, 
up 43 percent; Buick, 37 percent; 
Chrysler, 33 percent, and Ford 
(with cars and trucks combined), 
21 percent, 

Ford Division reported its July 
car and truck sales totalled 139,900, 
including 113,800 cars, for a gain 
of 21 percent and 24,300 units over 
the 1960 car-truck figure. 


The division listed 60,700 stand- 
ard Fords, 47,450 Falcons and 5,650 
Thunderbirds among its July de- 
liveries. 


Lee A. Iacocca, general manager, 
said it was the third consecutive 
month in which the division’s sales 
exceeded the year-ago period. 

* * 


“ee market is moving so fast 
and has so much momentum 
that it could carry fall sales to rec- 
ord levels, permitting the best 
cleanup period in recent years and 
providing the industry with a six- 
million car-sales year.” 

He said each of the division’s 
car lines reported higher July 
deliveries than a year ago, with 





Top Cars 


*New-car registrations for five months, 
plus 35 states for June: 


1961 1960 
Pos. Make Pos. 
1—703,539 Chev, 809,098— 1 
2—587,064 Ford 665,643— 2 
3—162,982 Pontiac 190,322— 5 
4—156483 Rambler 197,973— 4 
5—138,866 Olds, 163,457— 7 
6—135,220 Plym. 215,719— 3 
I—124,077 Buick 124,600— 8 
8—103,189 Dodge 174,517— 6 
9— 79,101 Comet 46,349—12 
10— 66,027 Cadillac 69,907—10 
11— 53,150 Mercury 75,178— 9 
12— 40,584 Chrysler 37,516—13 
13— 33,388 Stude. 53,850—11 
14— 13,880 Lincoln 11,114—14 
15— 5,024 Imperial 7,643—15 
174,346 Misc. 265,607 
Total All Makes 

2,576,870 3,108,493 


Further details on Page 50. 


*—Connecticut not reported for April and 
May. 





the Falcon showing the greatest 

increase with a gain of 17,000 
units, 

Ben D. Mills, Lineoln-Mercury 
general manager, said Mercury, 
Comet and Lincoln Continental 
sales in July totalled more than 
25,100, up by 10 percent over July, 
1960. It was the best mark for the 
month in five years, he added. 

He said Mercury and Comet de- 
liveries were 8 percent ahead of 
last year, and that Lincoln Con- 
tinental sales were up by 43 per- 


cent. Total sales by L-M dealers, 
including the English Ford line, 
topped the 200,000 mark for the 
year during July, Mills said. 


Buick estimated its July de- 
liveries at 24,750, an increase of 
37.3 percent over the 18,028 in the 
same month in 1960. The June 
total was 28,054. 


The combined June-July figure 
this year was an estimated 52,804, 
an increase of 39.7 percent over the 
37,793 cars sold in the comparable 

(Continued on Page 4, Col, 1) 





Dealers Prodded on Cleanup... 





Chrysler Policy Sign Eyed 


By Maynard M. Gordon 
News Editor 

HRYSLER CORP. dealers re- 

doubled their cleanup efforts 
last week while they awaited traf- 
fic signals from their company’s 
new management team, 

Under notice from factory ex- 
ecutives to dispose of all ’61 models 
by the ’62-car introduction date 
Sept. 29, .the 6,100 Chrysler-Plym- 
outh and Dodge.dealers were cau- 
tiously hopeful that the Lynn A. 
Townsend presidency would restore 
to them the elusive profits of hey- 
day Chrysler years, 

“Townsend showed: the direc- 
tors he could put the company in 
the black in the second quarter 
—and they made him president,” 
a veteran Plymouth dealer told 
Automotive News, “I hope to 
h--- he can do the same for the 
dealers.” 

An unexpected statement of sup- 
port for Townsend came from J. 
Bacaloff, Portland (Ore.) contrac- 
tor, who withdrew formal notice 
of plans to lead a proxy fight 

against Chrysler management. 
Bacaloff said he wanted to give 
Townsend “every opportunity to 
show the progressive leadership 
that is so necessary in the rebuild- 
ing of Chrysler Corp.” 

Neither Townsend nor George H- 
Love, new chairman of Chrysler’s 
Executive Committee, was available 
to the press last week to comment 
on the shape of things to come at 
the corporation, Live was in De- 
troit Thursday for a strategy con- 


ference of all top company execu- 
tives. oa 


yrirer inkling of Chrysler’s for- 
ward planning may come next 
week when Chrysler-Plymouth’s 
field force convenes in Pennsyl- 
vania. The Dodge field conference 
will follow Aug, 28-31, with the cor- 
poration’s national press preview a 
week later and dealer previews 
Sept. 7-21. 

While one or two dealers ex- 

(Cengrert come . Col. 1) 





GEORGE H,. LOVE 
- , new Chrysler power 


Lark is introduced to the public 
on Sept, 22. 

S-P will build approximately 10 
Hawks an hour when that line goes 
into operation in October, A single 
shift is being employed at the plant 
at the present time. 

* ok * 


yexCeET for Ford Motor Co.,, 


which still has six plants pro- 
ducing ’61 models, the remainder 





Car output last week ............ 32,825 
Car output previous week ....74,935 


of the industry will get into manu- 
facturing or assembly of ’62s in 
some form next week. 


Those makers scheduled to 
begin filling their lines and pos- 
sibly running off some pilot 
models next week are Buick, 
Oldsmobile, Cadillac, Chevrolet, 
the bulk of Chrysler Corp. and 
Rambler. 


Chrysler will begin framing at its 
plants in Detroit, Hamtramck, 
Mich., St. Louis, and Newark, Del., 
next Monday, with Newark and the 
Chrysler-Jefferson plant in Detroit 
on double shifts, The Los Angeles 
plant won’t return to work until 
Aug. 21. 


The six Ford Motor plants still 
producing ’61 cars—Atlanta, Dear- 
born, Lorain, O., Metuchen, N. J., 
Norfolk, Va., and Wixom, Mich.— 
are expected to close out assembly 
operations this week, bringing to a 
close all ’61 model production at 
that company. 


Going down last week were Ford 
plants at Chicago, Dallas, Louis- 
ville, Mahwah, N. J., and Log An- 
geles. Only hitch in Ford’s plans is 
at St. Louis, where the plant has 
been on strike for a week, A con- 
tinuation of the strike could mean 
the plant will be forced to work an 
extra week to fill orders for ’61 
models. 


Chevrolet plants phasing out last 
week were Flint, Janesville, Wis., 
and Norwood; O., bringing to a 
close al] Chevrolet assembly opera- 
tions on ’61 models. 


With only three Chevrolet plants, 
12 Ford units and Checker Motors 
at Kalamazoo working, car produc- 
tion in the U. S. totalled only 32,825 
units last week, compared with a 
production of 74,935 cars a week 
earlier, and 103,609 units assembled 
during the week ended Aug. 6 a 
year ago, 





* * * 


prorat. output for the ’61 model 
run now is estimated at 5,405,- 
031 units — a 10.1 percent decline 
from the 6,011,482 cars built during 
(Continued on Page 59, Col, 1) 


Inside 
Auto News 


e Truckers strive for softer ride. 
Page 24. 


e@ How to curb selling costs. 
Page 2. 


e Suing factory a tedious task. 
Page 3. 


@ Can’t profit on fraud. Court 
Decisions. Page 51. 


® Bell tolls for Borgward. Page 8. 
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As Road to Profit... ‘ eee. 


Selling-Cost Control 
Espoused by Dealer 


ranty work as an area of new-car 
selling expense, With the factory 
picking up the tab, a. warranty job 
should be just like any other sale 
in the service department, 
* * Ke 

H® HAS found that some of these 

selling expenses more or less 
take care of themselves, showing 
little variation from month to 
month. There are other expenses 
which have to be checked almost 
daily. 

Genthe is able to keep on top of 
his operation for one reason—he 
keeps adequate records. He fills out 
all the forms required by the fac- 
tory, the forms suggested by the 
factory and some forms that he has 
set up for himself. 

Of the selling expenses, he said 
the new-car policy adjustment 
column is probably the one that 
should be watched most closely. 
He used this as an example of 
how his records help him keep all 
expenses under control, 

Genthe has developed forms 
which show what each expense 
item has amounted to in each 
month over the past year and a 
half. The figures are stated in 
terms of so much per new unit re- 
tailed to avoid distortions due to 
changes in volume. 

* a ok 


At A glance, he can tell what 
new-car policy adjustments 
have cost him in any recent month. 
When the expense goes above aver- 
age, he checks to find out what is 
the matter. 

He has found that new-car policy 
adjustments can easily get out of 
hand. The customer comes in with 
a complaint, the service manager 
may be reluctant to charge the 
work to the factory on a warranty 
claim, and the dealership ends up 
paying for it. Genthe thinks these 
adjustments can be held to a mini- 
mum because most complaints are 
warranty expenses. 

These forms which show each 
detailed expense item on a 
month-by-month basis have at 
least two other benefits, 

First, they are a great aid in 
forecasting future operations in the 
dealership, When sales goals are set 
up, they can be formed in the light 
of past accomplishments. 

Secondly, they show the dealer 
where he is going while he still has 
a chance to do something about it. 
“There are no answers in this busi- 
ness,” Genthe said, “but with prop- 
er records, at least you know where 
you are going.” 

ok 


a, 
























NADA Maps Blast 
On Disclosure Bill 


Douglas to Insist 
On Dealer Testimony 


By Helen Kahn 
Washington Staff Writer 


pe erates hg — The Nationg 
Automobile Dealers Assn. wa; 
expected to file its official statement 
in opposition to the Douglas truth. 
in-lending bill before the deadline 
for filing expires today (Aug. 7), 

Although the final statement wil] 
contain some additional materia] 
AvuTomoTive News has learned that 
NADA opposes the bill and bases 
its arguments on four major points; 
The bill is unnecessary; it would 
impose economic hardships op 
small businessmen; it will confuse} 
rather than inform, the public, and 
the bill is unenforceable. 

NADA’s statement is expected 
to get a reaction from Senator 
Paul Douglas, Illinois Democrat, 
who has made no secret of his 
annoyance with NADA’s apparent 
reluctance to testify. It is believed 
that Senator Douglas will try to 
insist that officials of the dealer 
organization appear to answer 
questions. 

While NADA makes it crystal- 
clear that it favors a truthful and 
complete disclosure of all pertinent 
details of a car deal including fi- 
nance charges, it strongly opposes 
the particular requirements of the 
Douglas bill. 

The Association argues that en- 
actment of S. 1740 would merely 
superimpose a Federa] statute on 
various state laws as well as Fed- 
era] Trade Commission trade prac- 
tice regulations. 

* 





By Kenneth C. Kelley Jr. 
Staff Writer 
ee Selling expenses 
is a must for the successful op- 
eration of a dealership and these 
expenses can only be controlled by 
patient attention to details. 

That is one of the views on busi- 
ness Management held by Dick 
Genthe, who op- 
a erates Genthe 
Business Motor Sales, Inc., 
Manage- a Chrysler-Plym- 

outh dealership 

ment in Lincoln Park, 

Feature a suburb of De- 
troit. 

Genthe looks at 
it this way: The gross profit on a 
car sale is pretty well determined 
by competitive conditions of the 
market—the dealer can’t hope to 
sell his cars for much more than 
the going price. 

Furthermore, most good dealers 
have their overhead expenses under 
control—they can’t cut much more 
without hurting the dealership. 

This leaves the dealer just one 
area in which to really bear down 
on costs. The dealer who keeps 
his selling expenses in line can 
squeeze some profit out of the 
gross take on a car sale. 

Selling expenses are numerous, 
including commissions for new and 
used salesmen, policy adjustments 
on both new and used, advertising, 
new-car preparation, demonstrator 
expense, supervision and the costs 
of upkeep on the cars in stock. 

Genthe does not consider war- 


Court Upholds 
Duty Exemption 


On Tourist Cars 


WASHINGTON, — Americans 
travelling abroad who would like 
to pay now and drive later have 
received a break, For the first time, 
according to the Bureau of Na- 
tional Affairs, a court has held that 
an American tourist, who pays for 
a foreign car here but picks it up 
and uses it abroad, can apply the 
cost of the car against his personal 
duty exemption when he returns. 

Today, an American who travels 
abroad for at least 12 days is al- 
lowed to bring back, duty-free, $500 
worth of goods purchased abroad 
for persona] use. A husband and 
wife together have a $1,000 allow- 
ance—a substantial part of the pur- 
chase price of many foreign cars. 
However, President Kennedy is ex- 
pected soon to sign a bill reducing 
the allowance to $100 a person. 

Prior to the recent decision, the 
rule had been that a tourist who 
laid out money here for a car to 
be picked up in Europe had bought 
the car in this country, and so the 
car’s cost could not be applied 
against the tourist’s duty exemp- 
tion when he returned. 

But now the United States Court 
of Customs and Patent Appeals has 
ruled this isn’t necessarily so. If 
the tourist actually “acquired” the 
car abroad, he can use his duty 
exemption as long as buying the 
car was not the primary reason for 
his trip overseas. 

In the case decided by the court 
(U. S. v. Herbst), the tourist paid 
for a car in this country, picked it 
up in Europe, and drove it on a 
4,000-mile tour before returning to 
the U. S. In these circumstances, 
the court is satisfied that buying a 
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Ford Fund Aids Jewish Appeal— 
Allen W. Merrell, center, vice-president of the Ford Motor Co. Fund, presents a 
$15,000 check to Edwin Posenberg, chairman of the executive committee of the 
United Jewish Appeal of Greater New York. Looking on are Harold Oshry, left, and 
Samuel C. Dretzin. Oshry is president of Universal Ford Sales & Service, Long Island 
City, N. Y., and Dretzin is a retired Lincoln-Mercury dealer from Astoria, N. Y. 


Key Chrysler Sales Duties 
Go to Ostby, Cogsdill 


motion and used-vehicle merchan- 
dising programs. 
* CJ 












DETROIT. — Chrysler Corp. con- 
solidated its automotive sales func- 
tions last week under a newly 
named director of market planning 
and director of 
marketing serv- 
ices, both report- 
ing to Sales Vice- 
President E. C. 
Quinn. 

Named director 
of market plan- 
ning was Thomas 
A. Ostby, 42, who 
had been director 
of corporate sales 

services. His new 
Thomas A. Ostby responsibil- 
ities will include consumer re- 
search, sales analysis and special 
sales and merchandising programs. 
He joined the company as a Dodge 
district manager in 1945. 

Ostby was appointed Dodge re- 
gional sales manager at Cleveland 
in 1953. He joined the corporation 
sales staff as new-car sales man- 
ager in 1956, moving to director of 
distribution and scheduling in 1958. 

Francis E, Cogsdill, 40, was ap- 
pointed director of marketing serv- 
ices, He had been executive assist- 
ant to Quinn and before that, to 
President Lynn A, Townsend when 
Townsend headed Chrysler’s inter- 
national operations. Cogsdill, an en- 
gineer, has been with Chrysler since 
1955. He will supervise corporate 
advertising, distribution, sales pro- 
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8th Chrysler VP Quits; 


VonRosen Gets Duties 
DETROIT, — John E. Brennan, 
vice-president in charge of Chrys- 
ler Corp.’s manufacturing staff and 
services, resigned last week. He was 





































* * 


ADA feels that havoc would re- 

sult from car salesmen’s at- 
tempt to compute the simple an- 
nual rate. Specifically it refers to 
Senator Wallace Bennett’s now- 
famous case of the battery pur- 
chase which stumped experts in 
last year’s hearings. 

NADA does not feel that rate 
charts are the answer and believes 
the small businessman would either 
have to provide special training for 
employes or purchase calculating 
machines. It also is concerned 
about possible litigation under the 
bill. Additional expenses, at this 
time with the industry depressed, 
NADA finds quite unwarranted. 

In contending that the truth- 
in-lending bill would confuse the 
public, NADA argues that a few © 
unethical dealers would conceal 
finance charges in cost and ad- 
vertise either very low or no fi- 
nance charges. 

The public might think, NADA 
continues, that the reputable deal- 
er who revealed his true annual 
rate was an exploiter. NADA points 
to the stand taken by the National 
Assn, of Better Business Bureaus 
that the dollar amount is more 
meaningful to the purchaser than 
the simple annual rate. 























































































































































John vonRosen 


replaced by John vonRosen, who 
had served on this staff since 1952 
as director of plant engineering. 

Brennan, 49, was the eighth vice- 
president to leave Chrysler in the 
past year. He insisted the action 
was “voluntary’ ’and declined to re- 
veal his reasons or plans for the 
future. He had been a Chrysler em- 
ploye since 1934. 

VonRosen, 51, joined Chrysler in 
1928. He at one time was Plym- 

(Continued on Page 8, Col, 4) 


62 VW Changes 
Mechanical Only; 
Gas Gauge Added 


WOLFSBURG, Germany, — The 
1962 Volkswagen, although it looks 
almost exactly like the ’61, has a 
number of mechanical improve- 
ments, including mountings for 
seat belts as standard equipment. 

One improvement that has long 
been urged by owners is a gasoline 
gauge. Other changes. include im- 
proved steering, windshield wash- 
ers, partially reclining front seats 
and a steering-column l6éck, All are 
standard. 

Production, after the company’s |; 
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(GUNTSE believes that proper 
records are essential for deal- 

erships of all sizes but does not 
(Continued on Page 59, Col. 3) 


Business Barometer 


Automotive News Economic Index— 


100.1 Percent of Last Week 
99.3 Percent of Like Week Last Year 
Percent of 


Percent of Like Week 

Last Week Last Year 
Auto Production ................ 74,935 72.8 70.0 
Truck Production ............... 22,299 94.3 101.6 
Auto Registrations—Year to Date.. 2,576,870 Sikes 82.9 
Truck Registrations—yYear to Date. 392,081 sey 87.5 
Steel Production—Tons .......... 1,818,000 97.8 119.6 
Lumber Production—Board feet ... 218,810,000 120.3 96.0 
Paperboard Production—Tons ... 316,686 102.6 98.2 
Soft Coal Output—tTons Seer eta a's 7,790,000 104.8 97.8 
































E new-car dealer association 
warns that the bill could not be 
(Continued on Page 57, Col. 4) 


Willys Elevates 
Beattie to V-P 


TOLEDO. — Election of James 
Beattie jr. as vice-president and 
general sales manager of Willys 
Motors, Inc., was announced last 
week by S. A 
Girard, president, 

Beattie has 
been Willys gen- 
eral sales man- 













































De eed oe toe wes ol ee eee eek RE asad eres ee See on cine: a 
llowed to apply the cost of the car Se ee Sao ? & ee oe pptoinsn iMag eget peer 
oe : S ane on Barometer Freight Car Loadings 312,171 100.3 95.6 first of the ’62s will not appear in a vice-president 
against his $500 duty allowance. Department Store Sales Index .. 122 99.2 101.7 American dealerships until fall. of Willys Sales 
~|] Stock Market Price Index ....... 135.0 103.1 119.0 It has been reported in Germany Corp., domestic 
Egbert Convalesces U. S. Government Spending that the ’62 model will be boosted sales subsidiary. 
A S Fiscal year to date .............. $7,424,700,000 = lec 107.6 $30 in price in Germany. With Willys since 
fter urgery Commercial and Industrial Loans $31,380,000,000 99.5 100.0 For calendar 1961, total produc- Ns 1949, he has serv- 
SOUTH. BEND. — Sherwood. H. Savings Deposits ................ $28,805,000,000 100.1 acs tion is expected to be 1,000,000 cars, | James Beattie Jr. ed in regional 
Egbert, president of Studebaker- Used-Car Prices—Average ....... $1,062 103.7 108.7 trucks and station wagons. Total| and divisional executive sales posi- 
Packard, was convalescing at his Business Failures ................ 319 93.0 108.9 output in 1960 was 865,858 vehicles. | tions in Minneapolis, Chicago and 
home here last week after re- Common Common Approximately 55 perdent of VW| New York, and was Western divi- 
moval of his gall bladder July Stocks Aug.2 July 26 1961 Range Stocks Aug.2 July 26 1961 Range || production is exported to 120 na-| sion manager in San Francisco be- 
24 in emergency surgery at AMC....... 17% 16% 214%4-16% BORE sain seers 51% 51 55%,-42% || tions, with about 20 percent being | fore moving to Toledo as assistant 
South Bend Memorial Hospital. Chrysler....48 44%, 50 -37% Mack....... 48, 48% ©501%4-32% || Sold in the United States, general sales manager in 1958. 
The 40-year-old Egbert was ex- Ford....... 904%, 90 91% -63%, eS 7%, 7% %-7 Volkswagen’s 66,000 employes re- Beattie fills the vacancy caused 
pected to be away from the office || GM........ 47% 47 49%-40% | White...... 55%, 54% 60%-40Y% || ceived a 5 percent pay raise when| by the elevation of Cruse W. Moss 
they returned to work. after their| from sales vice-president to execu: 


about two weeks. (Aug. 7, 1961) 
‘ paid vacation, tive vice-president last May, 
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Dealer Profits and Days’ Supply 
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Higher the Stocks, Lower the Profits? 


Birkett L. Williams, 1960 president of the National Automobile Dealers Assn., has 


pre 





pared the above chart as support of his contention that dealer profits have fallen 


in the past decade while average new-car inventories have increased. A letter from 
Williams, a Ford dealer in Cleveland, appears on Page 10. (Days’ supply not available 


for 1950.) 


Urges NADA to Step In 


Doran Rips Sales Contests 


WASHINGTON.—Felix Doran jr., 
Chevrolet dealer in Dallas and one 
time Chevrolet assistant general 
sales manager under William Hol- 
ler, has sent the 
following tele- 
gram to James C. 
Moore, executive 
vice - president of 
the National Au- 
tomobile Dealers 
Assn.. 

“As the recog- 
nized representa- 
tive and national 
leader of retail 
dealer body, you 
and your associ- 
ates are expected to show the way 
in improving basic principles of 
merchandising that would lead to 
a better profit result for franchised 
dealers. 

“Stimulation of dealer bodies 
through May-June sales cam- 
paigns resulted in retailing of 
538,750 United States-made cars 
in June and about the same num- 
ber in May. This helped to trim 
field inventories to 911,100 as of 
July 1, All of which was accom- 
plished at terrific sacrifice in 
dealer profits, caused by price 
slashing giveaways and unethical 
advertising. 

“This result was superinduced by 
factory-promoted sales campaigns 
which primarily profited manufac- 
turers and their unit profit was uni- 
form, while dealers were forced into 
highly unprofitable retail deals in a 





Felix Doran Jr, 
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season when large part of year’s 
profits is historically accumulated. 

“Why not thoroughly investigate 
through your state directors and 
associated state dealer associa- 
tions? 

“Get the facts and crumbling 
profit picture and as retail deal- 
ers recognized leader place these 
data before factories’ top com- 
mand for correction. 

“This among many others is a 
direct responsibility of NADA to 
franchised dealer body and war- 
rants your most earnest and early 
attention.” 


‘We Choose 
To Close 
On Sundays’ 


WASHINGTON.—“We choose to 
close on Sundays,” said Ralph 
Brown Buick, 630 H St., N. E., in 
an ad bearing the facsimile signa- 
ture of President Ralph Brown, 


“No one needs a new, or used 
car badly enough to buy it on Sun- 
day—and that includes Buick,” the 
Brown ad said. 

It continued: “The Washington 
Automobile Trade Assn.—National 
Capital Area, has asked dealers to 
close on Sunday. But there are al- 
ways some fellows who dislike clos- 
ing because, businesswise, the com- 
petition might get the jump on 
them. 

“Eventually a new law will force 
the issue. 

“The Ralph Brown organization 
doesn’t need the prodding of any 
business association or the law to 
observe the Sabbath—and we don’t 
care who stays open, 

“Our business, our deal, our car 
is good enough to be here Monday 


morning.” 


The ad also quoted from a letter 


from Robert E. Lee to his daugh- 
ter, as follows: “One of the miseries 
of war is that there is no Sabbath, 
and the current of work and strife 
has no cessation. How can we be 
pardoned for all our offenses ?” 


Texas House OK’s 
2 Pct. Sales Tax 


AUSTIN, Tex.—The Texas House 


of Representatives has approved a 
2 percent sales-tax package which 
sponsors estimate will produce $328 
million in the next two years. 


The legislation raises the present 


1.5 percent tax on autos to 2 per- 
cent, but allows credit on the pur- 
chase price for tradeins. The $2 
driver’s-license fee would be boost- 
ed to $3, and the $1 auto-inspection 
fee to $2. 


Earlier in the year the House 


turned down a Senate-approved 
more general levy. 






As Bergstrom Discovers... 


Suing Factory a Tedious Task 


By John K. Teahen Jr. 
Associate Editor 
T REQUIRES a lot of patience 
to sue an auto manufacturer on 
charges of violating the good-faith 
law. Gilbert C. (Gib) Bergstrom has 
become well aware of that fact, 
Bergstrom, a former Detroit 
Pontiac dealer, set out to sue 
General Motors six months ago. 
He still doesn’t know whether 
the case will be permitted to go 
to trial 


GM contends that Bergstrom 
states no claim for which relief can 
be granted. The corporation has 
asked for dismissal of the case and 
a summary judgment. 

A decision on that point is ex- 
pected in mid-August from Judge 
John Feikens, of United States Dis- 
trict Court, Detroit. 


* 
1. timetable shows that Berg- 

strom filed suit against GM on 
Jan. 31 of this year, charging the 
corporation with bad faith in the 
termination of his Pontiac fran- 
chise in March, 1958. He wants 
$620,000. 

GM filed its motion for dismis- 
sal in April, and a week later Berg- 
strom put forth an amended com- 
plaint. 

The legal skirmishing moved 

to the courtroom on June 5 for a 
hearing on GM’s motion. Feikens 

decided that Bergstrom should 
appear in court and submit to 
examination by his attorney and 

cross-examination by GM. 

Bergstrom’s appearance began 
July 13. He was on the witness 
stand nine hours, covering all or 
part of three court days. And still 
there was no ruling on whether he 
will be allowed to take his case to 
a jury. 

The parties returned to court 
July 27, with Attorneys Jesse R. 
Bacalis (Bergstrom) and Daniel 
Boone (GM) presenting their argu- 
ments, Feikens said he would study 
briefs submitted by both sides and 
then announce his decision on GM’s 
motion to dismiss, 

* 


* 
AT’S all the shooting about? 
Six months of litigation and 
several hundred pages of testimony 
cannot be condensed into a single 
paragraph, but the situation re- 
volves around these points: 
Bergstrom’s Pontiac dealership 
was terminated in March, 1958, 
under GM’s metropolitan-area buy- 
out program. A survey by the cor- 
poration found it to be “illogically 
situated.” 

Bergstrom opposed the buyout, 
but Motors Holding Division ap- 
proved the transaction, And Mo- 
tors Holding had 85 percent 
equity in the dealership. The 
dealership was not operating at a 
profit. 


Bergstrom contends that Pontiac 


3 Pct. Auto Tax 
Levied in Vermont; 


$225 Ceiling Kept 


MONTPELIER, Vt. — Vermont 
motorists face a higher tax bill on 
motor vehicles purchased after 
Aug. 1 as the result of the Legis- 
lature giving final approval to an 
increase in the auto excise tax 
from 2 to 3 percent. 

The State Senate approved the 
measure, which had already been 
passed by the House of Representa- 
tives, after defeating a move to 
raise the maximum tax limit of 
$225 on the purchase of a single 
vehicle. The legislation is designed 
to raise an additional million dol- 
lars in revenue to finance Ver- 
mont’s highway construction pro- 
gram. 

The Vermont House also ap- 
proved increases in auto registra- 
tion fees recommended by Gov. F. 
Ray Keyser jr. The bill was passed, 
152-67, after a move to raise the 
money needed in the highway fund 
by boosting the gasoline tax three- 
tenths of a cent had failed. 

It increases auto registration 
fees from $30 to $32, hikes out-of- 
state truck permits from $3 to $5 
for each round trip and adds a new 
truck weight limit by setting reg- 
istration fees at $13.05 for each 
1,000 pounds on trucks over a 
60,000-pound limit. The present top 
weight is 50,000 pounds. 


promised him another dealership in 
the Detroit area and that he sign- 
ed the termination agreement and 
a general release on that basis. 

GM says Pontiac agreed to “con- 
sider” Bergstrom for a Pontiac 
franchise when one became avail- 
able in the Detroit area. Only one 
such outlet has changed hands 
since 1958, although others have 
been bought out and closed. 

* * cd 


7 corporation asserts that the 
one available point was dis- 
cussed with Bergstrom, but that he 
was unable to meet the financial 
requirements. Bergstrom denies 
any such discussion and claims “the 
door was slammed in my face” 
when he questioned a Pontiac rep- 
resentative about that dealership. 
GM notes that there was no time 


limit on its offer to consider Berg- 
strom for another dealership and, 
since no Detroit Pontiac franchises 
have opened up in recent years, he 
still is eligible for consideration. 


Attorney Bacalis charges that 
GM never intended to give Berg- 
strom another Pontiac franchise. 
He contends that this may be in- 
ferred from the corporation’s ac- 
tions since the termination, Ac- 
cording to Bacalis, this consti- 
tutes fraud. 

Now it’s up to Judge Feikens. He 
must decide whether there’s any 
fire beneath all the smoke. 

If the judge approves GM’s mo- 
tion for dismissal, Bergstrom can 
appeal. If he denies the motion, GM 
cannot appeal. The case then would 
enter the pretrial stage. 


VW Back in Chicago Shou; 
800,000 Turnout Sought 


By William V. Humphrey 
Staff Correspondent 

CHICAGO.— Volkswagen will 
take part in the 54th annual Chi- 
cago Automobile Show to be held 
Feb. 17-25, 1962, at McCormick 
Place. The German automobile has 
been absent from the show for the 
last five years. 

Volkswagen was one of 30 domes- 
tic and import cars for which ex- 
hibition space was drawn at a 
luncheon held by the Chicago Auto- 
mobile Trade Assn., show sponsors. 
Space for six truck makes was 
also selected. 

Edward Cleary, executive vice- 
president and show manager of 
CATA, said his organization ex- 
pects that 1962 show attendance 
will top last February’s record- 
breaking 739,734 at McCormick 
Place, 

“We're actually shooting for an 
attendance figure of $800,000,” 
Cleary said. 

Fred C. Litsinger, president of 
CATA, said last February’s record 
high attendance firmly established 
the Chicago Automobile show as 
the top dealer-sponsored show in 
the world. 

“The automobile industry actu- 
ally looks to our event as a gauge 
to sales activity for the rest of the 
year,” he said, “Manufacturers rec- 
ognize the fact that the hundreds 
of thousands attending the Chicago 
show are genuinely car conscious, 
not mere amusement seekers. These 
=" represent great sales poten- 

ial.” 

For domestic cars and trucks, 
the order of draw was based on 
wholesale dollar volume for the 
year ended June 30. Import cars 
drew in order of 1960 registra- 
tion. 

Domestic cars represented at the 
drawing were Buick, Cadillac, 
Checker, Chevrolet, Chrysler, 
Dodge, Ford, Imperial, Lincoln, 

Mercury, Oldsmobile, Plymouth, 


On the House. . 


jr., in accepting 





Wemhoff 


“As one prospers, the other prospers; 
falters, the other falters,” declared Alfred P. Sloan 


Pontiac, Rambler and Studebaker. 
Truck makes were Chevrolet, 
Dodge, Ford, International Har- 
vester, Studebaker and Willys. 
Besides Volkswagen, import cars 
represented British Motor, Citroen, 
English Ford, Jaguar, Mercedes- 
Benz, Metropolitan, Peugeot, 
Porsche, Renault, Rootes, Saab, 
Simca, Toyopet and Triumph, 


2 New Directors 


Named for NADA 


WASHINGTON. — The National 
Automobile Dealers Assn. reports 
that two new directors have been 
elected for three-year terms begin- 
ning in 1962. Five other directors 
were reelected. 

Nelson C. Quillen (Ford), New 
Castle, Del., was named that state’s 
director. He succeeds John R. 
Fader (Ford), Newark. Louisiana 
designated J. Alfred Begnaud 
(Oldsmobile), Lafayette, to succeed 
William J. Cleveland (Ford), Crow- 
ley. 

Reelected were John H. Lander 
(Dodge), Atlanta, NADA first vice- 
president; W. N. Neff (Chrysler 
Corp.-Rambler), Fremont, Neb., as- 
sociation secretary; William E. 
Voyce jr. (Ford), Baltimore; 
Archie Pozzie jr. (Ford-Mercury), 
Carson City, Nev., and J. M, Allton 
(Ford), Columbia, Mo. 


Texas Dealers Appoint 


Executive Assistant 


AUSTIN, Tex. — Robert D. Bul- 
lock, a Taylor (Tex.) attorney, has 
joined the staff of the Texas Auto- 
mobile Dealers Assn., as executive 
assistant. 

A member of the Texas House of 
Representatives from 1956 to 1959, 
Bullock served the 54th District 
during two regular and five spe- 
cial sessions. He also has practiced 
law in Hillsboro and on special as- 
signment in Harlingen, Tex. 


as one 


NADA’s first “Order of the Golden 


Wheel.” “I have always subscribed to the basic 
fact that distribution ranks in significance with 
production, and ultimately becomes a limiting factor 
in the development of all enterprise,” said GM’s 
honorary board chairman. “Distribution must there- 
fore be encouraged and supported, for we cannot 
produce unless we can sell”... 

Moved by the Berlin crisis, the Indiana dealer 
association has appointed a Committee on De- 
fense to aid the nation. Headed by Haywood M. 


Davis, the committee includes Clare Battjes, George Ranes, Ken 
Walter, Richard Smith, Jerry Alderman, Dave Johnson, Dolph 
Vandeveer, Bill Vissing and Tom Hanika, manager cf Indianapolis 


association . . 


. Some dealers are using the Berlin crisis as a sales 


tool; we believe this is both unpatriotic and shortsighted . . . Samp- 
son County (N. C.) dealer group has changed its name to Clinton 
New Car Dealer Assn., with Tom Vann as president .. . 

Jim Reed III (Chevrolet), Nashville, is now serving on GM Dealer 


Council; his father was a member in 1937. . 
president of Indiana association, 


. Bill Grawemeyer, 
is holding meetings with dealer 


representatives on various factory-dealer councils, looking to solidi- 
fication of line groups at state level. 


—Pete WemMuorr, Editor, 
Automotive News 
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Most Makes Top ’60 


Mixed Trend Shows 
In July Car Sales 


(Continued from Page 1) 
and 40,055 in June, American Mo- 


Sales, Earnings 
Show Increases 


At White Motor 


CLEVELAND. — Substantial ip. 
creases in sales and net ea: nings 
of White Motor Co. for the seconq 
quarter above the first, and an ip. 
crease in sales and net earnings 
for the six months over the same 
period last year, were reported by 


How They Fared Financially ... 


Auto Makers’ Sales, Profits. 


First Half, 1961 vs. 1960 
Profit or (Loss) Sales 
In Millions In Millions 
1961 1960 1961 1960 
9.9 $ 31.5 $ 4243 $ 603.7 
( 15.7) 23.7 994.5 1,751.5 





Pet. of Profit 
On Sales 
1961 1960 
5.2 
14 


period a year ago, the company 


said. 
* * + 


HEVROLET car and truck sales 
were up 1.2 percent over those 
in July, 1960, and marked the first 


time this year that a monthly total 


had exceeded a ’60 monthly figure, 


a spokesman said. 
Dealers delivered 114,831 cars and 


tors said, 

Dodge deliveries also were down 
sharply from those in June and 
July a year ago, a spokesman re- 
ported. 

The July total of 16,226 units was 
48.2 percent under last year’s 31,332 
and 22.7 percent below the June 
rate of 20,456, he said. 


209.4 264.8 
611.6 | 
3.40 





$935.0 


3,695.3 
7,108.8 
178.1 


$13,337.4 


3,339.4 
5,812.0 
134.4 


$10,704.6 


April-June Quarter 


$ 17.1 





22,169 trucks this year for a total 
of 137,000 units, compared with 
115,007 and 20,400 a year ago, Cor- 
vair sales in July totalled 25,886, an 
increase of 65.2 percent over last 


12.8 
121.7 
288.0 

0.6 







Multifuel Engines 
Introduced by 





year’s 15,673, the spokesman said. 


The combined figure for July, 
however, was 36.6 percent below the 


178,382 cars (including 38,743 Cor- 
vairs) and 36,861 trucks retailed in 
June. 
a * * 

oo Chrysler-Plymouth Division 

reported Chrysler deliveries in 
July totalled 7,405, an increase of 
33 percent over last year’s 5,575. 

Combined Plymouth-V aliant 

sales during the month were 

25,683, a gain of 6 percent over 

June’s 24,268 but 24.5 percent 
under the 34,030 deliveries in 
July, 1960, a spokesman said. 

Cadillac sales for the month were 
down from 11,328 a year ago to 
9,453. The July mark also was 
slightly under the previous month’s 
10,170. 

Studebaker-Packarg dealers sold 
3,896 cars during the month, 49.6 
percent under the 7,735 retailed in 
July, 1960, a spokesman said. In 
June, he added, they delivered 4,815 
units. 

* cm * 
oo sales in July were 
down 18.3 percent from the 
same month last year, American 
Motors reported, and were off 34.9 
percent from June, 1961, 

Dealers retailed 26,077 in July, 

compared with 31,904 a year ago 





Detroit Diesel 


DETROIT.—A complete family of 
multifuel engines was introduced 
to the military and the press last 
week by the Detroit Diese] Division 
of General Motors. 

By next January Detroit Diesel 
will be able to produce any of 12 
different engines, ranging from 20 
to 650 horsepower, that could be 
operated efficiently and without 
modification while using either die- 
sel oil, kerosene, jet fuel, compres- 
sion ignition fuel or combat gaso- 
line. 

Although the multifuel engines 
were developed largely for military 
applications, Detroit Diesel officials 
said that commercial applications 
could follow. 

These multifuel engines are es- 
sentially the basic line of Detroit 
Diesel engines that have been 
equipped with pistons providing a 
23:1 compression ratio, | 

In addition, three other modifica- 
tions have been made. These in- 
clude a high-output fuel pump, an 
auxiliary fuel pump booster and 
minor fuel plumbing changes—all 
aimed at avoiding gasoline vapor 
lock in what is basically a diesel 
engine. 


5.5 
2.3 
6.8 
8.3 
0.7 


41 


$ 310.4 
563.0 
1,790.4 
3,450.8 
87.2 


$ 244.6 
825.7 
1,878.3 
3,088.4 
72.9 

6.5 


$ 6,109.9 $ 6,201.8 


*—Loss periods. #—Ford profit totals exclude profits of minority interests in certain 


subsidiaries. 


In Second Quarter ek 





R. F. Black, chairman, and J, N 
Bauman, president. 

Sales for the second quarter were 
$97,807,180 for an increase of 49 
percent over first-quarter sales of 
$81,856,381. 

Net income of $3,302,289 for the 
second quarter was 64 percent 
ahead of the $2,014,310 earned in 
the first period. 

Sales in the first half, including 
those of Oliver Corp. for 1961 only, 
were the largest for any similar§ 
period in the company’s 61-year# 
history amounting to $179,663,561, | 
compared with $161,362,581 for the! 
same period in 1960. Net income for 
the 1961 period amounted to $5,316,- 
599, up from $5,232,187 for the like 
period in 1960. 





Ford Sales, Profit Top ’60 Pace 


By Kenneth C. Kelley Jr. 
Staff Writer 

ORD MOTOR CO. last week re- 

ported that its second-quarter 

sales and earnings topped those in 
the like quarter of last year. This 
year’s first half, however, fell below 
the first six months of 1960. 

Ford was the last of the auto 
makers to report on the second 
quarter and first half and the 
first to report that this year’s sec- 
ond quarter was better than the 
like period of last year. 

First-half sales at Ford:  amount- 
ed to $3,339.4 million, resulting in 
a profit of $209.4 million. In the 
first six months of last year, sales 
amounted to $3,695.3 million and 
the profit was $264.8 million. 

The second-quarter profit was 
$133.2 million, up 9 percent from 





Bad-Title Cars Upsetting Auctions 


By M. B. Watson 
Staff Correspondent 

BIRMINGHAM, Ala. — The chief 
change in the car auction situation 
in the South is the increase in the 
number of bad title cars, according 
to a survey of several auction 
houses and concerns that write in- 
surance on auction sales, 

It used to be that bad checks ran 
five times as much as bad titles, but 
they are now running about 50-50. 
One reason for this is that Alabama 
and Mississippi have no auto title 
laws and are dumping grounds for 
stolen cars. 

Georgia has just passed such a 
law, which will become effective on 
the proclamation of the governor, 
and a bill for a similar law is pend- 
ing before the Alabama Legislature. 
Whether it will pass is problema- 
tical. 

New-car dealers are lukewarm 
toward the bill. They now have ad- 
mittedly an advantage over the 
typical used-car dealers in their 

claim that a customer can purchase 
a used car from a new-car dealer 
with more confidence. That is be- 
cause the new-car dealer has a 
bigger establishment and more 
standing in the community than 
most used-car dealers. 

Also the prospect of doing more 
paperwork in supplying title in- 
formation to the state and coun- 
ties does not appeal to them, 

The increase in stolen and bad 
title cars is attributed to depressed 
business conditions in some areas 
and to the operation of “theft” 
rings in others. Also there seems 
to be more “wholesaling” of cars 
than formerly. 

In fact, some cars seem to make 
a complete circuit of auctions, some 
sales being made at a profit and 
others at a loss, 

Another reason why check and 
title considerations have become 
more important is that more new- 
car dealers are wholesaling their 
used cars. 

One Mobile (Ala.) Rambler dealer 
who was having big success with a 


sales promotion had as Many as 
five wholesalers bidding for his 
used cars at one time. These whole- 
salers even made the appraisals for 
him at the busiest time of the sale. 

These wholesale cars immedi- 
ately hit the circuit and may 
wind up, no telling where. This 
in contrast to the old custom 
whereby used cars were mostly 
sold to local buyers, 

Losses on uSed cars are much 
more on bad titles than bad checks. 
Most bad checks are eventually 
cleared up. 

As one auction dealer pointed 
out, most automobile sales are “on 
paper.” That is a dealer in buying 


-|cars at an auction may have to 


“floorplan” them with his local 
bank before his check for the pur- 
chase is good. 

But most checks are Made good, 
even though if taken to the bank 
as soon as given, few of them 
would be good. Some dealers may 





A First for General— 


L. A. McQueen, left, executive vice-pres- 
ident of General Tire & Rubber Co., and 
C. J. Jahant, manufacturing vice-president, 
inspect the first tire made at the firm’s 
new factory at Mayfield, Ky. The single- 
story, 582,000-square-foot, $15-million fa- 
cility will produce more tires faster and 
more efficiently, the firm said. 


go into an auction with a “wad of 
money,” but most of them are oper- 
ating strictly on the credit. But 
they usually make good, one way or 
another. 

The situation with a bad title is 
distinctly different. The dealer may 
not hear about it for months after 
the deal is made, and then alas the 
worse is true. 

The law has found that the car 
is a stolen vehicle. This means 
that the vehicle is “pulled” even 
though two or three sales have 
been made since it was stolen, 


Insurance on auction sales has 
been developed to a fine degree and 
nearly all the auction houses offer 
full check and title coverage. 
Many of these auction outfits main- 
tain extensive establishments, 
which are a far cry from the 
muddy auction barns of the past. 

Despite the increase in bad titles, 
insurance rates on auction sales 
have not increased. That is because 
insurance companies have develop- 
ed better methods of recouping 
losses, They obtain a full report on 
sales of each auction house, giving 
pertinent information on the car. 
This enables them to protect their 
clients better by quickly ferreting 
out thefts, 

One Birmingham agency cover- 
ing aution sales does business 
with some 50 different auctions. 
Its policy provides 95 percent pro- 
tection on checks, sight drafts 
and titles. Coverage is afforded 
up to $5,000 per vehicle with a 
$50,000 policy limit. 

Changes can be made in percent- 
ages of coverage and policy limits 
to fit individual needs. When a loss 
occurs, payment is made directly to 
the auction from funds used ex- 
clusively for check and title losses. 


The insurance company has a 
claim agency that operates over a 
wide area and can go into action 
immediately after a bad situation 
develops. In other words, this agen- 
cy is geared to cover auction sales 
and dealers in many cities, 






















the $121.7 million earned in the 
second quarter of last year. Second- 
quarter sales totalled $1,878.3 mil- 
lion, a gain of 5 percent from the 
$1,790.4 million figure for the like 
quarter of last year. 

* * 


* WAS the first quarter of this 
year which cut down results in 
the first half. Ford earned $76.2 
million on sales of $1,461.1 million 
in the first three months of this 
year. 

Factory sales of domestic cars, 
trucks and tractors to dealers in 
the first-half amounted to 1,019,705 
units, down from the 1,233,294 units 
sold in the like period of last year. 
First-half sales of foreign plants 
were 485,368 units this year and 
506,309 last year. 

Ford was the second most effi- 
cient of the auto companies in 

the first half, showing a profit 

of 6.3 percent on sales. In the 
first half of last year, the com- 
pany made 7.2 percent on Sales. 

General Motors’ sales and profit 
in the first half declined from the 
year-ago showing but the company 
remained well above the industry 
average in return on sales, The 
company made 7.6 percent on sales 


Miami Preview 
Of °62 Models 
Set for Oct. 11-15 


MIAMI.—A preview of the ’62 
autos will be a feature of the third 
annual South Florida House and 
Garden Exposition Oct. 11-15 in the 
Dinner Key Auditorium, according 
to W. Rodger Herndon, producer. 

Under show rules, he said, only 
one display is permitted for each 
make, and it may be set up by the 
factory, distributor, a cooperating 
group of dealers or by an individ- 
ual dealer. 

Dealer groups representing 
Volkswagen, Volvo, Simca, Dodge, 
Lincoln, Mercury, Ford, Chrysler, 
Plymouth and Chevrolet have be- 
gun negotiations for display space, 
he added. 

In instances where one dealer or 
group of dealers handle a multiple 
dealership, Herndon said, no one 
exhibitor may have exclysive show- 
ing rights to more than one make. 





New Calif. Law Requires 


Anchors for Seat Belts 


SACRAMENTO, Calif. — Gov. 
Edmund G. Brown has signed 
into law a bill requiring that all 
new autos sold in California after 
Jan. 1 be equipped with anchors 
to which safety belts may be at- 
tached for the front seat. 

Bradford M. Crittenden, com- 
missioner of the State, Highway 
Patrol, and Dr. Irma West, medi- 
cal officer in the State Depart- 
ment of Public Health, have said 
that Californians are being need- 
lessly disabled or killed for the 
lack of one safety belt costing 
less than $15. 

























in the first half, compared to 8¢@ 
percent a year ago. 


* * * 
1. industry totals showed both 
sales and profits for the first 
half were well below the totals for 
the like period of last year. The 
industry made 5.9 percent on sales 
in the first six months, down from 
the 7.0-percent profit a year ago, 
American Motors followed the in- 
dustry pattern in absorbing de- 
clines in both sales and earnings # 
in the first half but was able to 
Stay in the black, AMC made 23 
percent on sales in the first half, 
down from a profit of 5.2 percent 
on sales in the first six months of 
last year. 
Both Chrysler and Studebaker- 
Packard reported losses in the 
first half. S-P made a profit of 
1.9 percent on sales in the first 
half of last year while Chrysler 
showed a profit of 1.4 percent. 
Ford’s improved showing in the 
second quarter enabled the com- 
pany to boost its profit margin, al- 
though Ford still ranked second to 
GM. on profit on sales. 
* * * 


Froke made 7.1 percent on gales 
on the second quarter, compared 
to 6.8 percent in the second quarter 
of last year. GM’s profit dropped 
from 8.3 percent in the second 
quarter of last year to 8.2 percent 
in the like period of this year. 

The five auto producers made an 

average of 6.5 percent on sales in 
the second quarter, down from the 
7.1 percent earned in the like period 
of last year. 

AMC’s April-June profit amount- 
ed to 3.1 percent, compared to 5.5 
percent earned a year ago. Chrys- 
ler made a scant 0.8 percent on 
sales in the second quarter, down 
from 2.3 percent a year earlier. 

S-P was the only auto maker in 

the red in the second quarter. The 
company showed a profit of 0.7 per- 
cent on sales in the April-June 
period last year. 


Asel Is Named 
Top Salesman 


o 7. 

Of ’61 in Lima, O. 
LIMA, O.—Hersche] Asel, a sales- 
man for Laibe Lincoln-Mercury: 
Comet, has been voted the city’s 

top auto salesman of 1961. 

His selection was based on the 
total number of new and used-car 
sales and the dollar volume of gross 
sales during the New Car Dealers 
Million Dollar Sell-A-Thon. 

An award was presented to Asel 
by Dick Daulton, president of the 
Lima New Car Dealers Assn. 

Seven salesmen for seven other 
dealerships also were nominated for 
the award. They are: 

Robert Hall, Lima Cadillac; Wil- 
liam J. Sarno, Conner Oldsmobile, 
Inc.; Jack Nadeau, El-Par Motor 
Sales; James Chapman, Daulton 
Rambler; Robert Cherry, Timmer- 
man Ford; Roger Detrick, Allan 
Rhodes Volkswagen, and C. EB 
Brennan, White Chevrolet, Inc. 































“...1 like thei f doing business” — 
rf ---l like their way ofr doing business | 
lings 
cond 
7 | 
IN says R. C. MCILWAIN, Ford | 
¥ dealer, Columbia, Louisiana ) 
the 
a “Twenty years ago, I selected Commercial Credit 
ding from among several finance plans—and we’ve worked 
nd with them through the years—because I like their 
5, way of doing business. They help us reach more 
the | 


customers because they make it possible-to give 
most any terms asked for. And whenever I have had 
need of Commercial Credit’s help, they have come 
running. As far as customer features of the Plan 
are concerned, life insurance helps close the deal 
from the wife’s standpoint—and the speed with 
which they get a customer back into a car after a 
collision keeps things sold. Commercial Credit Morn- 
ing Meeting Guides have been very helpful in train- 
ing and enthusing my salesmen.” 





Commercial Credit 
serves successful dealers 





For complete information on how our 
service can help promote your success, 
call or write the Commercial Credit 
Corporation office nearest you. 
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Raymond P. Scott, owner of the Olds-Rambler dealership that bears his name, has found DowGARD easy and profitable to sell when his service customers 
know the facts and the price. 


About 95% of DowGarD Coolant sales at this Wynnewood, Pennsylvania, Olds- ‘‘When we ask customers if their car’s ready for winter and the 
Rambler dealership are made to service customers. In the first season, the dealer- answer is ‘no’, they get the complete story on DowGarbD, including 
ship converted one-third of them from antifreeze to DowGARD. the price comparison,’’ says Service Advisor James Murdoch. 








“DOWGARD accounted for ¥, of our 
coolant sales the first season!” 


DOWGARD* Engine Coolant yields 35% profit, says Wynnewood, Pa., dealer 


“We started promoting DOWGARD last fall,” says 
Parry Scott, General Manager of Raymond P. 
Scott, Inc. “Our profit has run 35% on this new 
engine coolant and not one of our customers has 
had any leakage problem with DOWGARD.” 


About 95 per cent of the DOWGARD Coolant sales 
at the Wynnewood dealership are made to service 
customers. The remaining DOWGARDis sold to new 





car buyers who specifically request this superior 
coolant when they take delivery. 


“Starting in September,” Service Manager Ted 


Robinson adds, ‘‘we ask our service customers if 
their car’s ready for winter. When the answer is 
‘no’, our man gives the customer the complete 
story on DOWGARD. In the first season, we con- 
verted a third of our customers from antifreeze 
to DOWGARD.” 


Even including an in- 
stallation charge, 
Robinson reports the 
totalcostof DOWGARD 
over a two-year period 
is nO more expensive 
than the price of anti- 
freeze for the same 
length of time. 


There are five good 
reasons for you to 
switch to DOWGARD 
and get coolant profits 
back where they be- 
long. Read these reasons below—then order from 
your jobber today! 





DowGarD has advantages antifreeze just can’t offer! 


1 Prevents rust in new cars, stops rust in older 
cars. Engine runs a bit warmer for greater 
engine efficiency. These features mean less en- 
gine wear and tear, gas and oil savings, longer 


which DowGarRD Coolant has been properly 
installed. 


4 Guaranteed* two years, and costs less per 


engine life. year than antifreeze, even with nominal in- 
stallation charge! 

2 More customer satisfaction. Owners every- 

where report less leakage, because DOWGARD 

operates at lower pressure in the system. 


5 More profitable because: 
Sold through service dealers. 
Higher profit margin. 


Proper installation sells more 
cooling system parts. 
Sell it all year ’round. 


YEAR 'ROUND 
COOLING SYSTEM 


FLUID 3 Dow guarantees for two full years to repair 
any damage to the engine or cooling system, 
caused by freezing of the coolant, in any vehicle 


$2.25 per cALLon anywhere in the continental United States in 
SUGGESTED RETAIL PRICE 





*Unconditionally guaranteed by Dow against loss of coolant for 24 months or 24,000 miles, when properly installed by a service dealer in 1958 and newer cars 
and inspected every six months. Loss in first 6 months (or 6,000 miles) replacement is free; 6 to 18 months (6,000 to 18,000 miles)—costs customer 50% of retail 
price; 18 to 24 months (18,000 to 24,000 miles)—costs customer 75% of retail price. Reimbursement to dealer is handled by the jobber for DowGarD Products. 


D OWGARD © THE DOW CHEMICAL COMPANY <—- 
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Battle Over Dealer’s License... 


‘Watchdog 


WASHINGTON. — Establishment 
of a special office to keep a run- 
ning check on complaints against 
city officials is being considered by 
Walter N. Tobriner, District com- 
missioner. 

Tobriner said the office would 
keep an eye on all reports of 
dealings between District officials 
and the businessmen they are 
supposed to regulate. 

His proposal came after Ross 
Rosenberg, a used-car dealer who 
has been unable to get his license 
renewed, charged that he had given 
payola to Conrad N, Cardano, chief 
of District licensing enforcement. 

Cardano denied Rosenberg’s ac- 

cusation and a lie-detector test ad- 
ministered by police indicated Car- 
dano was telling the truth, police 
said. Tobriner said, however, he did 
not consider the test conclusive. 


Earlier, Rosenberg said he had 
already passed a lie test, adminis- | % 
tered by a private detective he had} * 


hired. 


Rosenber’s attorney offered to let | 





Borgward Fires 


17,000 Workers 


German Auto Firm 
Faces Bankruptcy 


BREMEN, Germany — It ap- 
peared last week that Borgward, 
fifth largest vehicle builder in Ger- 
many, had reached the end of the 
line. 

The firm said that it was ready 
to send dismissal notices to its 
17,000 employes and there were 
reports that management was 
seeking a settlement with sup- 
pliers by offering to pay 35 cents 
on the dollar. It was said the 
firm was attempting legal settle- 
ment of its muultimillion-dollar 
debts to avoid bankruptcy pro- 
ceedings. 

Beset by financial and sales dif- 
ficulties, Borgward had halted pro- 
duction early in July. 

Formal layoff of Borgward em- 
ployes came after attempts to in- 
terest foreign auto firms in buy- 
ing the Borgward properties fell 
through. 

British Motor Corp., after consid- 
erable study, announced it had no 
interest in the firm. It was reported 
that negotiations also were held 
with Chrysler Corp., but that they 
were unsuccessful. 

(Automotive News learned late 
last week that the former North 
American factory representative 
for Borgward has been hired by a 
M e xi c a n-government-sponsored 
group dickering for the Bremen 
facilities.) 

After BMC and Chrysler negoti- 
ations failed, it was reported that 
an unidentified group of Texas fi- 
nanciers made an unsuccessful bid 
for the Borgward properties. 

The Borgward plants; rebuilt 
since World War II, are valued in 
some quarters at $50 million. 

(In Boston, a spokesman for 
Borgward Motors Corp., United 
States factory branch, said he 
Was expecting word regarding a 
complete reorganization in 
Bremen and an early resumption 
of production. 

(In the meantime, he said, Borg- 
ward business in the U. S. would 
continue on the same basis as in 
the past, without interruption in 
supply of units or spare parts to 
dealers.) 

The West German State of 


(Continued on Page 60, Col, 2) 





2 Wisconsin Dealerships 


Are Destroyed by Fire 


RIVER FALLS, Wis.—Fire de- 
stroyed Koller’s Pontiac Co. and 
River Falls Motor Co. Two other 
business firms were destroyed by 
the blaze, which levelled a quarter 
block on this city’s main street. 

The blaze swept the two-story 
structure housing the two auto 
firms, setting off a number of ex- 
plosions as it destroyed a dozen 
new autos and a score of used cars 
in River Falls Motor Co, About a 
dozen cars also were lost by Koller. 





’ Office Sought in D. C. 


renewal of his used-car dealer’s 
license because of a score of cus- 
tomer complaints. 

In appealing this decision, he 
made the charges against Cardano 
under oath at a public hearing held 
by a committee of the District 
Board of Appeal and Review. 

The present furor was kicked 
off when Rep. John L, McMillan, 

South Carolina Democrat and 
chairman of the Committee on 
District Affairs, contacted Dis- 
trict officials personally in an ef- 
fort to get Rosenberg’s license 
application approved. 

After they charged McMillan was 
attempting to use his Congressional 
“influence,” McMillan said he had 
been asked to help in the case by 
a South Carolina auto dealer with 
whom Rosenberg did business be- 
fore his license was lifted in 1959. 

McMillan also said he had “no 
interest in Rosenberg’s application 
other than to see he is given a fair 
deal in connection with his applica- 
tion for license and is treated on 
an equal basis with other appli- 
cants.” 

The round of charges and coun- 
ter-charges also brought to light 
that a Cadillac registered in Mc- 
Millan’s name was purchased this 
year by Donald Reynolds, head of 
a firm which is among four bidding 
for property damage and personal 

liability contracts at the New Dis- 
trict Stadium this fall. 

MeMillan explained that he had 
paid for the Cadillac himself, 

but had simply asked Renolds, 
“Whose parents and family have 
been my closest personal friends 
and constituents ever since I was 
born,” to handle the deal because 
he didn’t want anyone to get the 
idea he was using his position to 
get special treatment from an 
auto dealer. 

Reynolds said that although Mc- 
Millan’s name was “never used,” he 
bought the car from Capitol Cadil- 
lac-Oldsmobile at a 10-percent dis- 
count. 

He said that in 1950 he had also 
acted as the middleman in McMil- 
lan’s purchase of a new Ford con- 
vertible. 

It had been reported earlier that 
McMillan’s son got the use of a 
’61 Corvette from a lot where 
Rosenberg is a used-car salesman. 

McMillan explained that his son 
was looking for a used car and 
had been given the Corvette to try 
out briefly. 


police administer their test to his 
client. 

Said Tobriner, “It would be in- 
teresting if the tests showed both 
men telling the truth.” 

Rosenberg has been refused a 


Sleeves Added 
By Sealed Power; 
Net Up 38 Pet. 


MUSKEGON, Mich.—After two 
years of economic and engineering 
planning, Sealed Power Corp. is 
diversifying its product line with 
the production of 
cylinder sleeve 
castings for alu- 
minum auto en- 
gines, according 
to Paul C. John- 
son, president, 

In his midyear 
report to direc- 
tors, Johnson said 
the company has 
negotiated co n- 
tracts to supply 
the castings to a 
major producer of aluminum en- 
gine blocks, with initial shipments 
scheduled to be made this month. 

During the first half of the year, 
he reported, earnings were up 38 
percent over the comparable period 
a year ago on approximately the 
same sales volume. 

Net earnings totalled $666,000 on 
consolidated sales of $12,571,000, 
Johnson said, compared with $481,- 
000 on sales of $12,635,000 in the 
first six months of 1960, 

Although original-equipment sales 
were down in the first half, John- 
son said prospects for the balance 
of the year appear favorable. 

“With automotive inventories 
now at more normal] levels and 
with production of 1962 model ve- 
hicles scheduled to get under way 
during the third quarter, we are 
anticipating an improvement in 
original-equipment sales volume 
during the balance of the year.” 


13 Plead Innocent 
To Fraud Charges 


INDIANAPOLIS. — A former 
bank official, a used-car dealer and 
11 employes of the dealership 
pleaded innocent in Federal Court 
here to charges of conspiracy and 
misapplication of funds in an al- 
leged swindle of $1.5 million from 
First National Bank, Terre Haute. 

William C. Kipple, former assist- 
ant cashier and head of the bank’s 
loan department, entered 39 sep- 
arate pleas of innocent. Thomas E. 
Lapworth, who headed the bank- 
rupt City Motors, Inc., and 11 of 
his employes were charged with 
aiding and abetting Kipple in mak- 
ing false loans or obtaining cash- 
ier’s checks. 

All are charged with conspiracy 
and Kipple also is named in each 
of the 15 remaining counts in the 
indictment. Each of the others also 
faces a single charge of aiding and 
abetting, except Lapworth, who 
must answer only to the conspiracy 
charge. 

















































































Paul C, Johnson 


Military to Buy 
Compact Trucks 


DETROIT.—Compact trucks will 
be purchased for military use this 
year for the first time. 

This was revealed at the close 
of a week-long conference here be- 
tween 125 representatives of 40 
manufacturers, the Army, Navy 
and Air Force. The meeting was 
sponsored by the Detroit Army 
Ordnance Tank-Automotive Com- 
mand. 

The conference also decided that 
safety belt anchors will be required 
for all seats in military sedans, 
station wagons and light trucks 
and that certain 44-passenger buses 
will be made convertible into am- 
|| bulances carrying 18 litters. 


Late Report... 











L-M's Crowley Honored— 


A. H. Crowley, right, Lincoln-Mercury 
dealer-relations manager, was honored 
recently for his 35 years service as a 
company sales executive. He is shown 
receiving a gold wrist watch from Ben D. 
Mills, L-M general manager. He joined 
the company in 1925 as assistant man- 
ager of its first Lincoln retail store. 








Used-Car Market 


The average price of used cars sold at wholesale auction rose 
$38 last week to $1,062, according to Automotive News’ index. 
A year earlier, the average price was $977. 

This was the highest average recorded since mid-May and was 
well above average prices established early last spring. 

Increases by model last week amounted to a fancy $209 on ’61s, 
$55 on ’58s, $22 on ’55s, $19 on ’59s, $5 on ’54s and $1 on ’60s. 

The price of ’56s remained unchanged from the previous week 
and the only loss charted on the index was a $10 setback for ’57s. 

At a group of representative auctions last week the sales ratio 
was 76.9 percent, compared with 77.3 percent the previous week. 
Auction reports begin on Page 44, 


Willys’ New Tuxedo Park— 








This is the Tuxedo Park, new CJ-5 Willys “Jeep” model with convertible top, chrome 
wheel discs and spare wheel cover. Shown with the four-wheel drive vehicle are 
C. M. Ritchey, left, Willys advertising and public relations director, and James Beattie 


jr. general sales manager. 


At the Factories... 


Late Personnel News 


(Continued from Page 2) 


outh plant engineer and specialized 
in plant construction. He was not 
given Brennan’s title of vice-presi- 
dent in his new capacity. 

Other vice-presidents who have 
left Chrysler since last summer in- 
clude E, C. Row, C. L. Jacobson 
and J. B. Wagstaff, who retired at 
age 65; M. C. Patterson and J. C. 
Zeder, who took early retirements, 
and Nicholas Kelley jr. and R. P. 
Laughna, who accepted other jobs. 

Brennan’s departure was the first 
of a top-ranking executive since 
Lynn A. Townsend became Chrys- 
ler president. 

ok 


Chevrolet. 


Appointment of James W. 
McLernon as assistant manager 
of Chevrolet’s manufacturing re- 
search and development department 
is announced by 
Edward H. Kel- 
ley, general man- 
ufacturing man- 
ager. 

McLernon, who 
has been general 
superintendent of 
production at 
Chevrolet’s motor 
plant in Tona- 
ae wanda, near Buf- 

: falo, succeeds D. 
oe Robert Bell, who 
recently was named manager of the 
division’s Powerglide automatic 
transmission plant at Cleveland. 

* * * 


General Tire 


General Tire & Rubber Co. an- 
nounces promotion of John J. Mul- 
cahy to the newly created executive 
position of director, automotive 
sales, Detroit. 

Mulcahy’s new 
assignment 
makes him re- 
sponsible for 
centralized ad- 
ministration and 
direction of all 
General Tire 
sales activities in 
tires, plastics and 
industrial prod- 
ucts in the De- 
troit automotive 
market. 

Mulcahy joined General Tire’s 
sales organization in 1944. He has 
been a General Tire sales execu- 
tive in Detroit since June, 1947, 
when he was named assistant man- 


* * 





* 


John J. Mulcahy 



























ager of manufacturers’ sales for 
the tire division, He was promoted 
to manager of that operation in 
1950. 


. << 


Oldsmobile 


Thomas E. Darnton has been ap- 
pointed to the new position of direc- 
tor of reliability for Oldsmobile, 
and Robert W. Truxell has been 


z 










m + 4 
T. E. Darnton Robert W. Truxell 

named assistant chief engineer. 
Darnton joined Oldsmobile in 
1941 and had been purchase direc- 
tor since 1957. 
Truxell came to 
the division in 
1950 and had 
been in charge of 
reliability in the 
engineering de- 
partment for 
more than a year. 
W. E. Haight has 
been nameg to 
succeed Darnton 
as purchasing di- 
rector. He had 
been assistant purchasing director. / 
“The establishment of Oldsmo- 
bile’s quality and reliability pro- 
gram as a staff function,” said 
Jack F. Wolfram, general man- 
ager, “will help build and further 
our lead in product superiority. 
As our engineering program is 
geared to superior product de- 
sign, our reliability program is 
geared to assure that the Olds- 
mobile car is, and will continue 
to be, a superior, quality-built 









W. E. Haight 


In explaining Oldsmobile’s con- 
cept of reliability, Wolfram said 
“Oldsmobile is dedicated to build- 
ing every car, ready and able to do 
what it is supposed to do—in every 
respect — in performance, appear- 
ance, quality, value and customer 
satisfaction. 

“Because the customer demands 
it, his car must be styled right, 
designed right and built right,” he 
added. “That’s why the word ‘re- 
liability’ sums up everything we are 
doing at Oldsmobile.” 

He said Darnton will “be respon- 
sible for the development and ad- 
ministration of an expanded relia- 
bility program, including quality 
control. He will also be in charge 
of coordinating the entire reliabil- 
ity program between the engineer- 
ing, manufacturing and purchasing 
departments and the B-O-P plants 
which assembly Oldsmobiles in var- 
ious parts of the nation. 

“Truxell, as assistant chief en- 
gineer, will head up a department 
responsible for product quality 
development,” he added, “This 
will include the development of 


more comprehensive specifica- 
(Continued on Page 60, Col, 1) 





This week in LIFE, millions of prospects and customers will see this ad on steel car bodies. It is part 
of U.S. Steel's year-round advertising campaign—in magazines, on billboards and TV—which will make 
your selling job easier. Be sure to point out to your prospects how today’s modern steels make the car 


you sell stronger, safer, more beautiful, longer-lasting. 


P. S. On August 9, 22 million viewers of the United States Steel Hour (CBS-TV network) P 
will see a good salesman use a showroom and road demonstration—and steel—to §$ell Pye it sells for you. 


close the deal. Watch how he does it. Check local listings for time and channel. 


strong steel car bodies protect you in more ways than one 
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United States Steel 


This mark tells you a product is made of modern, dependable Steel. TRanEann 
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Capsule Comment 


New-car inventories have fallen below 900,000 for the 
first time in 10 months. 
Still a lot of cars to sell—one at a time. 


New-car sales in the middle 10 days of July soared to 
a six-year high. 
And the demand for standards was just as great as it 
was for compacts. 


* * * 


Selling is really a business of understanding people, says 
a training counselor. 
You'd never know it to read some dealers’ ads. 


The General Services Administration will require safety 
devices on all the new cars it buys next year. 
The nut that holds the wheel is still the weak link. 


* * * 


Auto executive says new cars are still a status symbol, 
but the status they symbolize is changing. 
Nobody knows that better than the men who sell them. 


* * * 


Auto hobbyist assembles car from jumble of parts aban- 
doned when its parent company went out of business in 1920. 
Who says they don’t build ’em like they used to? 
* 


* * 


Alabama dealer whips up artificial snowstorm on his lot, 
sells 126 cars in 10 days. 
Cool, man. 





Events 


% Enrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 
Aug. 20-21 — Wyoming Automobile Deal- 
ers Assn., Jackson, Wyo. 
Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 
Aug. 20-23—Automobile Dealers Assn. of 


West Virginia, The Greenbrier Hotel, 

White Sulphur Springs. 

Sept. I&6— Maine Automobile Dealers 
Assn., Poland Springs Hotel, Poland 
Springs, Me. My 

Sept. 18-19—Wisconsin Automotive Trades 


, Schroeder Hotel, Milwaukee. 

%& Sept. 19-20—Federation of Automobile 
Dealer Assns. of Canada, Queen Eliz- 
abeth Hotel, Montreal. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte addon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


N. Y. 

Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City, 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings, 
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Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

% April 8-10—Automobile Dealers Assn. 
of Alabama, Montgomery, Ala. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, III, 

May 16-17—Missouri ‘Automobile Dealers 
Assn., Elms Hotel, Springs, 


Mo. 
May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 


Excelsior 


i ee 
Auto Shows 
Sept. 21-Oct. | — Frankfurt International 


Auto Show, Frankfurt, West Germany. 

% Oct. 5-15 — Paris Auto Show, Paris, 
France. 

Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, ‘ 

Oct. 18-22— New England International 
Auto Show, Commonwealth Armory, 
Boston. 

%& Oct, 18-28—London Auto Show, London, 
England. 

Oct. 26-Nov. 5—Los Angeles Automobile 
Show, Pan Pacific Auditorium, Los An- 


geles. 
Oct. 28-Nov. 5—Southern Automobile Ex- 
osition, Merchandise Mart, Charlotte, 


Oct. 28-Nov.8—Turin Auto Show, Turin, 


Italy. 

Nov. I1-18—Philadelphia Auto Show, Phila- 
delphia. 

Nov. 13-l18—Denver Auto Show, Denver 
Coliseum, Denver. 

Nov. 21-26 — 4th Annual Imported. Car 
Show, Brooks Hall, San Francisco. 


Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago 


Oct. 19-28 — 1962’ National Auto Show, 
Cobo Hall, Detroit. 
ee * * 
General 


Aug. II-l12—National Auto Auction Assn. 
Convention, Bismarck Hotel, Chicago. 

%*%& Oct. 1-5—National Truck Leasing Sys- 
tem, Edgewater Beach Hotel, Chicago. 

Oct. 1-5—I4th annual convention and ex- 
hibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago. 

Oct, 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, B.C. 

Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 

Oct. 29-Nov. ational Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 

Dec. 9-11—8th Annual Auto Trim Show- 
Convention, Hotel Ambassador, Los An- 


geles. 
1962 
Jan. 29-31—Automotive Accessories Manu- 


facturers of America, McCormick Place, 
Chicagoy 


73 to 83 percent being recorded 
Department of Commerce. 


20 Years Ago—1941 
Aiming at compulsory restriction on the use of gasoline, the Sec- 
retary of Interior called upon the oil industry to close 100,000 service 
stations in the Eastern States from 7 p.m. to 7 a.m. seven days a 
week. The order, affecting stations from Maine to Florida, was 
designed to build gasoline reserves for the defense program. 


10 Years Ago—1951 


New Defense Production Act extended the payoff period on new 
and used cars from 15 to 18 months, with one-third downpayment. 


The Big Stories 


35 Years Ago—1926 

The American automobile industry, which began its rapid expan- 
sion in 1910, accounted for the large percentage of rubber consumption 
used in the manufacture of tires and tire sundries, an increase from 
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No Coincidence 

On Pages 28 and 31 of the first 
report of the Task Force, there 
appear, among other things, graphs 
showing average days inventory of 
new cars in dealers hands and pre- 
tax profit of dealers, each by years. 

By combining these two on one 
graph, a very striking inverse re- 
lationship becomes clearly evident. 
As dealer new-car inventories go 
up, dealer profits go down. In view 
of this happening for eight con- 
secutive years, it is hardly likely 
that it was a coincidence. 

Carrying inventory is one of 
the major expenses in operating 
a dealership. Topheavy inven- 
tories, in addition to being un- 
necessarily expensive, also put 
dealers under pressure to accept 
unprofitable business. This in an 
* effort to get their new-car stocks 
under control. It may help regis- 
trations, but it is rough on profits. 

Due to the inequities created by 
these circumstances, it is no won- 
der that total dealer net worth in 
1960 shrank below $4 billion, as 
shown on Page 27 of the Task 
Force report. 

If this trend is to be corrected, 
we dealers must take an interest 






















































from 1918 to 1925, according to the 





“Easy, Benson, we all have to lose a sale once in a while." 


‘Stocks Up, Profits Off .. / 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 




























in regulating those items of ex- 
pense which are subject to some 
measure of control.—Bmrkert L, 


WiuuiaMs (Ford), Cleveland. 
* * * 


Referral Plan Questioned 


I am very curious about a method 
of selling automobiles which has 
just been brought to my attention. 
It seems that people are going out 
of state and buying a particular 
car in this manner. 

A person pays the full price for 
an automobile and leaves the names 
of six people. The first person from 
this list to buy a car entitles the 
original purchaser to a $100 de- 
duction. The next person from the 
list to buy a car represents a $50 
deduction from the purchase price, 
and I believe if this process would 
pass through 36 people, the original 
buyer would have a car without 
having to pay a penny. 

This doesn’t sound like very good 
business to me, but I don’t have 
enough facts to support my think- 
ing. The dealer from whom I 
bought my car told me that he 
thought this method was called 
“referral selling,” and had been de- 
clared illegal. He also stated that 
he was positive that there had 
been some articles in your maga- 
zine concerning this subject. 

I was wondering if it would be 
possible for me to receive some 
detailed information on what is ac- 
tually involved in “referral selling.” 
If you could do so, I would appre- 
ciate it very much because, if it is 
illegal, I feel that more people 
should be aware of this fact.— 
ConraD VOLLMERHAUSEN, Route 216, 
Fulton, Md. 

aK * * 


Correction 

The July 17 issue of AUTOMOTIVE 
News carried our new product, the 
G11 reflector, as the “Gil” reflector. 
Would you publish a correction?— 
W. M. MacKenziz, sales manager, 
Replacement Division, Grote Mfg. 
Co., Madison, Ind. 
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Start earning real profits with 
a ‘Jeep’ franchise. Average 
gross profit per vehicle is over 
$400 after washout! Sales vol- 
ume is at an all time high. 
And every'vehicle sale opens 
up the door to sales of ‘Jeep’ 
approved special equipment, 
which are high profit items. 


As a ‘Jeep’ dealer you are sup- 
ported by Maverick and Hong 
Kong...two top national net- 
work TV shows...reaching 
millions of people every week 
of the year. No other commer- 
cial vehicle dealer gets sup- 
port like that from the factory! 


And consider this: you can —_ FIND QUT ABOUT A ‘JEEP’ FRANCHISE NOW! 
add the ‘Jeep’ franchise to % 4 


an existing line with little 
increase in your overhead! 
‘Jeep’ vehicles...made only 
by Willys Motors, one of the 
growing Kaiser Industries. 


VEHICLES 


For complete information on how a ‘Jeep’ franchise can eliminate your pinched profits, write: James Beattie, Jr., General Sales Manager, Willys Motors, Inc., Toledo 1, Ohio. 
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What's New... 


shop which can supply linings, 
parts or fluid to the motorist,” Mc- 
Govern explained. “The entire in- 
dustry will learn about the new 
Raybestos program through a con- 
centrated, intense advertising and 
promotion campaign." 

* * 


Hickok Rep Named 


ROCHESTER, N. Y.— American 
Safety Equipment Corp., manufac- 
turer of the Hickok seat belt, has 
appointed Automotive Materials 
Raybestos Plans to Promote ara oe as ee to 

motiv us 
New Line of Brake Parts ee ae try. 


BRIDGEPORT, Conn.—The new! 4S] 4’s 1960 President 
line of hydraulic brak added ae 
ant Wastaetes Devialnn 2 Awarded Citation 


by the Raybestos Division of Ray- 

bestos-Manhattan, Inc., will be CHICAGO.—Belden Mfg, Co. was 
| launched with an allout merchan-| presented with a certificate of ap- 
| dising campaign, according to J. L.| preciation by the Automotive Serv- 
ice Industry Assn. in recognition of 


McGovern jr., sales manager. 
“The new line of hydraulic brake | Les A. Thayer’s service as the 1960 
ASIA president. 


parts will enable every Raybestos 
dealer to become a one-stop brake| The certificate reads: “In recog- 


Standard Parts Leases 
New Dayton Facility 

DAYTON.—Standard Parts, Inc., 
has leased facilities at 1211 Troy 
St. for a new distributing outlet and 
machine shop. 

W. C. Schultz jr., vice-president, 
will operate the new facility. The 
firm also announced plans to add 
a second floor to its warehouse on 
Washington St. 


* * * 





AUSCO 
MOBILE 


CRANE isthe 


work-savingest 
CQuipment 
th the shop! 
IT'S A CINCH TO PULL 
A MOTOR WITH 


OUR RUGGED 
. AUSCO CRANE 
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In Parts and Accessory Distribution 





nition of generous and unstinted 
time, energy and devotion given so 
inspiringly by Les A. Thayer, to as- 
sociation services and executive re- 
sponsibilities during his term of 
office as president of ASIA, this 
certificate of appreciation is voted 
unanimously in behalf of the as- 
sociation by resolution of its board 


of directors.” 
> * + 


Smith Named Oatey Rep 


CLEVELAND.—L. R. Oatey Co., 
manufacturer of Bond-Tite plastic 
filler, Bond-Tite body panels and 
other automotive products, has an- 
nounced the appointment of Dale 
Smith, Arvada, Colo., as full line 
representative in the Rocky Moun- 
tain states. 

* * 


* 
AAR Group in New York 


Hears Credit Discussion 


NEW YORK.—Frank Danen of 
Shore Auto Parts, Waterbury, 





—. 


mission, provides a truck operator } 
with 15 forward speeds. e2 

Ochs said that for each trans. — 
mission gear, a driver will have 
three close gear steps—low, inter. 
mediate and high—which give him 
a broader selection of the best gear 
ratio for the terrain and the load 
he is carrying. 

In contrast, the two-speed axle _ 
has two close steps in each gear” 
of a five-speed transmission—low ~ 
and high—for a total of 10 forward 
speeds. In effect, the three-speed 
axle gives a driver 50 percent more 
selectivity of gear ratios. \ 

Ochs said that because of the — 
closer steps between gears, gear) 
shifting is faster so that in going™ 
up a hill, the vehicle’s speed can 
be maintained. Conversely, on gq 
downgrade engine braking is not 
lost. 

















Conn., president of the automotive 
jobbers association there, discussed 
credit problems at a meeting of the 
New York group of the Automotive 
Affiliated Representatives. 

He showed the New York group 
the forms used in credit operations 
in Waterbury and ‘discussed his 
group’s practice of charging one- 
percent penalties on past-due ac- 
counts. 5 Bi re 


Convention Dates Set 


MADISON, Wis.—The 1961 con- 
vention of the Wisconsin Automo- 
tive Wholesalers Assn. will be held 
Oct, 6-8 at Lake Delton, Wis, 

* 


Eaton Develops 
Three-Speed 
Tandem Axle 


CLEVELAND.—Eaton Mfg. Co. 
has designed two of its two-speed 
truck axles into a three-speed tan- 
dem axle. 

“This new axle, currently in pro- 
duction at Eaton’s Axle Division, 
is the first successful effort of any 
producer toward achieving a three- 
speed tandem,” said Robert C. 
Ochs, division general manager. 

The three-speed tandem axle, 
when used with a five-speed trans- 





* ae * 


Dahlheimer Appointed 
ST. LOUIS.—John Dahlheimer # 
has been appointed division man- | 
ager of ALF-Herman Corp., in 
charge of the sale of the new “Star- 
Lite” aluminum bakery body. : 
* of ok 


Goerlich’s Opens Depot 
ATLANTA, — Goerlich’s, Inc, 
shock absorber and exhaust system 


supplier, has opened a new Atlanta | 
oo at 1346 Logan Circle 


* * * 


Grace Develops 
Catalyst System 
To Control Smog 


CLARKSVILLE, Md. — Speaking 
at the annual stockholders meet- 
ing, J. Peter Grace, president, W. 
R. Grace & Co., announced the de- 
velopment of a new catalyst to 
control smog from automobile ex- , 
hausts, the culmination of more 
than two years of research. 

Grace said a catalyst reduces the 
percentage of smog-causing hydro- 
carbons as well as carbon monox- 3 
ide when substituted for the stand- — 
ard muffler in the exhaust system. 

Grace exhibited a prototype, 
which had been operating on an 
automobile in actual road tests for 
more than 25,000 miles. The muf- 
fler was built by Norris-Thermador 
Corp., Los Angeles. 

Grace also said, “Our catalyst 
research personnel made up dozens 
of different catalyst combinations 
designed to meet the performance 
test standards expected to be es- 


_ 


THE AUSCO TRUCK MOUNTED 
CRANE TAKES THE BACKACHES 
OUT OF LOADING AND UN- 
LOADING. EXTRA MOUNT- 
ING WELLS 
MULTIPLY 


tablished by the California authori- 
ties. 

“Not only do we believe our cata- 
lysts meet current test specifica- 
tions but the Grace system will 


operate successfully on gasolines , 


containing lead and other conven- 


Pn 


/ JUST ONE 
MAN IS NEEDED 
IN OUR SHOP To 


/ HANDLE EVEN BULKY, }j 


HEAVY LOADS LIKE 
THIS. HYDRAULIC 


One End Lift 


AUTO SPECIALTIES MANUFACTURING CO. 
ST. JOSEPH, MICHIGAN e WINDSOR, ONTARIO, CANADA 


Sof-Lift 
Bumper 





tional additives,” he said. “We ex- 
pect to apply to the California 
authorities for official testing of 
our device in the near future.” 

* ae 


~~ tee ae 


Spencer Auto Electric 
Acquired by Patten Sales 


JACKSONVILLE, Fla. — Spencer | 
Auto Electric, Inc., has been acquir- | 
ed by Patten Sales Co., central 
warehouse distributor covering © 
Florida, accord- 
ing to Clyde E. 
Hawkins, Patten 
president. He said 
William S. Han- 
cock, for nine 
years associated 
with Johnny Rob- 
erts, Inc., Tampa, 
will be the gen- 
eral manager of 
Patten’s new 
Tampa division. ii 

Spencer’s W. S. Hancock 
branch in Jacksonville will be 
merged with the Patten operation, 
and the Tampa outlet will continue 
to operate under its present name 
as a division of Patten Sales, 
Hawkins said, 


Chrysler-Plymouth Deal 


Folds in Maryland 


SILVER SPRING, Md. — East 
West Motors, Inc. (Chrysler-Plym- 
outh), 1100 East West Highway, has si 
discontinued business. 

Martin P. Joyce, president, said 5 
the assets of the corporation are ~ 
being liquidated and that creditors) 4 
will be paid in full when the liqui- > g 
dation is completed. Ss ad 
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Wilkie Views... 





Auto Boom Is Due 


By David J. Wilkie 


A CERTAINTY ABOUT any 
pusiness depression is that it piles 
up a lot of unsatisfied demand. 

A backlog of unsatisfied demand 
has been accumu- 
lating in the auto- 
motive market. 
This is one rea- 
son many of the 
nation’s econo- 
mists are saying 
an industrial 
boom could de- 
velop with the 
coming of the 
1962 model-car 

a year—if not soon- 
David J. Wilkie er. But there are 
reasons for the prediction: 

A huge upsurge in government 
spending is about to get under way. 

An upturn in capital investment 
also is indicated. 

And there are indications of an 
increase in housing as well as in- 
dustrial construction. 

All these favorable factors will 
combine to reduce unemployment. 

Yes, a boom is due in the na- 
tion’s auto market. It could be 
of considerable size, if not a super 
boom. This is apparent despite 
the fact that last year, with 
slightly more than 6% million re- 
tail deliveries, was the second 
best volume-delivery year in in- 
dustry. Yet, in units sold, it was 
only slightly better than 1950. 

Interesting to note is the fact 
that in the period from 1950 to 
1960 inclusive, retail new-car sales 
averaged only 5,745,461 annually, 
despite the inclusion in that period 
of the industry’s three biggest sales 
years. 

Some factory and retailing ex- 
perts say the yearly average for 
the 1950-60 period should have 
been at least six million units 
There appears to be general agree- 
ment that the average of the 1960s 
will be well in excess of that figure. 

Some forecasters are coming up 
again with the prediction that the 











Young Dealer 
Finds Alaska 
A Hot Market 


ANCHORAGE, Alaska. — From a 
welding inspector at the Chrysler 
Jefferson plant in Detroit to the 
president of one of the most suc- 
cessful dealerships in the United 
States—that’s the story of John C. 
Stepp, 31, president of Imperial 
Motors, Inc., here. 

Stepp’s dealership, which han- 
dles all Chrysler Corp. cars, is cur- 
rently registering more than 16 per- 
cent of industry sales in the An- 
chorage market. 

The dealership, which opened 
for business in January, 1959, was 
recently presented its second 
Chrysler Corp. Quality Dealer 
Award. When it received its first 
award a year ago, it became the 
first dealership in Alaska to win 
the award and one of the few deal- 
erships to ever capture the coveted 
honor in its first year of operation. 

Another indication of the dealer- 
ship’s success is the large-scale ex- | 
pansion of facilities which has 
taken place since 1959. Today Im- 
perial Motors facilities comprise an 
entire square city block. 

It is one of the largest and most| 
modern Chrysler dealerships in the| 
U. S., featuring a showroom with | 
floor-to-ceiling windows all around. | 
Plans are now being finalized for| 
a large addition to house new and| 
used-car preparation facilities. 

Stepp admits his market doesn’t 
the opportunity generally 
found “stateside,” but feels his 
dealership makes up for the handi- 
cap by Selling harder. 

There are two big differences op- 
erating in Alaska compared with| 
a stateside operation, he explained. | 
One is the weather which is tough 
on cars and the other is the time 
and cost of getting cars to the new| 
State. | 












ccauianaipaaanmaieemadeidaenmianien | 

Fire Strikes Kirk’s 
FENTON, Mich.—Fire destroyed | 
the service department of Kirk’s| 
Sales and Service (Dodge), with| 


damage estimated at more than! 
$30,000. 


1960s will experience several eight- 
million-unit sales years. Perhaps a 
safer prediction would be that there 
may be a couple such years toward 
the end of the present decade. 

* * * 

MORE IMPORTANT IS the like- 
lihood that the economy will be able 
to withstand the higher volume of 
deliveries with less disastrous after- 
effect than was experienced follow- 
ing the 1955 production and sales 
bulge. 

Nevertheless, most _ retailers 
right now are concerned with the 
immediate future prospects 
rather than the long-range view. 
Right now these prospects are 
taking on an attractive hue. 

It has become something of a 
habit of industry analysts to talk 
about how many earlier-purchased 
cars are due for replacement. Some 
business experts currently are say- 
ing that many of the more than 
7.1 million new cars bought in 1955 
are in that category. Obviously, 
some of the vehicles delivered that 
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year still are in use, but it seems 
like a fair assumption that a large 
number of them already have been 
replaced, 


Moreover, a boom market doesn’t 
result from heavy replacement de- 
mand alone. Great as it is, replace- 
ment requirements have not yet 
reached that proportion. 

Nevertheless replacement demand 
has been growing steadily in recent 
years and its importance in the 
market, normal or otherwise, has 
to be acknowledged. 

* * * 

JUST WHAT RETAIL saleg vol- 
ume would constitute a “normal” 
market at this time is a matter 
of opinion. The opinion of the fac- 
tory sales manager differs sharply 
from that of many of the retailers. 
The manufacturer’s sales forecast- 
er, incidentally, is the one who pro- 
fesses to see demand reaching an 
eight-million-units-a-year level by 
1965. 

There are retailers and many 
impartial industry analysts, on 
the other hand, who believe an 
average of approximately seven 
million retail deliveries for the 
next four or five years is a more 
reasonable expectation. 

Important to the industry, natur- 
ally, is how the volume is attained. 
Production and retail] delivery of 








AHEAD’ 
sae A CHANCE- 


WE'LL BUY 


THE WRECKS 





The above is a junkyard sign 
near a grade crossing in Denver. 





eight million units in one year and 
six million or less the next would 
work considerable hardship on the 
dealer organization. 


But the auto makers have not 
yet discovered how to control pro- 
duction to the point where peaks 
and valleys can be avoided. Prob- 
ably they never will. 
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; Proposed Tariff | 


On British Cars in 
Canada Assailed 


TORONTO, — A spokesman for 
Britain’s auto industry says it 
would be unfair if Canada put a 
10 percent tariff on British autos. 
The Bladen Royal Commission rec- 
ommended the tariff in its report 
in June. 

D. G. Stokes, president of the 
Society of Motor Manufacturers 
and Traders, Ltd.—trade associa- 
tion for the British auto industry— 
said such a tariff would increase 
Britain’s difficulty in lowering its 
trade deficit with Canada. 

Many Canadian businessmen go 
to Britain urging Britons to sell 
more goods to Canada, Stokes said, 
and “we’re trying to comply, but a 
10 percent tariff on our cars would 
make it harder.” 

Stokes said price-cutting by Ca- 
nadian dealers in North American 
cars is fantastic, but it is far less 
prevalent among Canadian dealers 
handling British imports. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION, Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 








THE ANTI-FREEZE THAT GIVES YOU 


THE EXTRA SELL OF TW 


The only anti-freeze with MR-8 rust “7 
inhibitor. Protects all engine metals 





0 BIG NAMES 


(including aluminum) and water 
hoses...prevents rust clogging. 


REG. U.S. PAT. OFF. 
Better Things for Better Living, .. through Chemistry 





Fruehaut’s Stainless Steel 
Trailer is ahead 


by a country mile 
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New price reductions promise even 
more stainless units on the roads 


Advanced engineering and manufacturing techniques in the production of the 
premium semi-trailer on the highway today . . . Fruehauf Stainless Steel 
Vans . . . have made possible reduced prices on the line. This news is being 
welcomed by fleet owners and operators everywhere. 

Fleet operators have replaced trailers made of other than stainless steel 
several times over while their stainless units have kept delivering payload 
with virtually no exterior maintenance. These operators have records full of 
evidence of the value of stainless trailers and their acceptance of the new 
price announcement is most enthusiastic. 

Perhaps even more interested should be the people who have heard of the 





better values in stainless trailers but who have been stopped by the high pre- 
mium charged for the best. 

Fruehauf’s new prices now bring stainless trailers within a few percent of 
the cost of trailers built of other materials. The stainless unit provides even 
greater hauling profits, combining increased strength and capacity with added 
years of almost maintenance-free durability. 

The new lower prices just announced by Fruehauf were a result of their 
continual, extensive cost reduction program. Allegheny Ludlum, as the major 
stainless steel supplier, worked right along with the Fruehauf engineers and 
production men on this program. 

A-L research and application engineers are at your service, too, for counsel 
on fabrication techniques and the economical use of Allegheny Stainless in 
your product. Allegheny Ludlum Steel Corporation, Dept. MID 2, Oliver 
Building, Pittsburgh 22, Pennsylvania. caas 


ALLEGHENY 
LUDLUM 
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Across the Nation... 
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Auto Dealer Changes 


WISCONSIN RAPIDS, Wis.— 
Purchase of Craner Chevrolet-Olds, 
Inc., has been announced by O. H. 
Braeger, R. W. Braeger and W. E. 
Reichard. Reichard is now general 
manager of the firm, which has 
been renamed Bill Reichard Chev- 
rolet, Inc. 

* * + 
Hialeah-Springs Moves 
HIALEAH, Fla.—Hialeah-Springs 
Motors, Inc. (Volkswagen), has 
moved to 990 Hialeah Drive. The 
firm formerly operated as Springs 

Motors, Inc. 
* oa * 


Plains Chevrolet Opens 
AMARILLO, Tex.—Plains Chev- 
rolet Co. has opened at 1101 Tay- 
lor St. 


* * * 
Morock Celebrates 
ALEXANDRIA, La. — Morock 


Motors, Inc. (Lincoln-Mercury- 





Comet-English Ford), held open 
house at its new location on Upper 
Third St. at the intersection of 
Highway 71. 


* * * 


Hawke Plymouth Moves 
TAMPA, Fla.—Hawke Plymouth 
has moved to a new location at 
1111 Grand Central Ave. 
* * * 
Murphy’s Mercury Opens 
ERIE, Pa.—_Murphy’s Mercury 
Co. opened here on St. Patrick’s 
Day. Shoppers were invited to 
“save plenty of the long green” on 
a series of opening specials. 
* * * 


Durham Rambler Deal Sold 


DURHAM, N. C.—Kennedy-Ram- 
bler Motors, a new firm headed by 
J. M. Kennedy, an automobile deal- 
er here for the past 10 years, has 
taken over the American Motor 
Sales Corp.’s Rambler franchise at 


401 Foster St., replacing Williams- 
Rambler Corp. 
* 


* 


White Plains Ford Dealer 


| Taken Over by Larsen 
WHITE PLAINS, N. Y.—Carl 
B. Larsen jr., former general 
manager of W. A. Russell Motors, 
Inc. (Ford), here, has acquired 
full ownership of the dealership, 


Ford, Inc. 

The affiliated leasing company, 
Russell-Lee Fleets, Inc., has been 
changed to Larsen Leasing Corp. 


* * * 


Keenan Opens in Philly 

PHILADELPHIA. — Keenan Mo- 
tors (Studebaker-Mercedes-B e n z- 
DKW), has opened at 3900 N. 
Broad St. Martin C. Keenan is 
president. 


Canad ian, S-P 
Adds 5 Dealers 


VANCOUVER, B. C. — Stude- 
baker-Packard here announced the 
appointment of five additional deal- 
ers, 





They are Elk Motors, Chilliwack, 
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PERFECT CIRCLE 


PISTON 


ASSURES 
Saat 


CONFORMABILITY 


The basic metal used in Perfect Circle rings is 
specially selected for its active, spring-like qualities. 
And, each ring is carefully engineered to distribute 


its radial pressure properly for maximum 


conformability, even in tapered and out-of-round 


cylinders. 


This radial-active design results in sustained 
compression, less blow-by and positive oil control. 
It’s one of the many reasons why leading engine and 
vehicle manufacturers, fleet operators, race drivers 
and mechanics the world over prefer and specify 


Perfect Circle piston rings. 


For lasting performance, always install genuine 
Perfect Circles—the rings the 


PERFECT 1. CIRCLE 


e¢ POWER SERVICE PRODUCTS 
HAGERSTOWN, INDIANA: DON MILLS, ONTARIO, CANADA 


PISTON RINGS 


pros’’ prefer. 


PERFECT CIRCLE PISTON RINGS ARE IN- 
STALLED AS ORIGINAL FACTORY EQUIPMENT 
IN 94 BRANDS OF VEHICLES AND ENGINES 


NEW PC 

VALVE SEALS 

Stop oil loss past 
valve guides, reduce 
valve sticking. 

For superior 
performance, 

install PC Vaive 
Seals with 

every ring 

job 


and changed the name to Larsen 











“Hello, Hawaii? Hi, 
the market for a new car?” 





B. C.; Pollard Northside Service, 
Kamloops, B. C.; West End Motors, 
Prince George, B. C.; National Mo- 


ACME 

















tors, Victoria, B. C., and Rotary 
Motors, Vancouver. 

Joe Cusick, chief executive of 
Rotary is completing a new show- 
room, service and parts department 
for his new dealership. 

x * * 


Smith Sells to Brother 


FUQUAY SPRINGS, N. C.—Al 
Smith, co-owner of Smith Buick 
Co. here, has sold his interest to 
his brother, William O. Smith, and 
has purchased the Buick dealership 
at Kinston, N. C., which he will 
operate as Al Smith Buick. 


* * * 


Added by Simca 

DETROIT. 
manager, U.S. Simca Sales, Ex- 
port-Import Division, Chrysler 


ment of five more dealers. They 
are: 

Kidd Motor Co., U.S. Highway 
27, Revelo, Ky.; Drayer Motor 
Sales, 12 E. Linden, Miamisburg, 
O.; Ray Merchant Motors, Inc., 55 
W. Church St., Newark, O.; Jim 
Smailes Motor Sales, 125 S. Fourth 
St., Coshocton, O., and George 
Byers Sons, Inc., 2131 Gilbert Ave,, 
Cincinati. 

* * * 


Union Chevrolet Opens 


KANSAS CITY.—Union Chevro- 
let has opened at 1615 Independ- 
ence Ave. The dealership is headed 
by Jerry H. Green. 


* * * 


Adair Buys into Deal 
MUNISING, Mich.—Ray Adair 
has purchased a half interest in 
Munising Motors, Inc. (Ford). 
* = * 


Longrie Adds Studebaker 
GRAND RAPIDS, Minn.—Lon- 
grie Motors (Oldsmobile-GMC) has 
added Studebaker to its lines. Vic- 
tor Longrie is the dealer. 
* * * 


Art Anklin Ford Opens 


SYRACUSE. Art Anklin, Inc. 
(Ford), has opened in nearby Chit- 
tenango. The dealership is headed 
by Arthur L. Anklin jr., Baldwins- 
ville, N. Y., and his cousin James 
H. Anklin, Fayetteville, N. Y. 

cd * ok 


Midland Dodge in New Hands 


BILLINGS, Mont. — Tim Preston 
and Harry Taylor have taken over 
Midland Dodge at 2605 First Ave., 
N. Both are former Dodge em- 
ployes and each has served as dis- 
trict manager for the area. 

* * * 


Glenn Walker Chevy 
DETROIT.—Glenn Walker, for- 
mer Plymouth and DeSoto dealer 
here on the east side, has signed 
with Chevrolet. 


Allen Goes to Lark 


SUFFIELD, Conn.—Allen Motors 
has been appointed a dealer for 
Studebaker. The company was for- 
merly known as Allen Imports, but 
has been changed to Allen Motors. 

* * * 


Hymbaugh Gets Chevrolet 

PEKIN, Ill.— Hymbaugh Motor 
Sales has been awarded a Chevro- 
let franchise for the Pekin area, 
according to Jack Hymbaugh, 
owner. The dealership is at 501 S. 
Second St. 

* * * 

Evans Sells Out to Nagel 
In Casper Buick Deal 


CASPER, Wyo. — Evans-Nagel 
Motors, Buick dealer here for the 
past 12 years, will now be known 
as Nagel Motors, Inc., and will 
handle Buick and Pontiac with 
H. Peter Nagel as owner. 

Harry Evans has sold his in- 





| terest in the firm. He is Wyom- 
ing director of the National Au- 
tomobile Dealers Assn. 

* * + 


Renault for His Honor 
SALEM, Ore.—Bonestelle Sales & 
Service has been named a dealer 
| for Renault. Located at 465 Marion 
|St. N. E., the firm is headed by 
| Mayor Russell Bonestelle. 
+ * * 


Olds for Williams 


| WEST COVINA, Calif.—Emanuel 
| (Mandy) Williams has been award- 
/ed an Oldsmobile franchise. He 
|heads Mandy Williams Oldsmobile, 
| Inc., 2525 E. Workman Ave. Two 
| of his brothers are Oldsmobile deal- 
|}ers in California, one in Brawley 
and the other in Huntington Beach. 


7 t 
Peter Nunez, sales 





Corp., has announced the appoint- | 
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RUNWELL MOTORS 


BOUGHT A 
$1,575.00 DOG 


(and how it could have been avoided) 


What do you give a man for a good-looking used car? By the 
time this fellow—‘“The Shopper”—hit Runwell Motors with 
his trade-in, he’d been to three other agencies and worked his 
allowance up to $1400. The salesman at Runwell did a little 
quick footwork (all four tires turned out to be new), stuck his 
head in the window and counted the seats (2), straightened his 
tie (blue), coughed (nerves), and allowed The Shopper fifteen- 
seventy-five. The deal was made. 

They had to leave the car out that night, because the trans- 
mission wouldn’t handle that sharp little rise leading into the 
shop, and a small puddle under the pan the next morning led 
them to a slight wound in the block. And a look at the frame 
up on the hoist explained the need for new tires. And even if 
the car had been 100% sound, the deal was still a profit-killer. 


How did it happen? 
Sloppy appraisal. Nothing more, nothing less. Profits are made 
and profits are blasted with the appraisal. Can it be whipped? 
You bet it can. In our newsletter, Profit Pointers, we go into 








such things as appraisal in detail—all the do’s and don’ts are 
there plus some concrete ways to handle this kind of buying 
and do it profitably (the many uses of the buyer’s report 
form, for example). We publish once a month, and every 
issue has a feature of genuine worth. If you’d like a copy, 
contact your Associates representative, and he’ll be pleased 
to.put you on the list. It’s part of the extra service we give 
at The Associates. Why not sell us your next contract and see? 


ASSOCIATES 


INVESTMENT COMPANY 


South Bend, 
Indiana 


Associates Discount Corporation « Associates Discount 
(Canada) Limited * Emmco Insurance Company 
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Every Dot’s a LUCAS Dealer or Distributor, 


Every Star’s a LUCAS Factory Branch! 


501-509 West 42nd St., New York 36, N. Y. 





ENGLEWOOD, N. J., 30 Van Nostrand Ave. 


LOS ANGELES 16, Calif., 5025-5029 W. Jefferson Blvd. 


S. SAN FRANCISCO, Calif., 171 Beacon St. 
CHICAGO 441, Ill., 5001 W. Belmont Ave. 
HOUSTON 20, Tex., 6055-6057 Armour Dr. 
JACKSONVILLE 5, Fla., 400 S. Edgewood Ave. 


United States 
Factory Branches 






LUCAS gives you “‘on the spot” service, 


coast to coast! 





LU CAS ELECTRICAL SERVICES, INC. 





GENERATORS ° STARTERS * DISTRIBUTORS * COILS 
BATTERIES * LAMPS * WINDSHIELD WIPERS * REGULATORS 
HORNS * GIRLING BRAKES AND SHOCK ABSORBERS 


Eprror’s Note: This is another 
in a series of articles exploring 
the sales features of the import- 
ed cars. 

* a * 
By Ed Brown 
Staff Correspondent 


quality manufacture, substantial 


conservative, styling. 

The two-door Isabella we test- 
ed elicited many comments about 
its handsome appearance, and 
many were the strangers who 
stopped to inquire about the car. 

This German-made vehicle is 
substantially built and gives the 
appearance of being able to with- 
stand much abuse. 

The test car had 10 miles on it 
and had been greased and washed 


Simca Franchises 
Go to an Added 
41 Dealerships 


DETROIT. — Forty-one new 


Simca dealers have been appointed 
by Peter Nunez, Simca sales man- 
ager. 

“These dealers are either inde- 
pendent, single-line dealers or as- 
sociate dealers under a ‘key’ Simca 
dealer,” Nunez said. “All of them 
are concentrating on bringing top- 
rank Simca sales and service oper- 
ations to their communities.” 

The new dealers include: 

Hayden Automobile Co., Inc., 746 
Main St., Stamford, Conn.; Frank 
McDonald, Inc., 191 Kimberly Ave., 
East Haven, Conn.; Novo Motors, 
Inc., 133 South St., Morristown, 
N. J.; Bruno Motors, Inc., 129 San- 
ford St., New Brunswick, N. J., and 
Mellas Motors, Inc., 226-30 S. Fifth 
Ave., Mount Vernon, N. Y. 

Idlewild Motors, Inc., 130-29 
Merrick Rd., Springfield Gardens, 
N. Y.; Coronet Imports, Ltd., 7301 
Baltimore Ave., College Park, Md.; 
Sam’s Auto Mart, 613 Aquidneck 
Ave, Newport, R. 1; Jacobson- 
Young, Inc., 3825 S. Carrollton Ave., 
New Orleans, and Southern Auto 


No YORK.— The Borgward 
Isabella, automatic or Hansa- 
matic as they call it, at approxi- 
mately $2,500, is ideally suited for 
those occasions where the dealer is 
selling to a clientele looking for 


performance and attractive, yet 
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The Man Behind the Wheel .. . 
Sales Testing Borgward Isabella 





when we got it, nothing more. Yet 
everything worked properly and we 
encountered absolutely no difficul- 


ties with it in our 700 miles of driv- 
ing. 
cd * ok 
T FIRST, the automatic was 
stiff, and we wondered if its 
performance was up to the Ameri- 
can requirement. But after 500 
miles, the automatic began to pick 
up and show its real potential. We 
are willing to wager that after a 
few thousand miles, this automatic 
transmission would be a real de- 
light to own and ride. 

The Hansamatic shift offers some 
interesting innovations which can 
be sold effectively. The shift is on 
the steering column and employs 
four forward speeds. 

If the shift handle is thrown 
into fourth, the car automatically 
shifts itself through all four 
gears. When in high, it is pos- 
sible to throw the shift back into 
third for an extra burst of speed, 
if needed for passing or any other 
emergency. 

It is also possible to engage 
the gears in any progression you 
choose, stopping at any gear level 
which traffic conditions warrant. 
If you are moving in heavy city 
traffic, it is possible to set the gear 
in second or third, which means 
the transmission will shift auto- 
matically to the gear setting and 


remain there. 
* i © 


Does Not Creep 


HERE is another feature which 

should be stressed to the poten- 
tial buyer. There is no forward 
drift. When idling, the gearshift 
lever can be thrown into any one 
of the forward gears or reverse and 
the vehicle will not budge. It re- 
fuses to creep. This, of course, is 
a safety feature not to be over- 
looked. 

A slight pressure on the accel- 
erator will start the car moving, 
but because of the lag between idle 
speed and movement speed a safety 
factor is increased. 

It is also possible, because of 
this lag, to throw the shift mech- 
anism from reverse into high in 
one swift movement without 
causing any damage to the trans- 


mission itself, and without any 

forward or reverse jolt. 

The interior of the vehicle jg 
finished beautifully, as is the body, 
It is obvious that craftsmanship 
and care has been lavished on this 
car to make it look as substantia] 
as it does. 

Incidentally, the heater can be 
controlled individually for each side 
of the car and is an excellent source 
of cool air in summer. 

* * * 


ese car rides well. It is a goog 
solid ride, which gives honest 
comfort on all road surfaces. Re. 
member when people used to talk 
about the merits of a heavy car 
ride against a light car? They | 
say, “I can’t drive a light car, | 
need a heavy car ride in my car” 

Well, even though the Isabella 
is not the world’s biggest or heay. 
iest car, it is made for those people, 
The feel of the ride is like the im- 
pression the vehicle makes on peo- 
ple: Solid and substantial. 

When the driver learns to use 
this automatic transmission, the 
Borgward will acquit itself well 
in the heaviest city traffic as well 
as on superhighways. It is easily 
maneuverable for those tight city 
traffic situations, and it rolls 
along superhighways as though 
designed on and for the Auto- 
bahn in its home country. 


Steering is a little imprecise, 
which may disturb some perfec- 
tionists, but generally speaking the 
customer will find no distraction 
here. Cornering too, is not ideal 
because of the location of its center 
of gravity, but again the customer 
attracted to this vehicle is not | 
likely to be expecting it to do tricks | 


for him. 
* * * 


Easy on Gas 


‘> consumption during the early 
part of our trial was about 2548 
miles per gallon, but as we added 
more miles to the vehicle our con- | 
sumption shot up to 32 miles per | 
gallon and better. f 
We suspect it would average out | 
around 35 miles to the gallon once 
properly broken in, a fact which | 
every customer should find reassur- 
ing for an automatic transmission. 
The brakes are as good and 
solid as the vehicle itself, with 






























SEATTLE 8, Wash., 5516 First Ave. South 

BOSTON, Mass., Southwest Pk., Rt. 1 at Rt. 128, Westwood 
DENVER 7, Colo., 6001 E. 38th Ave. 

BALTIMORE 6, Md., 7114 Commercial Ave. 
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@ Most popular, best known, best advertised 
hubs made. 


@ Dependable beyond the call of duty—equal 
to the vehicle in durability. 


@ Easiest to use under all conditions—any- 
time, anyplace. 


@ Rarely require repairs—99.99% of Warn 
Hubs never do—but parts and service are 
available around the world if needed. 


@ Finest in design, quality and appearance. 


@ Easier to sell. 


For all 
4-wheel 
drives 


@ Help you sell the vehicle itself. 


@ Make owners more satisfied with their 
4-wheel drive! 

WARN HUBS WILL MAKE YOU 
MORE MONEY AND FRIENDS! 


The name that MEANS selective drive. 
Send today for Catalog DC-261-20 


WARN MFG. CO. 


Riverton Box 6064-AN, Seattle 88, Wash. 






Car Tested: 
761 BORGWARD 
ISABELLA 


Engine: Four-cylinder, in-line. 

Compression ratio: 7 to 1. 

Displacement: 1,493 cubic cen- 
timeters. 

Bore: 2.95 inches. 

Stroke: 3.33 inches. 

Horsepower: 66 at 4,700 rev- 
olutions per minute. 

imum torque: 79.5 pounds- 


no tendency to overheat evident 
during our test. 

The four-cylinder engine is set 
squarely into the engine compart- 
ment, with every one of the vital 
components easily at hand. As a 
matter of fact, everything is so effi- 
ciently set in place that your cus- 
tomer should be treated to a view 
of the compartment. He will be de 
lighted with what he sees. : 

The trunk is controlled by af 
small handle in the rear of the 
passenger compartment. Like the 
hood latch control, it is merely 
pulled to release. The trunk is large 
for a vehicle of this size and will 
swallow a considerable amount of 


luggage. 
* * 


T WOULD be a mistake to sell 
the Borgward Isabella as a car 
that will outperform anything else. } 
It has a good automatic transmis- 
sion, but don’t lead any customer 
to think he is going to win races 
from stop lights. But as a good 
solid performer, it will win plaudits 
from almost anyone who rides in it. 
* * Eg 


Co., 308 E, First St., Campbells- 
ville, Ky. 

Newlon-Foraker Co., 215 S, Main 
St., New Lexington, O.; Frank 
White, 1407 W. Holt Ave., Pomona, 
Calif.; Hansen Bros., 245 E. Sixth 
St., Eugene, Ore.; Beach Simca 
Sales, 98 Orange St., Neptune 
Beach, Fla.; Baxter Simca Sales, 
6115 Military, Omaha; Feese Motor 
Co., Campbellsville Rd., Columbia, 
Ky., and Bode Auto Sales, Adelphi, 
0. 


Carlson Motors, One E. 14th St., 
San Leandro, Calif.; Sim-At Corp., 
405 Lexington Ave., New York; 
Ratcliffe Motor Sales, 260 E. Main 
St., Chillicothe, O.; Willis-Sellers 
Co., 202 S. Pennsylvania, Wellston, 
O., and Linder Motors, Inc., 409 
Broad St., New London, Conn. 

Harold’s Motor Co., Inc., 333 
Orange St., Ashland, O.; Trenor 
Motor Sales, 3241 N. High St., Co- 
lumbus, O.; Hughes Motors, Inc., 
121 N. Verity Parkway, Middletown, 
O.; Main Street Garage, Inc., 333 
Main St., East Greenwich, R. L,; 
James Motor Co., Inc., 175 Taunton 
Ave., East Providence, R. I, and 
Foreign Car Center, Inc., 6601 Mis- 
sion Blvd., Daly City, Calif. 

L. P. Steuart, Inc., 1440 P St, 
N. W., Washington; Goodwin Bros., 
Inc., 761 New Circle Rd., Lexing- 
ton, Ky.; Knapp Sales & Service, 
119 E. Main St., Blanchester, O.; 
Dickerson Motor Car Co., 124-28); 
Harding Way W., Galion, O., and]; 
Loveland Motor Co., 229 Loveland- 
Madeira, Loveland, O. SG 

Rex Ponn, Inc., 188 E. Court St.,|3 
Urbana, O.; Balderson Motor Sales, ws 
2770 Maple Ave., Zanesville, O.; 
Chrysler West Side Service, Inc., 
516-520 W. 19th St. New York; 
Ed Fawcett, Inc., 3209 Stevens/s 
Creek Blvd., Santa Clara, Calif.; : 
Nevco, Inc., 20525 Mission Blvd., 

Hayward, Calif.; Swedish Motors, Borgward Test Car— 

13000 E. Warren, Detroit; Moreland] This is the Borgward Isabella two-door sedan which was tested by Automotive News. 
Motor Co., Inc., Waldorf, Md., and| The Hansamatic automatic transmission was found to be a smooth performer; fuel 
Webb Motors, 516 N. Main St.,| economy was excellent, and craftsmanship and riding qualities were termed ‘solid 
Edgerton, Wis. and substantial.” 






feet. 
Carburetor: Solex downdraft. 
Front suspension: Independ- 
ent with coil springs and tele- 
scopic shock absorbers. 
Rear suspension: Coil springs 
with telescopic shock absorbers. 
Tires: 5.90 by 13. 
Weight: 2,304.2 pounds. 
Length: 172.81 inches. 
Width: 67.08 inches. 
Height: 57.70 inches. 
Wheelbase: 102.34 inches. 
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“'l ordered 
limited slip differentials on 


all our 62 demonstrators. 
This year we'll be prepared.” 





To demonstrate a limited slip differential is to sell it. So, be doubly 
sure you order it on all your 62 demonstrators. 

A limited slip differential directs power to the rear wheel that has the 
greater traction—helps prevent getting stuck in mud, sand and snow. 

And so many people need it . . . doctors, veterinarians, salesmen, 
= housewives, rural mail carriers, police, taxi drivers, utility companies, 
contractors! Some of your customers know about limited slip differen- 
tial, but others don’t. Tell em, show ’em—and you'll sell ’em. 


ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR ’62 DEMONSTRATORS! 


met HERE’S HOW TO DEMONSTRATE LIMITED SLIP DIFFERENTIAL... 


\_ 


gn adit — l 





Stop your right rear wheel on a pile of wet leaves which Use your gravel drive or a grassy strip where you can Dirt really flies when a car with a conventional diffe- In the winter, if you’re where the temperature goes 
you can place at the curb yourself, then demonstrate run one rear wheel off into soft soil. You can put on a rential starts with one wheel in the mud. You can below freezing, put one rear wheel on a patch of ice or 
how limited slip differential lets you start up smoothly powerful demonstration of how easy it is to get going make a mud puddle in your used car lot or in a field— packed down snow and show your customer how 
and with no wheel spin—because the power goes to instantly—with limited slip differential. and show how limited slip differential insures a quick, limited slip differential lets you start up instantly. 
the wheel with the traction. clean take-off. 


News. 
sold oe ia re CORPORATION 6 Toledo 1, Ohio 








something for nothing is a myth. 
That is why we take the grown-up 
approach, 

“So, let’s talk sense. Park Chrys- 
ler’s reputation for fair dealing, for 
after-sale service, for the reason- 






How They're Pushing Sales... 


















Listen, Ladies 
“A TTENTION all women,” was 
the headline in an ad used by 
Bender Ford, Syracuse, N. Y., urg- 
ing them to “join the other dis- 
criminating women who have al- 
ready found Bender is the place to 
buy their new Ford car.” 

The ad continued, “The friendly 
atmosphere at Bender makes it 
congenial for women , , . who don’t 
want high pressure, double-talk or 
many other reasons to buy and 
trade. 

“That’s why they chose Bender, 
where you buy what you want at 
the price you want to pay. 

“You'll find your car delivered in 


FTC Claim Denied 
On Repair Manual 


WASHINGTON. — Saul Kron, 
trading as Institute of Hydraulic 
Jack Repair, 20 Morley Lane, 
Bloomfield, N. J., has denied Fed- 
eral Trade Commission charges of 
selling his “Hydraulic Jack Repair 
Manual” through exaggerated 
earnings claims and other misrep- 
resentations. 

In a complaint filed June 1, the 
FTC alleged, among other things, 
the manual does not provide the 
necessary information concerning 
the repair of all types of hydraulic 
jacks and the claimed $5 an hour 
and $40 a day are more than a 
person could reasonably expect to 
earn by purchasing the manual 
and engaging in the business. 

Denying the allegations and de- 
claring that the “proceedings . 
against him are not warranted and 
without basis and fact,’ Kron asks 
dismissal of the complaint. 


Recognize these problems caused by looseness? (1) Tire is worn smooth by loose ball-joints 
which fail to hold wheel in proper alignment. (2) Driver tries to return car from shoulder back 


Te a7 





Prolong tire life with MOOG Adjustable Ball-Joints 


able Ball-Joints! Looseness is elim- 
inated with the twist of an Allen 
wrench. Tires last longer because 
wheels stay in better alignment at all 
times... even when car hits bump! 
Pay for themselves in longer tire life. 


Ordinary ball-joints may seem to fit 


snug under the weight of the 


But when car is in motion this weight 
is often removed, and even new ball- 
joints are often wobbly. What to 
do? Replace ’em with Moog Adjust- 


For safer steering: MOOG Ball-Bearing Idler Arm Kits 


Arm Kit converts steering to smooth, 
reliable ball-bearing action for safe, 
positive steering control at all speeds 
... With or without Power Steering. 
Looseness is eliminated! Immediate 
improvement in the feel of the wheel. 


“Steering Stabilizer”’...“‘The Poor 


Man’s Power Steering”... by 


name here’s the answer to thread- 
on-thread or rubber-loaded steering 
connections which may work loose 
or bind. Moog Ball-Bearing Idler 





Dealer Ad Ideas 


spotless condition and even after 
normal service care your car leaves 
the service department without a 
















blemish on it, clean inside and out. 


“Only a women’s care and pride 
goes with each ride in a women’s 


choice from Bender.” 
* of 2 


Wagons Stressed in Sale 


Iyer emphasis was on Chevrolet 
and Corvair station wagons and 
pickup trucks with campers at the 
first annual “Trading Camp” staged 
by Intermountain Chevrolet, Poca- 
tello, Id. 

Free hamburgers, soft drinks and 
coffee were added traffic incentives, 
and a ’49 Chevrolet wagon and two 
transistor radios were given to 
winners in a drawing. 

“In spite of inclement weather, 
our traffic on the lot tripled,” said 
Dee Bogert, general manager. “Not 
every visit turned into a sale, but 
we were gratified with the results.” 

Re ee 


‘For Adults Only’ 


P ARK Chrysler-Imperial, Inc., 
Rochester, N. Y., offered advice 
on buying a new car in an institu- 
tional newspaper ad set up in the 
form of a letter to a prospect. 

The ad was captioned, “For 
Adults Only.” The letter said: 

“Dear Prospect: We appreciate 
your writing us and we are happy 
to give you as much advice as 
we can. Park Chrysler is not and 
never will be the ‘World Larg- 
gest’? or the ‘World’s Greatest 
Volume’ dealer. We do not sell 
‘Below Cost’ and actually there 
is no such thing as ‘Nothing 
Down’ 

“No intelligent person believes 
that a dealer is going to give away 
his merchandise, The purchaser 
and the dealer both recognize that 


car, 


any 





able financing of your choice, is un- 


car is price-tagged—and priced 
competitively, 

“Terms to suit you, Your selec- 
tion of a Valiant, Chrysler, Plym- 
outh or Imperial] from Park Chrys- 


ler means that you can be sure of 


MESA, Ariz. — Pat Chism is a 
Volkswagen dealer. The Pat is 
short for Patricia, not Patrick. 

Early in 1960, Mrs. Chism was a 
housewife, looking after her daugh- 
ters, Cathy and Caye (now two and 
three) while her husband ran 
Glenn Chism Motors. 

The family had moved here 
from San Francisco in October, 
1959, and formed the dealership 
two months later. 

In February 1960, Chism died 
while undergoing corrective surgery 
for a World War II injury. Abrupt- 
ly, Mrs. Chism found herself in 
charge of a complex business of 
which she was the principal owner. 

She began putting in 16-hour 
days at the dealership. She had ac- 
counting experience, so she started 
on the business side and gradually 
entered other phases of the opera- 
tion. 

The business grew. In three 
months, Glenn Chism Motors was 
selling more trucks than any other 
VW dealership in Arizona, Southern 
California or Southern Nevada. Be- 
fore the end of the year, the firm 
had sold its allotment of Volks- 


excelled in the community, Every 


Woman Heads Arizona: VW Outlet... 


The Dealer ‘8 Name Is Pat 
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this—competitive prices in a com- 
petitive business, without sacrific- 
ing good customer relations.” 

Ke * * 


Free Family Vacation 
RNEST ALLEN CHEVROLET, 
Fort Worth, has announced an 
expense-paid trip to California in 
the family car to the winner of a 
registration contest. 
Only licensed drivers are eligi- 
ble to enter and names are being 
registered at the new-car, used- 












wagen passenger cars and was 
scouting around for more. 

Today, Mrs. Chism plays a 
major role in running the dealer- 
ship. “And with plenty of help 
from the finest people I know,” 
she adds quickly. 

She has 18 employes. Among 
them are Jim Patterson, her first 
full-time general manager who 
joined the firm last January, and 
Breinert Bohlin, service manager 
who is an old friend and associate 
of the Chisms. He came to Mesa 
with them from San Francisco, 


Mrs, Chism reserves her week-/| 


ends for her children. “I know it’s 
not enough time for them” she 
said, “but that will improve before 
long. 

“They’re my complete life—they 
and the dealership. I have to in- 
clude both because I am wrapped 
up in the auto business as I never 
would have dreamed possible.” 

Her only vacation in the last 
year and a half was a busman’s- 
holiday trip to Germany last Sep- 

tember with a group of West 
Coast Volkswagen dealers and 
their families. 

“It was a welcome break,” she 
recalled, “but it was great to get 

back—I really mean it.” 


choice of the 


® 


Ue ak) 





— 


car or service departments. The 
contest terminates July 15. 


The winning family will receive |) 
free: First-class motel accommoda. 7 
tions; meals; gas and oil; trave] © 


insurance, and spending money. 


If the winning family is unable 7 
to make the trip before Dec. 31, a . 


cash award of $400 will be present- 
ed, There are no slogans to com- 
pose, essays to write or anything to 
buy. 
* * + 

Free Camping Outfits 
te MOVE both new and used 

Willys Jeeps, Dana Motors 
Sales and Service, Sacramento, 


Calif., advertised a one-week give- b 
away of a complete camping outfit ~ 


for two with each sale. 





The camping outfits included an ~ 


umbrella tent, two sleeping bags, 
12-piece cook set, two camp stools, 
a stove, air mattresses, lantern and 


small camping items, 
* ok * 


Tabloid Section 
Used to Promote 
New Dealership 


CHUMAN CARRIAGE CoO., LTD. 
(Cadillac-Buick-Opel), Honolulu, 
announced the opening of its new 
dealership with a newspaper sec- 
tion of eight tabloid-size pages. 

The section outlined the develop- 
ment of the dealership by the Schu- 
man family since it was founded by 
G. A. Schuman in 1893 in the wagon 
and carriage business. 

Pictures of the 200 persons who 
work in the dealership appeared in 
the section along with promotions 
for the cars handled. 

The new dealership was also pro- 
moted. It consists of three con- 
nected buildings which cover 88,000 
square feet and is of modern de- 


sign. 













onto highway, but play in steering causes momentary lag in steering response. When loose- 
ness is taken up, car lurches into path of oncoming car. (3) High speed shimmy. 






WHY SETTLE FOR A “CRUTCH” when a 
perfnanent ‘‘cure’”’ is available? Moog parts cost 
no more than many gadgets which offer only 
temporary solutions to alignment and 

" steering problems. And Moog’s full coverage 
means that most Moog parts, including those 
shown here, are available for nearly all cars. 
So there’s no reason to settle for a ‘‘crutch.”” 
Insist on the ‘ 


‘cure’... genuine Moog parts, 
alignment specialist! 


For almost 
every 
popular car 


MOOG INDUSTRIES, INC., ST. LOUIS 33, MO. 
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Sell all four...not just one... 
with this [3/0GY GIGS 


“Special Package Deal”! 


You can sell: ]. 


Owl change 2. Lube job 


3. Complete cooling system check 4.““PRESTONE” Anti-Freeze 
in one pre-winter service job! 


When you sell these four—all in one package — 
and when you sell them early, you’re giving your 
customers the winter protection and service they 
need and want! 


When you combine all four items in just one ser- 
vicing trip, you save your time, your customer’s 
time...and you’re offering not just anti-freeze ser- 
vice, but complete winterizing service for the 
whole car! You have the know-how and equip- 
ment to do the job properly and you stand to make 
more profits on related service and parts (thermo- 
stats, fan belts, hoses, etc.)! 


Here’s how you can put this “‘Special Package Deal’’ 
to work, making more profits for you: 


Be sure to obtain from your supplier the FREE 
“Prestone” Anti-Freeze Merchandising Kit, fea- 

m _ turing the “SPECIAL PACKAGE DEAL” poster 
(shown at right). 


Figure your price for several likely combination 
package deals you will be called upon to use 

M@ «and insert the lowest price (generally, the pop- 
ular car with the smallest oil and cooling system 
requirements) in the circle after “As low as” on 
the special poster. 


Tell customers that your “package” price covers 
the four basic items listed, but if your complete 

™@ cooling system check turns up any needed re- 
pairs or replacement parts, that, of course, will be 
extra. Be sure to point out the many operations 
involved in your cooling system and winterizing 
job so your customers will know about the ser- 
vice you’re giving them. 


Keep the figures for the higher-priced package 
deals handy for customers with cars having 
M@ greater requirements. 


Fo 


@ PACKAGE DEAL 
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e LUBE JOB 
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ACT NOW! SAVE MONEY! 
AS LOW AS S \ 








Remember, your supplier has a FREE Complete 
‘““Prestone” Anti-Freeze Merchandising Kit for you 
featuring the EARLY FROST “SPECIAL PACKAGE DEAL” poster! 
Backed by network TV commercials and full-color 
national magazine advertising. 


Always sell “Prestone” brand—world’s most tested, most trusted anti-freeze! 


“Prestone”, “Eveready” and “Union Carbide” ore registered trade-marks for products of 


UNION 
UNION CARBIDE CONSUMER PRODUCTS COMPANY .. Division of Union Carbide Corporation » 270 Park Avenue, New York 17, N.Y. 






TURNINGS ... 


By Joseph 


Tucker Engine Switch 
Recalled by Parsons 
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M. Callahan 


Engineering Editor 
Eprror’s Norse: This is the second of two articles about the engineer- 
ing of the ill-fated Tucker, as told by Ben Parsons, Tucker’s engineer- 


ing vice-president. 


a. second major phase of the engineering of the Tucker 
car began after Preston Tucker sold $28 million worth 


of stock and franchises and 
fense plant in Chicago. 

At this juncture in 1946, 
Ben Parsons, who had been an en- 
gineering consultant for two years, 
became the engineering vice-pres- 
ident. The engineering operation 
was moved from Parson’s offices in 
Detroit to the Chicago plant and 
Parsons began the vast amount of 
detailed engineering required to 
bring out a new car. 

His first major task was to 
organize an engineering staff that 
would eventually total 300, in- 
cluding 200 for the chassis and 
body, 40 for the engine, 20 for 
accessories, five for electrical, 
four for the valve gear and three 
for the cooling system. 

Because Tucker was getting a 
lot of publicity and because he was 
paying engineers better than most 
companies, Parsons said his offices 
were always packed with people 
looking for work. 

Some 25 GM engineers were hired 
shortly after General Motors gave 
up on its plans to bring out the 


small Cadet. The ex-GM engineers |} 


said the car, which eventually be- 


came the Australian Holden, was |! 
abandoned because it was costing || 


as much as a full-sized car, Engi- 
neers also came from Packard, In- 
ternational Harvester and other 


companies. 


* * 


Engine Friction 


staff was a Korean layout man, 


took over a huge, former de- 


now remembered only as “Jimmy,” 
who was an extremely hard work- 
er. Jimmy lived next to the huge 
Chicago plant in a house trailer 
that Tucker had acquired for him, 

After all the preliminary work 
had been done on the large, slow- 
running 589-cubic-inch engine that 
Tucker and Parsons favored, the 
conservative element in the organ- 
ization began to get cold feet “be- 

* ” * 





Tucker's Engineer— 


Ben Parsons, former engineering vice- 
president of Tucker Corp., calls attention| decided to use a frame, although 


7. most mysterious man on the] to a design feature on a model of the| there was strong sentiment for 


Tucker car. 





cause nobody had ever used such 





an engine before,” according to| 


Parsons. 

This group, one of whose lead- 
ers was Tucker’s son, Preston jr., 
decided to get a more convention- 
al engine by buying the Franklin 
Engine Co, This engine was com- 
pletgly different than the power 
plant originally envisioned. 

“They also bought the tooling for 
this engine,” Parsons recalled. 
“This 336-cubic-inch engine was 
changed from an air-cooled to a 
water-cooled engine. We had al- 
ways wanted to run the engine 
slow so that we could make the 
transmission simpler and more ef- 
ficient. The 336 ran twice as fast 
as the 589 and it needed a compli- 
cated transmission, Also, we had to 
go back to using a differential. . 

“This engine originally was an 
aircraft engine. It had an alumi- 
num cylinder block with steel lin- 
ers. Most of the prototype cars 
eventually produced had this en- 
gine.” 


* * 


58 Percent in Rear 


E ASSERTED that because the 

transaxle and other engine ac- 
cessories weighed more than the 
new engine, the weight distribution 
was poorer with the 336-cubic-inch 
engine. The rear-wheels weight 
rose to about 58 percent. 


About 150 of the 336s were built. 
The 589 had quite a number of or- 
iginal features and some 100 pat- 
ents were applied for. Throughout 
the engineering of the car, Parsons 
said he always tried to do every- 
thing as simply and as economical- 
ly as possible. He is a great believer 
in “engineering by subtraction” — 
meaning the elimination of as 
many parts as possible. 

Turning to the Tucker’s chas- 
sis, he said, “I was interested in 
unitized construction, but back 
in 1946-48 there was a lot of feel- 
ing against it. This was largely 
generated by the frame-making 
companies, I believe.” 


Eventually, the Tucker planners 


* 


using a “base,” which is a platform 


Contest Winner Lands Salesmen 


By Sally Pfeiffer 
Staff Correspondent 

ATLANTA. — Large advertise- 
ments in Atlanta newspapers told 
readers that Boomershine Pontiac 
had captured first place in the en- 
tire South in Pontiac’s March-April 
King Pin sales contest . 

How was the victory achieved? 

It was the result of well-planned, 

long-range thinking, not just a 

single factor, according to Wal- 

ter Boomershine jr., 31, vice-pres- 
ident and general manager of the 
dealership. 

“We like to think that our sales- 
men are a little better than others 
because their production per man 
is so high,” he said. “Also, we want 
to do business on as high a plane 
as possible with mutual goodwill 
for the long pull.” 

The Boomershine family has had 
a Pontiac dealership on Spring St. 
since 1930. They began with 60,000 
square feet of space and now have 
145,000 square feet. 

“Perhaps the reason we won the 
contest is that we were ready for 
any increase in business,” said 
Walt jr. 

“We were able to take advantage 
of the selling tempo. Sales woul 
pick up for two weeks, settle back 
a bit, then come in strong at the 
end of the month. In the last 10 
days of April, we sold 103 new cars, 
a record for Pontiac’s Atlanta 
zone.” 

He said the average tenure of his 
salesmen is five years. There are 
12 new-car men and four used-car 
salesmen. 

“We are very selective,” he 
continued. We seek good appear- 
ance, integrity, sincerity, honesty 
and non-drinking. We have a 
sales meeting at 8:30 each morn- 
ing, lasting 15 minutes to half an 
hour. A chart shows each man 
how he is doing.” 

Boomershine said his salesmen 
keep in touch with Pontiac own- 
ers, realizing that they are the best 
source of prospects. They contact 
these owners periodically, which 
leads to repeat business and new 
business through owner referrals. 

“There’s much less cold prospect- 






ing today,” Boomershine said. “Ac- 
tually, we have no particular sys- 
tem in selling. The main thing we 
stress is courtesy to every cus- 
tomer. 

“Our salesmen are expert at clos- 
ing deals. Occasionally, when trou- 
ble develops, they will turn a deal 
over to another salesman, yet they 
seldom approach us with a deal 
that is not good.” 

The Boomershines, father and 
son, realize that a dealership needs 
expert sales promotion to bring in 


Johnson Quits 
Toyota Post 


LOS ANGELES. — Shoji Hattori 
has been appointed general man- 
ager of Toyota Motor Distributors 
to succeed Harold N. Johnson, who 
has resigned to 
enter private 
business. 

Hattori has 
been a vice-pres- 
ident of Toyota 
Motor Distribu- 
tors for the past 
three years, He 
joined Toyota 
Motor Sales Co. 
of Japan in 1954, 
coming from Gen- 
H. N. Johnson eral Motors 
Japan, Ltd. After setting up Toyota 
distribution in Latin America he 
came to Los Angeles in 1958 as 
operational vice-president. 

Johnson served as service man- 
ager for Edsel before joining To- 
yota. 





Scratch Black? 


WASHINGTON.—Automobile and 
truck tires with low rolling resist- 
ance and smaller power loss can 
be manufactured by using a vinylic 
filler in place of the conventional 
carbon black filler, according to an 
Army research report released 
through the Office of Technical 
Services, Business and Defense 
Services Administration, U. S. De- 
partment of Commerce, Washing- 
ton 25, D.C. 

























certain prospects and that adver- 
tising is a vital part of the selling 
process. 

“Once a month, we sit down with 
our advertising agency and throw 
out ideas,” said Walt jr. “Then we 
settle on the type of ad to use that 
month. 

“We believe TV is less useful 
in the spring and summer, when 
people live outdoors more, We 
also buy radio spots at commut- 
ing hours—7 to 9 a.m. and 4 to 
6:30 p.m.” 

Boomershine said he watches his 
inventory closely, but he noted that 
it is imperative to keep an ade- 
quate stock because of the many 
models available. He said the deal- 
ership holds to a strict 30-day turn- 
over on used cars. 

He said he’s very happy with the 
Tempest. The Catalina four-door 
sedan is the dealership’s bread-and- 
butter car, he said, and station 
wagon sales are increasing every 
year. 

On the service side, Boomershine 
said the dealership has a new-car 
prep department that doeg only 
predelivery work and that he likes 
to hire mechanics specifically for 
this purpose and send them to fac- 
tory schools. The prep department 
now has four mechanics and a 
foreman. 

“We are also vitally interested in 
the best after-delivery service on 
every car we sell,” he said. “We 
send out a mailing piece every 
month to all owners of late-model 
Pontiacs in the area.” 

Boomershine believes sales 
prospects for the rest of 1961 are 
spotty—just as they have been 
in the earlier months of the year. 

For winning the Pontiac sales 

contest in his region, Walt jr. and 
his wife will receive a 10-day vaca- 
tion trip to Paris and the Riviera. 
Sales Manager Marshall Manor 
won $1,350 in savings bonds for his 
part in the campaign. 

Another member of the Boomer- 
shine team who has been. honored 
by Pontiac is Harry King, who was 
named the Atlanta zone’s outstand- 
ing parts and accessories manager 


for 1960. 





Early Engine— 

The flat, six-cylinder engine that was 
originally designed for the Tucker. In the 
center is the combination starter-generator. 
This 589-cubic-inch engine was superseded 
by a more conventional 336-cubic-inch 


power plant. 
..'@ 


made of an aluminum honeycomb 
sandwich 2% inches thick. 

“This base was rigid and light,” 
he said, “yet strong enough to per- 
mit bolting the engine and the front 
and rear suspensions to it. The 
honeycomb construction kept road 
noises out of the car. 

“Many of our executives were op- 
posed to it because they hadn’t 
heard of it before and they thought 
it was too light, but this same type 
of construction was used for air- 
craft wings.” 

* * * 


Features Now in Use 


ARSONS said that one of the 
many advanced features design- 
ed into the Tucker was a one-piece 
curved windshield, but the glass 
companies told him it couldn’t be 
made, although all current cars 
have such windshields. 
He strongly feels that one of the 


*60 Sales Dip Laid to New Tax... 


Auto News from Sweden 





By Gunnar Ruud 
Staff Correspondent 


STOCKHOLM.—(UTPS)—A u t 0 
sales in Sweden last year totalled 
159,829 units, 5.4 percent under the 
previous year’s 169,014, 

The decline was blamed on the 
introduction of a retail sales tax 
on Jan, 1, 1960, as a result of 
which deliveries were off by 
about 60 percent in the first two 
months of the year. 

After sales of roughly 5,300 in 
January and 7,000 in February, de- 
liveries spurted to 12,000 in March 
and reached a peak of about 19,000 
in May. 

For the rest of the year, sales 
averaged about 14,000 per month. 

Meanwhile, Benkt Rosenquist, 
managing director of the Swedish 
Automotive Trade Assn., said im- 
ports from the European Common 
Market may drop heavily if the di- 
vision of Europe into two separate 
trade blocs persists. 

Imports now account for about 
50 percent of the annual sales 
in Sweden, he said, and they may 
drop to 20 percent by the end of 
the ’60s. 

However, if there were a merger 
between the inner six and outer 
seven trade blocs, the percentage 


of imports could rise to 75 percent 


of overall annual sales, Rosenquist 
said. 

Cars built in America or by 
American-owned firms in Europe 
continue to gain in popularity in 
Europe. 

Last year Swedish motorists 
bought 727 Chevrolets, compared 
with 653 the previous year, and 
1,513 Fords, as against 803 in 1959. 

Volvo was the No. 1 seller, ac- 
counting for 40,132, up almost 10,000 
over the previous year’s 30,016. 
Volkswagen ranked second with 
29,780, compared with 30,170 in 1959. 

Motorists bought 27,341 General 
Motors products, including 21,032 
Opels, and 16,313 Ford Motor ve- 
hicles, including 7,960 German 
Fords and 6,840 British Fords. 


The trend to American-built or 


2 Dealers in State Posts 


RALEIGH, N. C.—Two North 
Carolina auto dealers have been ap- 
pointed to state agencies. Duncan 
McLauchlin Faircloth, of Clinton, 
has been named to the State Board 
of Conservation and Development 
and Graham Elliott, of Washington, 
is a new member of the State High- 
way Commission, 
































ironies of the entire Tucker story ig) 
that so many of the car’s advanced 
features have since been adopted g 
are now under consideration by or 
or the other of the auto companies. 
In addition to the engine fea. 
tures mentioned previously, the 
Tucker had independent rear sus. 
pension, a combination generator. 
starter, torsilastic or rubber 
springs, padded dashboard, hy. 
draulic disc brakes and doors 
that opened into the roof. 

Asked if he had planned long. 
branch ram manifolds for the 
Tucker's engine, Parsons blunth 
said: 

“I don’t believe in these 
pipes. They just prove that 
haven’t made the engine correctly 


the first time.” 
* * * 


‘Super-Promoter’ 


EN requested to give his im. 
pression of the man Tucker, he!” 
said, “Preston Tucker was a super. 
promoter, a very interesting person, 
He had a reputation for doing 
things I wouldn’t do. 

“He was a wonderful family man, 
His kids idolized him and he wag 
wonderful to his wife. On the whole, 
he was quite a nice fellow, but he 
had the misfortune of falling into 
the hands of characters who kept 
him in hot water. There was al. 
ways a lot of people hanging 
around him. 

“Sometimes, he wasn’t diplomatic 
when he needed to be. Other timeg 
he was over-diplomatic when it 
wasn’t necessary.” 


American-inspired cars was attrib. 
uted in part to the Swedish motor. | 
ists’ growing desire for comf 
which they apparently feel is best 
provided by American-styled ve 
hicles. 

Both Volvo and Saab continue to 
make gains, Saab especially since 
it acquired its own sales organiza- 
tion. Last year 9,829 Saabs were 
sold, compared with 9,493 in 1959, 





Seat-Cover Group 
Elects Werling at 


Annual Meeting 


CHICAGO.—C. M. Werling, ex- 
ecutive vice-president of Howard 
Zink Corp., Fremont, O., was elect- 
ed president of the Automobile Seat 
Cover Assn, of 
America at its 
annual meeting 
here. 

Incumbents re- 
elected were: 
George B. Birt, 
Chicopee Mills 
(Lumite - Divi- 
sion), New York, 
vic e- president, 
and D. B. Pitman, 
E. W. Twitchell 1 
Co., Philadelphia, C. M. Werling 
and F. Gresham Wall, Columbus 
Fibre Mills Co., Richmond, Va., di- 
rectors. 

New officers and directors are: 
Saul Trachtenberg, Banner Mfg. 
Co., Brooklyn, first vice-president; 
William Lang, Lang Mfg. Co., Los 
Angeles, vice-president, and Ernest 
Flewwelling, Imperial Chemical & J 
Plastics Co., Cranston, R. I., and 
M. M. Gordon, Ero Mfg. Co., Chi- 
cago, directors. 

Nat Danas, National Assn. of | 
Auto Trim Shops, New York, was 
reelected honorary director. Execu- 
tive Director Vernon G. Volland 
was reelected secretary-treasurer. 


Outgoing president J, Posnansky 





joins other past presidents on the qT 
board of directors. af 
A new funding basis was ap- Pu 
proved which will provide for the an 
fundamental trade association lig 
functions, including public relations TI 
activities performed by the execu- 
tive director, tra 
“An active campaign will be con- Ww 
ducted to recruit new members Th 
from the seat cover manufacturers It: 
and suppliers,” Werling said. “The Th 
new basis makes membership more tire 
attractive to those companies who Ah 


have been reluctant to join.” 





1%" aluminum armor plate stops 20mm shells 


This is Alcoa® Aluminum armor plate under fire at Aberdeen Proving Grounds. It’s slightly thicker than 
a pack of cigarettes, yet it stops 20mm shells. 

Put aluminum ina military vehicle and two things happen. You get protection equal to conventional armor 
and impressive savings in weight. That’s because aluminum allows greater freedom of design, more ways to 


lighten the load. 

The troop-carrying aluminum-armored M113, for example, is far lighter than its predecessor. It can now 
travel faster and farther on its fuel and can be airlifted anywhere. 

While more and more aluminum is going into defense applications, more and more is going into family cars. 
Three hundred per cent more in the last 10 years. 

It started with pistons, where aluminum proved it could take a terrific pounding. 


Then aluminum lopped off pounds in the transmission. Kept the brightwork showroom-bright. ‘Threw off 


tire-killing heat in wheels and brakes. Put more power per pound under the hood. 
Aluminum iscapable of almost anything. If need be, it can even add the strength of armor to any part of a car. 


ALCOA ALUMINUM 


ALUMINUM COMPANY OF AMERICA 


WORLD’S LEADING PRODUCER OF ALUMINUM 


For complete sports coverage listen to ‘SPORTS SHOW”’ with Bob Reynolds, 
6:15 to 6:30 p.m. every weekday on WJR, Detroit. 
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4 Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 





Offer Weight-Ride Help 





ORD DIVISION has brought 

out a booklet for its dealers to 
hand out to truck owners that 
should be welcomed by every truck 
operator. The only reference to 
Ford is four pages in the back of 
the book devoted to Ford truck spe- 
cifications and a “fold out” with 
pictures of the various models. 


Titled Guide to Cutting Truck 
Costs, it contains 90 pages of 
pertinent information on 48 sub- 
jects, including how to get better 
gas mileage, how to pick the 
proper tire tread, alignment and 
balance vs. tire wear, the value 
of pre-trip inspections, what the 
hydraulic brake pedal can tell 
you and many other safety and 
basic operating economy sugges- 
tions. 

There’s a spot on the back cover 
for the imprint of the dealer who 
gives out the book. 

The Interstate Commerce Com- 
mission is reminding the truck and 
bus industry that July 1 was the 
deadline for compliance with the 
new lighting regulations which re- 
quire all trucks and buses operating 
in interstate commerce to have a 
switch for simultaneous flashing of 
both front and rear turn signals. 
The requirement is designed to fill 
the time gap between the emer- 
gency stop and the placing of flares 
or fuses. 

* * * 

EALERS can be of service to 

customers who occasionally 
drive their trucks across state lines 
by notifying them of this regula- 
tion. Should a trucker be caught in 
another state on one of the ICC’s 
road checks, he no doubt would 
not be allowed to continue his trip 
until he had equipped his truck to 
comply with the regulation. 

The National Driver Register 
now is in operation. This is a 
permanent file on motor-vehicle 
operators whose driving priv- 
ileges have been withdrawn for 
driving while intoxicated or for 
conviction of a violation involv- 
ing a traffic fatality. 

Secretary of Commerce Luther 


7. problem of improving truck 
ride has been getting increased 
attention from automotive engi- 
neers for several years. Along with 
a softer ride, of course, has been 
the desire to reduce weight and do 
the entire job with no increase in 
cost. 

Several truck makers have 
been able to produce an improv- 
ed ride by the use of torsion-bar 
and coil-spring suspension, par- 
ticularly on light jobs. 

GMC Truck & Coach Division has 
offered “air-ride” with many claim- 
ed advantages in both the heavier 
trucks and in coaches with con- 
siderable success, 

Four new approaches to solving 
the problem, not only in regard to 
ride but also in saving weight and 
a possible saving in maintenance 
costs, have been brought to the at- 
tention of the industry this year by 
suppliers to the truck makers. 

These innovations have under- 
gone considerable testing. If they 
continue to show the advantages 
claimed by their manufacturers, 
they could result in radically new 
truck designs. 

& * a 
— developments are new sus- 
pension systems from Rockwell- 
Eaton Mfg. Co., 


Standard Corp., 
a * *” 


On-the-Ground Approach— 


and Mack Trucks, Inc., and Fire- 
tone’s Duplex tire. 

Rockwell - Standard’s suspension, 
called Taper-Leaf, is a new version 
of the single-leaf spring. It is said 
to have more uniform performance 
and longer life. : 

The company says it is lighter 
than conventional springs on ve- 
hicles of the same gross-vehicle- 
weight rating and can be pro- 

* * 





Cutting Weight— 

A minimum weight suspension with the 
rideability possible only with long leaf 
springs are two of the features claimed 
for the Taper-Leaf suspension system de- 
veloped by the Transmission and Axle 
Division, Rockwell-Standard Corp. Use of 
aluminum frame brackets and torque rods 
(heavier shaded areas) make this unit 170 
pounds lighter than conventional multileaf 
springs. 





















Improved ride and better traction are among features claimed by Firestone for its 
new Duplex tire, which takes the place of two conventional tires on dual setups. This 
comparison photo also shows how the single-tire application permits more exposure 
of the brake drums, which results in cooler running brakes. The saving in weight 
amounts to 352 to 608 pounds on a single-axle tractor and trailer, depending on the 


Hodges said the Federal Govern- 
ment is not entering either the 
driver-licensing or the traffic-law- 
enforcement fields, noting that the 
program is a voluntary, cooperative 


(Continued on Page 32, Col. 1) 


size of dual tires replaced. 


duced at a lower cost than the 
multiple-leaf springs it is design- 
ed to replace, 

Firestone’s Duplex truck tire is 
designed to replace duals. It is said 
to reduce weight substantially, thus 
permitting heavier payloads and 
more revenue per trip. Firestone 
also claims an easier ride and im- 
proved handling for the Duplex. 

Eaton says its new suspension 
requires no lubrication and has 
spring ends encased in rubber. This 
is the company’s first entry in the 
tandem suspension field. 

Mack’s new suspension employs 
both air and conventional leaf 
springs and will be available as 
optional equipment on its Model H 
cab-over engine tractors. 

It uses the leaf springs to carry 
the empty chassis, while the air 
Springs (mounted vertically be- 
tween the side rails and the leaf 
springs) carry the front-axle pay- 
load. 

* * *” 


Bounce and Pitch 


us importance of obtaining an 
easier ride for heavy-duty 
trucks was brought out by Earl S. 
Clifton, development engineer, In- 
ternational Harvester Co. in a So- 
ciety of Automotive Engineers 
paper delivered before the National 
Conference on Driving Simulation 
at Santa Monica, Calif., earlier this 
year. 

In his paper Clifton said, “The 
vibratory motions more commonly 
associated with ride are vertical 
movements called bounce and fore 
and aft movements induced by ve- 
hicle pitch. Bounce and pitch vibra- 
tions occur in both transient and 
sustaining forms. 

“The transient forms are bump- 
induced and are therefore associ- 
ated with random roughness of 
roads. This phase of ride, in addi- 
tion to its effect on the driver, is 
very closely associated with vehicle 
failure and cargo destruction and 
is generally studied in conjunction 
with them, 

“Sustained bounce and pitch 
vibrations, on the other hand, 
are seldom destructive; work in 
this area therefore is concerned 
mainly with driver comfort. 
These vibrations are sometimes 
excited by evenly spaced bumps 
in the road such as expansion 
joints between slabs. 

“More commonly, however, they 
are excited by unbalance or eccen- 
tricity of one or more wheels of 
the vehicle. This being the case, the 
smoother the road the worse the 

(Continued on Page 28, Col, 2) 





It Started with Drivers and Roadeo.. . 





How ATA Changed the Image of An Industry 


ir YOU were the president of an 
association whose members and 
business suffered from a poor pub- 
lic image, what would you do? 

If you were a man of integrity 
ang high purpose you doubtless 
would apply yourself to the job of 
changing that image. 

With the American Trucking 
Assns.’ Roadeo being held in De- 
troit’s famous Cobo Hall Aug. 
13-16, it seems an appropriate 
time to tell truck dealers and 
salesmen how this was accom- 
plished, and to give credit to 
those in the industry who have 
played such an important part in 
perpetuating the good image that 





has been created by a relatively 
small group of dedicated men. 
The truck Roadeo incidentally 
played no smal] part in developing 
the new image that was needed, if 
the truck operators were not to be 
hurt by adverse legislation and 
continue in bad favor with the 
average motorist. 
* € e 
BUILD a foundation for 
changing the image, the ATA 
had to start with the truck drivers 


TRUCK NEW PRODUCTS, 


PAGE 52 





themselves, Until the majority of 
the drivers, particularly those: on 
for-hire trucks, could be induced 
to become expert, courteous and 
safe drivers and be given an in- 
centive to become accident free 
drivers, nothing else could be done. 

Driver training classes were 
instituted in the majority of 
over-road trucking operations. To 
stimulate the desire to become 
expert, the truck Roadeo was 
conceived, 

Plans were for the best drivers 
from each fleet to compete with 
those in an area or state and the 
winners of these contests would go 
to a national meet where the best 
driver of the nation in each of four 


categories would be selected on the 
merits of his driving ability. 

The course was rugged, the rules 
rigid and the drivers had to be ex- 
pert even to qualify for the con- 
test. At the national Roadeo to be 
held in Detroit, straight-truck, 
tractor-and-single-axle-trailer, and 
tractor-and-dual-axle-trailer cham- 
pions will be crowned, each receiv- 
ing a material award as well as 
the honor, Truck-and-full-trailer 
awards are confined to the West 
Coast operations. 

After groundwork such as this 
had been started, the question came 
up as to how the good things about 
the industry could be told the 

(Continued on Page 30, Col, 1) 




































































Torsion Bar— 


On the Chevrolet medium and heavy. 
duty chassis, the independent front-wheel 
suspension uses torsion-rod springing to 
develop softer ride and better control. 
The torsion rod nests into hexagonal sock- 
ets inside the upper control arm and in 
the rear anchor, which is mounted to the 
frame. 


Why Truck Users 


Turn to Leasing 


Advance Knowledge 
Of Costs Is Listed 


: NOWING costs in advance” is 
the primary motivation for 
preferring leasing to ownership 
among New England lessees, ac- 
cording to Frank Max jr., president 
of National Truck Leasing System. 
Max mentions that this budget- 
ary appeal is particularly surpris- 
ing as the “release of capital” ad- 
vantage of truck lease had always 
been assumed to be the primary 
motivation in any switchover from 
truck ownership to truck leasing. 
“But the ‘no capital’ reason, in 
fact, ranked third while ‘no up- 
keep worries’ was the second 
most important reason for these 
businessmen who had switched 
to full-service leasing from truck 
ownership,” he states. 

“Now that full-maintenance truck 
leasing facilities are being made 
available in most marketing cen- 
ters throughout the United States, 
truck users are finding it costs no 
more to lease their truck equip- 
ment with full-service, than if they 
owned and maintained it them- 
selves or procured the equipment 
under a mere finance-lease and 
then continued to worry about 
truck upkeep. 

++ 








* * 


“TFJOWEVER, business and indus- 
trial executives are being con- 
fused these days by a lot of exag- 
gerated and misleading claims 
issued to the press and in brochure 
form under the sponsorship of such 
impressive and objective sounding 
nomenclature as ‘foundations,’ ‘in- 
stitutes,’ ‘bureaus,’ and the like; 
yet are merely propaganda devices 
for publicity agents written ex- 
pressly for their specific clients. 
‘Furthermore, when it comes 
to quoting statistics this propa- 
ganda really gets out in left field, 
(Continued on Page 28, Col, 3) 





Western Truck Show 
Scheduled April 12-14 


LOS ANGELES. — Dates for 
the 1962 National Truck, Trailer 
& Equipment Show here have 
been set for April 12-14, said 
Robert L. Adrian, president of 
the sponsoring Automotive Coun- 
cil of Los Angeles, 

The exposition is again slated 
for the Great Western Exhibit 
Center. Exhibitors will include 
manufacturers of trucks, trailers, 
accessories, special parts and ac- 
cessories and producers of fuels 
and lubricants. 
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FIROMI 


TRANSMISSION STOP-LEAK 


FROM THE ORIGINATO RS OF e A single can stops seal leaks in all auto- 


matics within 5 days driving time. 


STOP-LEAK TREATMENT... | —_ 
e Exclusive stabilizing action revitalizes 


| 
THE ON LY t. CA N STO Pp. LEAK dry seals, firms softened seals and then | 
| 


i 





stops working when conditions are just 
right. Other products without Wynn’s 


TREATMENT FOR AUTOMATIC stabilizing action may keep on working 


and cause costly damage. 


TRANSMISSIONS WITH EXCLUSIVE "jeune teentemtanion talk tore sources 
other than dried, shrunken or overly- 


SEAL-STABILIZING ACTION! soft seals. 









| 

7 e Works with all types of seals and is com- 
patible with all automatic transmission 

fluids. 


e Proven by over a quarter-million satis- 
fied customers...the extra profit item 
you've been looking for! 


adie 
dtl) 
PROOFING 


{ 
For additional information contact 
your Wynn’s Friction Proofing distributor, 
or write Wynn Oil Company 

1151 West Fifth Street, Azusa, California 
International Affiliates: | 
Toronto, Canada « St. Nicholas-Waes, Belgium 

Caracas, Venezuela 
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Quarterly Drop Is 21 Pet... . 
Tax Experiment Cuts 


Australia’s Car Sales 


By H. Bowden Fletcher 
Special Correspondent 

YDNEY, Australia.—The effects 

of the increased sales tax on 
motor vehicles, which was imposed 
last November and lifted in Febru- 
ary, can be assessed in the light of 
first-quarter registration figures. 

Quarterly registrations were 
56,880, a decline of 15,628 from 
the first three months of 1960. On 


20 Pct. Sales Hike 
Eyed by Jaguar; 
Distributor Named 


CHICAGO. — A prediction that 
Jaguar automobile sales in the 
United States would jump about 20 
percent in the next 12 months was 
made by Jaguar officials here to 
announce a new Jaguar distributor- 
ship for the Midwestern area, 

Officially named as exclusive Jag- 
uar distributors for the area was 
Mid-States Jaguar, Ltd., a new cor- 
poration formed by Hal Opper and 
Don Ross, owners of Midwest Tri- 
umph Distributors, Inc., Chicago. 

R. Graham Reid, executive vice- 
president, Jaguar Cars, Inc., U. S., 
a subsidiary of Jaguar Cars, Ltd., 
Coventry, England, predicted that 
6,000 Jaguars would be sold in the 
U. S. in the next 12 months, This 
would be a 20 percent increase in 
sales over the same period a year 
ago. 

Reid came to Chicago with Jack 
R. Schoemer, secretary of Jaguar 
Cars, Inc., to sign franchise papers 
with Opper and Ross. 

“If we can get factory delivery,” 
Opper and Ross declared, “we ex- 
pect our dealers to sell about 1,200 
Jaguars in the next 12 months.” 
They named Courtesy Motor Sales, 
Inc., 3567 W. Grand Ave., as their 
exclusive dealer in Chicago. 





Turbine Contract 


To Canadian Firm 


WASHINGTON.—Canadian Com- 
mercial Corp. has been awarded a 
contract for a joint Army-Navy de- 
velopment of a 600-horsepower gas- 
turbine engine for marine and ve- 
hicular applications, according to 
Rear Admiral R. K. James, chief 
of the Navy’s Bureau of Ships. 

The objective of the program is 
to develop a gas turbine having a 
fuel consumption comparable to 
diesel engines and better than gas- 
oline engines, he said. With the 
lightweight, small volume, low 
maintenance, reliability, and ease 
of starting characteristics of the 
gas turbine, this engine will have 
wide usage in a broad range of 
military applications, he added. 

Awards of similar contracts to 
Ford Motor Co. and Solar Aircraft 
Co. were previously announced. 
Each contractor will bear a por- 
tion of the estimated development 
costs of the turbine engine, James 
said. 


VW Safety Caravan— 


a@ percentage basis, the decrease 
was 21.6 percent. 

Only two makes showed increases 
for the quarter. Ford jumped 645 
units to 6,928, and Holden climbed 
309 to 14,854. 

On the other side of the ledger, 
the follovring decreases were post- 
ed: Volkswagen, 2,734; Austin, 
2,046; Morris, 1,438; Hillman, 740; 
Simca, 680 and Vauxhall, 201. 

Ford boosted its station wagon 
sales by 797 units, and Hillman by 
230. Hillman sold 311 fewer wag- 
ons than in the corresponding quar- 
ter of 1960, 

There has been some recovery in 
buying interest since the sales tax 
was lifted in February, but credit 
restrictions have retarded the an- 
ticipated revival in sales. 


An encouraging sign is the fact 
that the Government has dropped 
its plan to refuse tax concessions 
for interest on borrowed money 
over a certain amount. This could 
mean the release of more cash 
for financing sales and motor ve- 
hicles. 


The sales tax and the credit re- 
strictions had a serious effect on 
the used-car market. A number of 
dealers in all states went out of 
business. 

Most finance companies restrict- 
ed their available funds to new 
vehicles, and most used-car dealers 
found it difficult to finance sales 
unless they were associated with 
new-car outlets and their direct 
sources of finance. 

* * * 


Unemployment Grows 


HE slowdown in motor-vehicle 
production has affected employ- 
ment in the steel industry. 
Companies producing sheet steel 
for cars and trucks have cut their 
work forces in recent weeks. 
* Oo a 


Holden’s New Shift 


HE ’61 Holden offers automatic 

transmission for $240 extra, 
which is about the same price as 
Ford charges for this option. 

The new Holden is called the EK, 
and it is much like the ’60 model. 
It has a new grille, restyled front 
bumper guards, a new hood lock, 
electric windshield wipers and an 
improved heater. 

The carrying capacity of the util- 
ity van and the panel van has been 
increased from 800 pounds to 1,000 
pounds. 





es) 


Renault Sponsors Golf Exhibition— 


Mike Souchak demonstrates to Renault officials and two fellow golf professionals 
the proper grip for woods as part of a special golf exhibition and demonstration 
cosponsored by Renault, Inc., at Chicago's Edgewater Golf Club. Left to right are Ken 
Venturi, golf pro; Souchak; William D. Nye, Renault advertising and sales promotion 
manager; Jay Hebert, golf pro, and Donald Dare, regional manager of Renault Great 
Lakes, Inc., Midwest distributor. Venturi and Hebert also took part in the exhibition. 


Cd * = 





Pat on the Back... 








Jaguar 
ID-STATES JAGUAR, LTD., 
through owners Don Ross and 
Hal Opper, has announced that 870 
N. Clark St., Chicago, will be the 
headquarters for the Midwest dis- 
tributorship of the Jaguar line. 
Mid-States also announced the 
appointment of three new dealer- 
ships. Th are Imperial Motors, 
Inc., 721 Cevenbey Rd., Wilmette, 
Ill.; Milrace Motors, Theinsville, 
Wis., and Kansas City Motors, Inc., 
4401 Troost St., Kansas City. 
* 2 * 


Auf Wiedersehen 


F, ROBINOW, United States 
*manager of advertising and 
public relations for Daimler-Benz 
of Germany since 1956, has re- 
signed. 

He will become sales manager in 
Germany for the Bowling Division 
of American Machine & Foundry 
Co. 


* * * 


Renault-Peugeot 


DWARD M. Christie has been 
appointed vice-president of the 
Renault-Peugeot distribution net- 
work headed by Victor Elmaleh. 
Christie has been with the Elmaleh 
organization since it was formed 
in December, 1958. 
Elmaleh is president of Magna 
Motors, Inc., and Dolphin Motors, 





In Great Lakes Auto Transit .. . 





Ships Losing Business 


CLEVELAND. — Auto-carrying 
ships on the Great Lakes, because 
of competition from other forms 
of transportation, are not calling 
this year at Cleveland and Duluth. 

A spokesman for T. J, McCar- 
thy Steamship Co., Detroit, said 





Fifteen college: students wave as they stop at the University of Maryland in College 
» Park, Md., on the first leg of the Volkswagentrain Tour. They will be visiting 28 cities in 
' Maryland, Virginia, West Virginia, North Carolina, Eastern Tennessee and Washington 
on a six-week caravan, promoting traffic safety. The tour, sponsored by Capitol Car 
Distributors, Ltd., Takoma Park, Md., is said to be the first of its kind sent on the 
road by a Volkswagen distributor. Alan M. Dix, Capitol Car managing director, said, 


“We hope that we can in some way help 


to lessen the effects of summer's greatest 


killer, highway accidents. We are proud to have this chance to carry a highway 
| safety message.” 


his firm could bring new cars 
from Detroit to Cleveland cheap- 
er than anyone else, but that 
rates out of Cleveland to distribu- 
tion points nullified the savings. 


“Trucking companies want that 
long haul and their tariff is way 
down, say between Detroit and 
Akron,” he explained. “But from 
Cleveland to Akron their tariff goes 
up. So it becomes cheaper to ship 
directly by truck rather than to 
trans-ship at Cleveland.” 

Nicholson Transit Co., River 
Rouge, Mich., which formerly op- 
erated auto carriers between De- 
troit and Duluth, is not operating 
a single vessel this year. 

Nicholson officials said rail- 
roads, with their new tri-level 
cars, have taken over the transit 
business into the Upper Lakes 
areas, 

McCarthy, meanwhile, has been 
hauling cars from Detroit to Buf- 
falo at a record rate on its own 
carriers, as well as on one leased 
from Nicholson. 


Adler Consolidates 


DETROIT.—Leo Adler hag con- 
solidated its Chrysler-Plymouth 
showrooms at 18500 Livernois here. 
The Adler facilities at 13800 W. 
Seven Mile Rd. were closed and 
sold at public auction June 28. 


Import-Car News Notes 





Inc., Renault distributorships in 
Long Island City, N. Y., and Exeter 
Motors, Inc., Chicago, newly estab- 
lished Peugeot distributorship for 
four Midwest states. 

* * cd 


Sunbeam 


ED? WILSON, sales manager of 
Coventry Motors, Ltd., a Rootes 
dealership near 
Miami, won the 
Florida Sports 
Car Club of 
America F Pro- 
duction Class Di- 
visional Cham- 
pionship with a 
Sunbeam Al- 
Pine at the Se- 
bring race cir- 
cuit. 

Wilson beat out 
16 other cars to 


Ed Wilson 
take the divisional honors. 


15 Jeep Dealers 
To Visit Bermuda 


: |In Contest Payoff 


TOLEDO. — Fifteen Jeep dealers 
and their wives left New York City 
on Aug. 3 for a six-day vacation 
in Bermuda with all expenses paid. 


The dealers are winners in a 
May-June sales contest conducted 
by Willys Motors, Inc., according 
to C. M. Ritchey, director of adver- 
tising and public relations 

Dealerships to be represented on 
the Bermuda trip are Rednor and 
Rainear, Inc., Trenton, N. J.; Oak- 
land Motor Sales, Oakland, N. J.; 
Thompson Buick Co., West Rox- 
bury, Mass.; Rocky Mountain ‘Jeep’ 
Inc., Denver; Superior ‘Jeep’ Co., 
San Antonio; Speed Auto Sales, 
Brooklyn; Overton Motors, Nor- 
walk, Conn.; Dorey Motor Sales, 
Belchertown, Mass.; Athey’s, Bee- 
ville, Tex.; Monmouth Motors, 
Eatontown, N. J.; Allen-Neill Mo- 
tors, Reseda, Calif.; Bob Leppo 
Sales, Charlotte, Mich.; William M. 
McAndrew, Cold Spring, N. Y.; 
Bledsoe Motor Co., Bartow, W. Va., 
and Bradford Motors, Inc., New- 
buryport, Mass. 

First-place winners in the vari- 
ous groups of the eight Willys sales 
regions are Millbrook Motors, Dux- 
bury, Mass.; Rowett’s Garage, 
Franklin, N. J.; Lincoln Park 
Garage, Warwick, R. I.; Mac Mo- 
tors, Willow Grove, Pa.; Wentz 
Farm & Home Supplies, Lock 
Haven, Pa.; Constantini Motor 
Sales, Cadiz, O.; Fellows Motor Co., 
Tampa, Fla.; Tom Mitchell Ram- 
bler, Atlanta, and Goodwill Motor 
Co., Brevard, N. C. 


Dover Willys, Inc., Dover, O.; 
Case Farm Machinery, Hunting- 
ton, W. Va.; Jack Wolf's, Inc., 
Ironton, O.; McHenry Garage, Mc- 
Henry, Ill.; Lou’s Service, Geneva, 
Ill.; J & S ‘Jeep’ Sales & Service, 
Iron Mountain, Mich.; Economy 
Motors, Amarillo, Tex.; Hollis Mo- 
tor Co, McGehee, Ark.; Willys 
Sales, Inc., Idaho Falls, Id.; Auto 
Trading Center, Santa Fe, N. M.; 
D & J Auto Service, Leadville, 
Colo.; Kurlano Motors, Los An- 
geles; Farm Tractor Co., Gresham, 
Ore., and Economy Motors, Bishop, 
Calif. 


Title-Law Suggestions 
Offered in Kentucky 


LOUISVILLE, — The legislative 
committee of the Kentucky Auto- 
mobile Dealers Assn. has offered 
several suggestions for a state 
motor-vehicle-title law and has 
asked KADA members for their 
comments. 


The committee discussed its 
suggestions with officials of the 
State Department of Revenue and 
— at a meeting in Frank- 
ort. 


The dealer group recommended ; 


that county court clerks issue titles 
for all new vehicles, for vehicles 
having titles from other states and 
for all vehicles which, subsequently, 
would have Kentucky titles, (Ken- 
tucky currently is a _ non-title 
state.) 

Titles to vehicles from non-title 
states should be issued by a central 
bureau, the dealers suggested. In 
such cases, the county clerk could 
give the applicant a 15-day tempo- 
rary title which could not be used 
to sell the car. 

The KADA committee made the 
following suggestions regarding the 
time at which vehicles should be 
titled: 


New vehicles and vehicles from | 


title states should be titled when 
first offered. for registration in 
Kentucky. 

Vehicles régistered in Kentucky 
at the effective date of the title law 
would have to be titled when trans- 
ferred from a dealer to his vendee. 

The registration of a vehicle 
acquired by a dealer would have 
to be transferred to the dealer. 
The dealer could hold the vehicle 
without titling it, but he would 
be responsible for seeing that the 
purchaser made the proper appli- 
cation for title. 

Owners of vehicles registered in 
Kentucky could voluntarily title 
their vehicles at any time. Other- 


wise, the owner would simply re- 
register the vehicle each year until 
a “catch-all” time arrived. 

At the “catch-all” time, any ve- 
hicle not previously titled would 
have to be titled before the county 
clerk could issue a registration for 
it, 





Motorola Wins Award— 


Frank C. Brewster, engineering director, 
Automotive Products Division, Motorola, 
Inc., Franklin Park, Ill, shows the 
“Hermes"’ award for outstanding adver- 
tising presented to him by the Chicago 
Federated Advertising Club. Brewster's au- 
tomotive products ads were judged most 
outstanding in the category “Improving 
the Corporate Image" to be published in 
industrial media. The full-page ads have 
been appearing in Automotive News as 
a series since July, 1960. 









Our Bird Dog Plan 
Will Increase Your Car Sales 
At a Cost of Only 


$29.75 
Also Other Promotion Plans 

LICENSE PLATE HOLDERS 

PENNANTS 
Used Car tags with chains 
Used Car Guarantee Forms 
Collection Letter Systems 
Scotchlite Car Signs 


Many other needed forms for the 
Auto Dealers 


Write for Free Sample Kit 
SANZO SPECIALTIES 


Box 68-A Endicott, New York 


“OUT OF ROUND” 
TIRE TROUBLE? 
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SELL FAMOUS FRAM 
“WEAR-GUARD” FILTERS 








96 GIFT CERTIFICATES 
(Free with 96 Doz. Cartridges) 





BOLEX 8mm. MOVIE CAMERA— 
Famous camera complete with pistol- 
grip handle is just one of the many 
nationally advertised gifts you can 
get ABSOLUTELY FREE in FRAM’S 
MILLION $$$ GIVEAWAY. Gifts are 
your reward for selling Fram ‘‘Wear- 
Guard” Filters—today’s fastest mov- 
ing filters—proved to trap up to 40% 
more dirt than any other filter tested. 


STOCK UP ON FRAM FILTERS 
GET FABULOUS FREE GIFTS! 


With every 24 Fram Filters you buy, 
your supplier gives you 2 Free Fram 
Gift Certificates. Redeem them im- 
mediately or save them for gifts of 
higher value. 


CLIP COUPON AND MAIL TODAY! 


FRAM CORPORATION 
DEPT. MG 
Providence 16, R. I. 


1 want to get my share of Fram’s 
Million $$$ Giveaway. Please send 
me catalog of free gifts. 


WAME 
ADDRESS 
STATE 


ciTY ZONE 


MY SUPPLIER’S NAME IS 


e@eeeeeeveeeeeeee ee eeee2e080 
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Could Cut Upkeep Costs .. . 


New Tires, 


the resonance. 


sitting on a soap box.” 
a * ok 


due to vibrations and bounce cre- 


springs and the tire “bounce” 
caused by minor road roughness. 
Engineers have sought to elimi- 
nate these by reduction of un- 
sprung weight by means of in- 
dependent front suspension and 
aluminum wheels, by reduction of 
spring rates by using air sus- 
pension or variable rate springs 
and by trying to isolate the cab 
from chassis, but this is compli- 
cated by the fact that it is also 
necessary to isolate all controls. 
Thus it is possible that the 
Taper-Leaf Spring, which elimi- 
nates the “scuff” between spring 
leaves and is said to produce a bet- 
ter ride, and tires such as the 
Duplex, which call for less air pres- 


Truck Leasers 
Plan to Meet 
Oct. 1-5 in Chicago 


CHICAGO.—How to do an in- 
creasingly economical job of re- 
lieving truck users from worrying 
about truck procurement and main- 
tenance will receive major atten- 
tion at the 17th annual meeting of 
the National Truck Leasing Sys- 
tem here Oct, 1-5 at the Edgewater 
Beach Hotel. 

This nationwide network of in- 
dependently owned, locally control- 
led truck lessors presently provide 
more than 15,000 trucks to various 
retailers, wholesalers, manufactur- 
ers, distributors and service trades 
in the United States and Canada, 
under long-term lease contracts 
with “everything supplied but the 
driver. 

“The accelerated demand for our 
type of facilities during the past 
few years has resulted in the estab- 
lishment of a number of new con- 
cerns prepared to provide full-serv- 
ice truck leasing, usually these 
being an outgrowth of another au- 
tomotive enterprise such as local 
cartage, warehousing, dealerships, 
and the like,” reports Frank Max 
jr., president of National Truck 
Leasing System and executive head 
of Truck Rental Co., Baltimore. 

“Many of these newly establish- 
ed lessor-concerns have now be- 
come affiliated with National Truck 
Leasing System. They will be rep- 
resented at our annual meeting, ex- 
changing their automotive know- 
how for management hints avail- 
able to them from ‘old-time’ truck 
lessors who are the nucleous of the 
National Truck Leasing System.” 

Lessor-companie-s which have 
affiliated with Nationa] Truck 
Leasing System since its 1960 an- 
nual meeting include: Berg Leasing 
Corp., New Brunswick, N. J.; C & J 
Leasing, Ltd., St. John, N. B.; Car 
& Truck Leasing Co., New Haven, 
Conn.; Curry Auto Rental, Inc., 
Miami; Gallagher Truck Leasing 
Corp., Newburgh, N. Y.; General 
Equipment Rentals, Inc., Selings- 
grove, Pa.; General Leasing Corp., 
Winona, Minn.; Gersonde Leasing, 
Inc., Benton Harbor, Mich.; Nation- 
al Car & Truck Rentals, Inc., Min- 
neapolis; Penobscot Truckleasing, 
Ine., Bangor, Me.; Pinter Ware- 
house, Inc., Deer Park, N. Y.; 
Plains White Truck Co., Inc., Lub- 
bock, Tex.; Resier Truck Leasing 
Co., El Paso; Spring Motors Dis- 
tributors, Inc., Elizabeth, N. J.; 
Transport Rentals Co., Detroit, and 
Truck Rentals, Ltd., Honolulu. 


vibration, because there is no out- 
of-phase disturbance to break up 






























“It is not uncommon to find that 
the natural frequency of the ve- 
hicle on its tires is close to the 
natural frequency of the cab on its 
mounts, and that both of these are 
close to the natura] frequency of 
the driver on the seat cushion, so 
that double amplification occurs 
and the driver would be better off 


A™ truck engineers are vitally 
concerned with driver fatigue 
and loss of driver kinetic energy 


ated, it is claimed, in heavy-duty 
trucks by current multiple leaf 











Springs 


Offer Weight-Ride Aid 


(Continued from Page 24) 


sure and are claimed to have more 
sidewall “flex,” may go a long way 
toward solving both the driver 
fatigue and maintenance cost in- 
duced by vibrations problems, 

* * * 


Weight Savers 
y= saving on tires such as 
the Duplex is assured. Fire- 
stone claims that the 18-19.5 Duplex 
is designed to replace 10.00-20 
duals. The complete Duplex as- 
sembly weighs 300 pounds, com- 
pared with 452 pounds for the dual 
10.00-20, 

On a tractor with a tandem axle 
drive, towing a semi-trailer with 
tandem axle, the weight difference 
can amount to as much as 1,216 
pounds. 

Loggers who have used the 
Duplex tire report cooler braking 
because of the exposed drums, 
constant contact with the road 
surface and a larger footprint 
area. Fleet owners also have 
noted the improved driver com- 
fort provided by the tire. 

Rockwell’s Taper-Leaf Suspen- 
sion is a tandem system featuring 
two léaves of equal length in each 
spring. The company claims it is a 
minimum-weight unit that has the 
rideability possible only with long 
leaf springs. 
In its leaves, the thickness at the 
center is increased to the point 
where the section modulus, or 
bending strength, is equal to that 
of a multileaf spring. Each leaf 
then tapers gradually toward the 
ends, keeping the same strength as 
a multileaf spring, according to 
Rockwell engineers. 
* o* * 

OCKWELL said the new sus- 

pension achieves the same load- 

carrying capacity with two leaves 
that standard suspensions carry 
with multiple leaves. A consider- 
able saving in weight also is claim- 
ed. 
In the Eaton system, which is 
said to require no lubrication and 
has its spring ends encased in rub- 
ber, the rubber sections are used in 
conjunction with the suspension’s 
moving parts. 

The suspension provides an 
easier and smoother ride for the 
cargo and the driver, according 
to Robert C, Ochs, general man- 
ager of Eaton’s Axle Division. 
Other features claimed are sim- 
plicity of design, which leads to 
ease of maintenance, interchange- 

ability of parts and light weight. 

The suspension has 50-inch 
springs. The total weight of the 
system for a 34,000-pound axle is 
761 pounds, including torque arms 
and brackets. 

* * 

ACK said its new air-over-leaf- 
spring combination makes it 
possible to stabilize the frequency 
at 90 to 100 cycles per minute, thus 
improving riding qualities, reduc- 
ing driver fatigue and minimizing 

road shocks. 

The company said that the 
longer, softer leaf spring is in- 
stalled on the front axle, whose 
frequency under any load condi- 
tion approximates 100 cycles per 
minute. 

The leaf springs carry the “chas- 
sis-only” load. Mack explained that 
as the load on the suspension sys- 
tem is increased, air pressure pro- 
portional to the additional load is 
admitted to the air spring. 





For Softer Ride— 


GMC says rear suspension system of coil 
springs on pickups, panels and suburbans 
and Vari-Rate springs on medium-duty 
trucks helps provide greater driver com- 
fort. Coil springs, combined with torsion- 
bar springing in front, gives ride compar- 
able to that of passenger cars, GMC says. 
With Vari-Rate setup, a minimum number 
of leaves comes into action with little or 
no load. Extra leaves come into play as 
needed. 










































Axle Gone— 


GMC did away with heavy front axle 
on its Model DLR-8000, using independent 
front wheel suspension. This provides im- 
proved ride and better driver control and 
saves on weight, GMC says. Stabilized air 
ride, with a new convolute type of air 
cylinder, is standard equipment. 


Eaton's New Suspension— 


A liberal sprinkling of rubber parts, in- 
cluding a spring eye bushing, two side 
cushions and two pads provide an unusual 
combination at the ends of a new tandem- 
axle suspension announced by the Axle 
Division of Eaton Mfg. Co. The rubber 
furnishes the freedom between the axle 
and spring and provides an easier ride 
for the cargo and driver. The rubber parts 
used in one of the four spring ends are 
shown in the foreground. The shaded sec- 
tion in the center projecting from the axle 
represents the right rear of the suspension. 
Albert Taylor, a project engineer engaged 
in the development, is shown. 


Chrysler Honors Thombs 


WARREN, O.— Thombs Motors, 
Inc., has received a Chrysler Corp. 
quality-dealer award. The dealer- 
ship is headed by W. Howard 
Thombs and has handled Chrysler 
Corp. products for 25 years. 


Mack Streamlines 
Plant Operations 


Allentown Expansion 


Gets Under Way 


By Wesley Stilwell 
Staff Correspondent 

ALLENTOWN, Pa.—A program 
of expansion and plant rearrange. 
ment has been started here by * 
Mack Trucks, Inc. 

Joseph I. Andreini, manager of } 
operations, said the project at the ¥ 
Allentown plant is a major part of 
Mack’s overall long-range program, [- 

The announcement by Andreini | 
quashed persistent rumors cir- 
culating throughout the Lehigh 
Valley that Mack was ready to 
pull out of Allentown for a new 
location. 

The company already has desert- 
ed one Northeastern city, leaving 
Plainfield, N. J., for Hagerstown, 

Md., where a new plant is under 
construction. It is expected to be 
ready in the fall. 

The specific key projects sched- 
uled for the Allentown expansion 
program are: 

1. Moving the truck-assembly 
line from Plant 4 to Plant 5C and 
creating three assembly lines for 
light, heavy and off-highway trucks, 

2. Moving the present final fire- 
engine assembly from Plant 5C to 
Plant 4, putting it in the same gen- 
eral area as the present truck-as- 
sembly line, with improved acces- 
sibility. 

3. Moving sheet-metal opera- 
tions from Plant 5C to Plant 4 
and consolidating all these oper- 
ations in one area. 

4, Centralizing all tire-and-rim- 
mounting operations in Plant 5C. 

5. Acquiring additional modern 
materials-handling, production and 
testing equipment. 

6. Providing facilities for ma- 
chine operations in Plant 3 and for 
sheet metal in Plant 4 to handle 
short-run orders and parts that are 
fabricated infrequently. 

Andreini said the truck produc- 
tion includes on-highway vehicles 
ranging in weight from 21,000 to 
76,000 pounds, and off-highway ve- 
hicles weighing from 30,000 to 160,- 
000 pounds. 

Andreini said a key part of the 
plant rearrangement will take place 
during the first two weeks of July, 
while the plant is closed for the 
annual two-week vacation, The en- 
tire project is scheduled to be com- 
pleted early next year, he added. 
While the company would give 
no overall cost figure, it is under- 
stood that the first step in the pro- 
gram will cost more than $1 mil- 
lion. 

The most far-reaching change | 
scheduled calls for putting all Mack 
truck assembly operations in one 
plant—Plant 5C—an 11-acre facility 
under one roof and the largest in 
the Allentown area. 


ATA Safety Men 
Meet This Month 


WASHINGTON, — The role of 
personnel motivation in truck fleet 
safety programs will be emphasized 
during the annual meeting of the 
Council of Safety Supervisors of 
the American Trucking Assns. in 
Detroit this month. : 

Trucking industry safety experts _ 
will hear a group of leading au- 
thorities on safety, education, labor 
and operations during the three- 
day meeting, Aug. 15-17, at the 
Hotel Fort Shelby. 

The meeting will be held in con- 
junction with the annual ATA Na- 
tional Truck Roadeo. 





Why Truckers Turn to Leasing 


(Continued from Page 24) 


for one one can accurately quote 
figures applicable to the truck 
and car leasing industry, because 
no central collection of such data 
has yet been undertaken except 
by the Government. And its fig- 
ures are still pretty sparse. 

For instance, a report just re- 
leased shows the 1958 . business 
census found only a total of 65,000 
trucks leased or rented in all cate- 
gories of service, with receipts for 


these truck rental and lease units 
totalling under $254 million annu- 
ally. These figures cover 1,279 
establishments, which indicate to 


How to Draw Cars 


NEW YORK.—Problems of auto 
design are discussed in You Can 
Draw Cars, a 126-page book pub- 
lished at $2.75 by Arco Publishing 
Co., 480 Lexington Ave., New York 
47,0. 


us that about half of the truck 
rental and leasing industry in all 
categories was reached by the cen- 
sus. 

“Likewise, passenger car rental 
and long-term lease receipts to- 
gether totalled approximately $700 
million and numbered fewer than 
4,000 establishments. 

“But projecting these figures to 


what is then claimed to reflect in- 


dustry-by-industry statistics is | 
sheer madness.” 

















NOBODY HAS MORE TO SELL 
THAN GMC TRUCK DEALERS! 
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MORE POWER ADVANCEMENTS! The only 
extended-life V-6s and superior-power Twin-Six 
gas engines . . . fuel-saving, high-performance 
V-6 and V-8 two-cycle diesels, too. 


MORE VALUE! GMC Pickup base price includes 
such extra-value features as independent front 
suspension, double-wall cab, foam rubber seat, 
hardwood body floor and 4-coat protective finish. 
Choice of 34 Pickup combinations. 








MORE TILT-CABS ! 39 models... 72” cab... 


48” cab... steel and aluminum .. . set-back 
and set-forward front axles. 







MORE NEWNESS! 
Smoother-riding, easier- MORE PAYLOAD! Up to 2000 pounds extra per 


driving independent front suspension. Stronger truck, per trip. Proved by actual scale weight 
frames. Bigger brakes. More of everything. comparisons. 


GMC Dealers. A limited number of profitable GMC 
franchises are available to qualified businessmen. For |=5ymeere 


complete information, write General Sales Manager, ae 
GMC Truck & Coach Division, Pontiac, Michigan. 


Results? More sales and more profit potential for | 3 > 





THE BIG PAYOFF IS HERE WITH GMC—THE TRUCK TRIUMPH OF THE 60's 
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ATA Started with Drivers and Roadeo.. . 





How Industry Image Was Change 


(Continued from Page 24) 


greatest number of people. Mutual 
benefits potential in the industry’s 
continuing progress was attracting 
a few suppliers to the support of 
the public relations program that 
had been started by the ATA. 
* * + 
pws several years a direct con- 
tribution by a supplier to the 
ATA General Activities (Public 
Relations) Fund was the only 
means available for any direct sup- 
port. 
Several major suppliers did ex- 

tend support of industry public 
relations directly through the 
General Activities Fund. Many 
more would have liked to support 
the movement to improve the in- 
dustry image, but had an under- 
standable reluctance to sacrifice 
their company identity or to be- 
come involved in the full range of 
activities carried on by ATA, 

Early in 1953 the head of one of 
these supplying firms was visiting 
with Walter Carey, then head of 


C & J Commercial Driveaway and 
president of ATA, and made the 
statement that his firm would be 
glad to give $100,000 to the cause if 
his agency could write the advertis- 
ing copy and word the advertise- 
ments as they thought they should 
be worded. 

A method of selective support to 
the idea—wherein suppliers retain- 
ed full identity with the program 
of their choice—was the obvious 
answer to such a situation. So 


IH Provides Exhibit 


At Chicago Trade Fair 

CHICAGO, — International Har- 
vester Co. is an active participant 
at the 1961 Chicago International 
Trade Fair, which will close Aug. 
10, at Chicago’s new McCormick 
Place. 

Harvester’s display is housed in 
the United States Pavilion, It in- 
cludes a pictorial display, automat- 
ed miniature models and actual 
equipment. 


Carey called together a group in- 
cluding Walter Belson, who was 
in charge of public relations for the 
association and they put their 
heads together to solve this prob- 
lem. In May of that year the ATA 
Foundation was created. 
+ * * 


ILE the Foundation is not a 
formal] part of ATA, its officers 
and trustee structure is built 
around the officials of ATA and its 
membership is exclusively the 
privilege of companies supplying 
the trucking industry. - 
The objective of the ATA Foun- 
dation is “to foster and promote 
more comprehensive public un- 
derstanding of the trucking in- 
dustry, its objectives and its 
problems; to demonstrate the 
broad contribution of truck 
transport to the progress of 
America and to the comfort, hap- 
Piness and economic welfare of 
individual American citizens; 
and to emphasize its inter-rela- 
tionship with, and essentiality to, 





Trucks Found Defective 


In Ohio Turnpike Check 


COLUMBUS.—Of 782 trucks in- 
spected in a spot check on the 
Ohio Turnpike, 236 were found 
to be defective, according to Ex- 
ecutive Director C. W. Hartford. 

Hartford said that most of the 
unsafe trucks were operated by 
individuals who try to get as 
many miles as possible out of 
them with the least amount of 
upkeep. He said few defects were 
found on trucks belonging to rec- 
ognized companies, 





other great American industries 
in the development and defense 
of the nation.” 

The Foundation is designed to 
offer such suppliers maximum op- 
portunity for company identity 
with their support of the industry; 
to supply to participants an area 
of cooperation not influenced by 
controversial issues and to provide 
suppliers a method of accomplish- 
ing these objectives that recognizes 
the individual characteristics of 
supplier activities and includes ex- 
isting supplier-agency relationships. 

It provides a vehicle for the in- 








“Now look here, Charlie, ati dump bodies and hoists are 
9 9 





not alike! Why are more Heils sold than any other? Because they’re : 


tougher, Charlie, stand up better and last longer. They’re money in your 


pocket . . . a chance to bid low and still come out. Think about it, Charlie, there’s gotta be 


reasons why Heil is most popular.” He’s right, and he could also tell you that Heil bodies 


and hoists are sold and serviced by the best distributors in the business. 


THE HEIL co. 


MILWAUKEE 





1, WISCONSIN 


DUMP BODIES 









and HOISTS 











dustry to acquire a stronger, more 
effective, organized public relations 
program capable of helping all 
motor truck operators acquire in- 
creased understanding and more 
favorable attitudes on the part of 
the general public, business and in- 
dustry, editors, public opinion cre- 
ators and educators. 
ef * ag 

— broad aspects of the essen- 

tiality and importance of the 
truck industry in all its phases; 
the skills and courtesy of drivers; 
the urgent need for adequate high- 
ways, and the advantages of uni- 
versal legislation as to state lines, 
weights and lengths are subjects 
that can be covered by such a pro- 
gram to the mutual advantage of 
all. 

The Foundation also provides 
through ATA’s official channels 
of communication an assurance 
to those suppliers who participate 
in the activities of the Founda- 
tion the appreciation of the entire 
industry. 

Today the Foundation is support- 
ed by 31 of the leading manufac- 
turers of trucks, tires, trailers and 
components that make up the 
greatest trucking industry in the 
world. 

Their contributions to the prog- 
ress of the industry and its public 
relations through the Foundation 
include advertising in newspapers 
and national media, radio and tele- 
vision broadcasts, outdoor bill 
boards, booklets, journalism awards 
for editors, spot announcements, 
the distribution of posters, and a 
two year study of motor freight 
carriage and industrial develop- 
ment and location. 

om cd a 

HESE manufacturers include 

Aluminum Co. of America; 
Brown Trailer; Bostrum Corp.; 
Budd Co.; Chemstrand Corp., Chev- 
rolet; Dayton Rubber Co.; Dodge; 
Dorsey Trailers; Axle Division, 
Eaton Mfg. Co.; Firestone Tire & 
Rubber Co.; Ford Division; Frue- 
hauf Trailer Co.; GMC Truck & 
Coach, and General Tire & Rubber 
Co. 

B. F. Goodrich Co.; Goodyear 
Tire & Rubber Co.; Great Dane 
Trailers, Inc.; Highway Trailer 
Co.; International Harvester Co.; 
Kaiser Aluminum & Chemical 
Sales, Inc.; Mack Trucks, Inc; 
Midland-Ross Corp.; Pure Oil Co., 
and Reynolds Metals Co. 

Rockwell-Standard Corp.; Ther- 
mo King Corp.; Trailmobile, Inc.; 
Tyrex, Inc.; United States Rubber 
Co.; Wagner Electric Corp., and 
White Motor Co. 

Officers of the Foundation are: 
Walter F. Carey, Automobile Car- 
riers, Inc., chairman; Neil] J. 
Curry, California Cartage Co., 
vice-chairman; John V. Law- 
rence, ATA, secretary; John M. 
Akers, Akers Motor Lines, Inc., 
treasurer; Walter W. Belson, 
ATA, executive secretary; Henry 
Liebschutz, ATA Foundation, 
Inc., assistant to the chairman, 
and George H, Minnick, ATA, 
assistant treasurer. 

Trustees are E. J. Buhner, Silver 
Fleet Motor Express, Inc.; Jack 
Cole, Jack Cole Co., Inc.; Guy Coop- 
er, Cooper-Jarrett, Inc.; George 
Eastes, Coast-Lee & Eastes; Henry 
E. English, Red Ball Motor Freight, 
Inc.; Welby M, Frantz, Eastern Ex- 
press, Inc.; John J. Gill, Petroleum 
Heat & Power Co. of R. I.; Harry 
L. Gormley, Keystone-Lawrence 
Trf. & Storage Co.; Clarence A. 
Kelley, Dixio Ohio Express Co.; 
Chester G. Moore; R. Stuart Moore, 
Los Angeles-Seattle Motor Express; 
John Ruan, Ruan Transport Corp.; 
James A. Ryder, Ryder System, 
Inc.; Guy Rutland jr., The Motor 
Convoy Co.; R. R. Smith, Smith's 
Transfer Corp.; J. L. S. Snead, Chi- 
cago Express; C. J. Williams, Hill- 
side Transit Co., and R. C, Wil- 
liams, R. C, Williams, Inc. 

Probably no industry in the 
world has ever had so much help 
from those who supply the indus- 
try’s needs, The public understand- 
ing and good will that have result- 
ed from the efforts of this dedicat- 
ed group down through the years 
is something for which the motor 
truck industry should be forever 
grateful. 


Trailer Firm Expands 


YOUNGSTOWN, O.—Ohio Indus- 
trial Trailers Division of Ohio Gal- 
vanizing Co., Niles, O., has been 
purchased by Tee-Nee Trailer Co., 
215 E. Indianola Ave., Youngstown. 
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Through 

good times and 
bad,GMAC has_~ - 
proved its i 
helpfulness to 
General Motors 
Dealers. 


i GENERAL MOTORS ACCEPTANCE CORPORATION | ¢ 


TIME PAYMENT 


PLAN 





Available to General Motors Dealers in 
CHEVROLET + PONTIAC - OLDSMOBILE 
BUICK - CADILLAC new cars and used 
cars of all makes 
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state-Federal enterprise. As the 
Register Service began operation, | 
45 states and territories had agreed 
to participate. 

Larger truckers see in this move- 
ment an opportunity, not available 
before, for the easy and quick solu- 
tion of the problem of checking on 
the past history of drivers applying 
for jobs. 

* * * 
Mack on ‘Monitor’ 
ACK TRUCKS is on the “Moni- 
tor” radio program with a ser- 
ies of one-minute announcements 
speaking for the American trucking 
industry. The program is carried 
on 200 NBC stations spotted in 
every state except Wyoming. 

The schedule calls for two an- 
nouncements each Saturday and 
three each Sunday through Aug. 
27. This is Mack’s contribution to 
the effort of the American Truck- 
ing Assns. Foundation to build up 
the image of the truck industry 
in the eyes of the public. 

These spot announcements are 
scheduled to be given when traffic 
is heaviest and when more people 
might become irritated over the 
problem of passing a heavily loaded 
truck when they are in a hurry to 
get to a vacation spot. 

, Ke * * 

A RECENT report by Fruehauf 

Trailer Co. reveals some data 
on “who makes what” in the trailer 
business that for years was a mys- 
tery to many in the truck industry. 

The report says that in 1959, 
Fruehauf made 34.5 percent of 
the truck trailers sold, Trailmo- 
bile made 17.8 percent, Highway 
made 5.2 percent, Brown 3.6 per- 
cent, Dorsey 3.6 percent, Gindy 
34 percent, Utility 2.8 percent, 
Great Dane 2.5 percent, Kentucky 
1.3 percent and Lufkin 1.2 per- 
cent. 

In that year, according to Frue- 
hauf, the top 10 makers produced 
75.9 percent of all truck trailers 
sold; the next 15 makers made 9.7 
percent, and the rest of the almost 
countless number of makers made 
14.2 percent. 

Fruehauf said that in 1960, it 
produced 15,418 units for 34 per- 
cent of industry output. 

* * * 


TTMA Classification 

CCORDING to the Truck Trailer 

Manufacturers Assn., the indus- 
try last year made and shipped 61,- 
958 trailers of all types for a total 
dollar value of $334,741,000. 

This included 3,765 units sold to 
government and for export, 761 
dump trailer chassis only, 2,834 
trailer chassis only and 2,867 trailer 
van bodies that are used as con- 
tainers for trans-shipping. 

Cargo vans totalled 34,932 units, 
consisting of 5,769 insulated, semi- 
insulated and refrigerated vans, 

1,890 furniture vans, 24,554 other 
closed-top vans and 2,719 open- 
top vans. 

There were 5,664 tank-trailers 
built last year. Here is the break- 
down by categories: 3,457 petroleum 





and aircraft refuelers, 737 chemical, | 


food sanitary and 1,035 for dry- 
fluid materials such as cement, 
flour, feed and fertilizer. In addi- 
tion, the industry made 435 high- 
pressure tanks for liquefied petro- 
leum gas and chemicals. 

Pole and logging trailers totalled 
961, consisting of 210 single-axle 
jobs and 751 dual-axle units. 

* * * 

LATFORM trailers totalled 10,- 

159, with livestock taking 462 
and grain bodies of all types taking 
1,251. Platform jobs of all other 
types made up the balance. There 
were 2,233 low-bed trailers for mov- 
ing heavy machinery, 
trailers and 3,193 other types, in- 
cluding auto transporters, public 
utility units, converters, dollies and 
hoppers. 

While the trailer makers built 
68,668 complete trailers in 1959 
compared with 58,322 in 1960, for 
an industry loss of 10,346 units, at 
least two categories showed an 
increase in 1960 over 1959. 

It is particularly interesting to 
note that both increases came in 
the tank-trailer field. While the in- 
dustry made only 554 tanks for 
handling chemicals, food sanitary 
and fluid-solids in 1959, it made 
1,106 units for handling fluid-solids 





1,340 dump} 





alone in 1960. And while it made 
only 365 high-pressure tanks in 
1959, it increased to 435 in this 
category in 1960. 

This seems to bear out the claims 
of the transmission makers that 
there has been a tremendous in- 
crease in the need for power take- 
offs that would step up to the power 
demands of this comparatively new 
type of hauling. 

* * a 


Truckers Demand Tests 


EN I was in Akron recently 

for the introduction of the new 
Firestone Duplex tire, I wag in- 
tensely interested in a remark that 
Harvey Firestone made while we 
were chatting about industry con- 
ditions. 

He said that truckers generally 
are very slow to accept any new 
development, regardless of how 
good it sounds or looks, until a 
number of large, nationally 
known fleet operators have given 


it a good test and have found that 
it does reduce costs. 

He admitted that the tire indus- 
try offered the tubeless tire to the 
truck industry too soon after it was 
brought out and that, while a great 
Many sound operators are grad- 
ually swinging over to tubeless 
after thorough testing, the few fail- 
ures experienced by a relatively few 
users at first had soured the indus- 
try on the tubeless. 

oK * ok 
quar is one of the prime reasons 

why Firestone went into a 

rather extensive testing program 
with known fleet operators before 
introducing the Duplex. 

It was good also to have a chance 
to reminisce for a while with Lee 
Jackson, retired Firestone sales 
vice-president, who joined us for 
lunch, as did Raymond C. Fire- 
stone, now president of the giant 
rubber company. 

I recently joined some 30,000 
adults and children at the annual 
GMC Truck & Coach picnic at 
Walled Lake amusement park 
near Detroit. The truck company 
takes over the park and puts on 
an outing for its employes every 
year. 

Despite, or maybe because of, 











White Honors Branch Managers— 

White Motor Co.'s “Managers of the Year,’ Clarence Hagstrom, center, left, and 
B. Simons Lucas, center, right, received their awards at a special luncheon held in 
Cleveland. Congratulating the winners, from left, are J. N. Bauman, president; H. J. 
Nave, executive vice-president, White Division; R. F. Black, second from right, board 
chairman, and H. D. Weller, sales vice-president, White Division. Hagstrom, Chicago 
branch manager, and Lucas, Charlotte (N. C.), branch manager, were selected because 
of their outstanding performance during the year in five broad categories of profitable 


branch management. 


the free ice cream for the kiddies, | are charged with staging this event | to 400 youngsters who get separated 
the biggest problem of those who} is to find the families of the 300| from their parents every year. 


When other 


truck tires are ready 


for r 





BIG CLAIM? Big reason! Because over 109,000,000 test miles (logged by more 
than 200 independent fleets all over the country) prove you really can get an 
extra tire mile for every two you now haul! Why? Because the Transport-100’s 
new broad center rib minimizes squirming and scuff wear. A flatter crown gives 
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Auto Personnel 





Vern R. Beecher, zone service 
manager for United Motors Serv- 
ice, has been appointed manager of 
the Salt Lake City Training Center 
for General Motors. 

Beecher succeeds James O. Mc- 
Clellan, training center manager 
for the past two years, who has 
been granted a disability leave of 
absence due to illness. Beecher 
joined GM in 1955 as a service rep- 
resentative for United Motors 
Service Division. 

* * * 


D’Amour and Heideman 


Promoted by Waukesha 


Waukesha Motor Co, has ap- 
pointed Robert A. D’Amour as 
manager of manufacturer sales and 
Roland R. Heideman as manager 
of distributor sales. 

D’Amour joined Waukesha in 
1952 and was appointed assistant 
sales manager in January, 1960. 
Heideman joined the service divi- 
sion of Waukesha in 1934. In 1949 
he was transferred to the Sales 
Division of the company’s Califor- 


nia branch as sales engineer and 
later was named assistant branch 
manager. 

* * * 


Lachmund Given New Duties 


Robert H. Lachmund has been 
appointed sales manager for the 
Hazleton (Pa.) plant of Highway 
Trailer Industries, Inc. Lachmund 
joined Highway’s sales division in 
1950. 

* eo * 


Ford Credit Names Bass 


Manager in New York 
Arthur 8S, Bass has been appoint- 
ed manager of Ford Motor Credit 
Co.’s first New York branch office. 
The New York branch office, at 
95 Main St., Hempstead, N. Y., was 
opened June 6. 


Reynolds & Reynolds Names 
Poirier and Wahl 


Vergil Poirier has been appointed 
to the Buffalo district sales office 
and Lewis Wahl has been named to 





fice of the Reynolds & Reynolds 
Co., Dayton, O. 

Prior to joining Reynolds & Rey- 
nolds, both men represented other 
manufacturers of business forms 
and systems. 

cod a * 


Highway Trailer Appoints 
Fleet Sales Manager 


J. R. White has been named 
fleet sales manager for Highway 
Trailer Industries, Inc. He will be 
headquartered at 
a new office to be 
established in 
Cleveland, and 
will be in charge 
of Highway sales 
for Northeast 
Ohio, 

White has been 
associated with 
both the sales 
and manufactur- 


J. R. White 
for the past 13 years. Before join- 
ing Highway, he was with the 
Brown Trailer. He has also been 
associated with Trailmobile, Inc. 

* * ox 


Olds Shifts Nicholson 
Richard Nicholson has been 





In 1895, the winning car of a 
53%-mile endurance test averaged 
5% miles per hour. 





ing Phase of the|pjje in Minneapolis, replacing the 
trailer industry|}ate Charles Andrade. Nicholson 


formerly was claims administrator 
for Oldsmobile in Omaha. 
Pee 
Ford Credit Appoints 
Frank F. Rudisill has been ap- 
pointed manager of Ford Motor 
Credit Co.’s branch office at 118 


the Reading (Pa.) district sales of- | named service manager for Oldsmo-| N. Royal St., Mobile, Ala. Rudisill 


Both tires unretouched—ran identical mileage. Records provided on request. 


the Transport-100 a better grip and cuts down on uneven wear. You can get the 
extra 50% mileage in the Transport-100 at no extra cost. Available in nylon or 
Tyrex® rayon cord, tubed or tubeless at your nearby Firestone Dealer or Store. 
Specify Firestone Tires on New Trucks and Trailers MEMBER ay AMERICAN TRUCKING INDUSTRY 


Copyright 1961, The Firestone Tire & Rubber Company 


@®T.M. of Tyrex, Inc. 


Transport® T.M. Firestone 








is a native of Alabama and has 
been associated with the sales 
finance business in the state since 
1936. 


* + * 
Keutgen Succeeds Park 


As Ford’s Windsor Manager 


George O. Keutgen, formerly 
with Ford Motor Co. in Dearborn, 
has been named general manager 
of Windsor manufacturing opera- 
tions for Ford Motor of Canada, 
Ltd. 

Keutgen joined Ford of Canada 
last year and had been assistant 





G. 0. Keutgen William P. Park 
general manager at Windsor. He 
succeeds William P. Park, who 
has been appointed general manu- 
facturing manager of Ford of Can- 
ada. Before moving to Windsor, 
Keutgen was director of the for- 
ward programs office at the com- 


pany’s central office in Toronto. 
* E & 


Studebaker Names Gallagher 


Industrial Relations Director 


Gerald T. Gallagher has been ap- 
pointed director of industrial rela- 
tions for Studebaker-Packard 
Corp.’s Automotive Division. 

Joining Studebaker in 1955 as 
conference leader 
in trainee devel- 
opment, Gallagh- 
er, 35, has been 
manager of labor 
relations since 
1957. Gallagher is 
a member of the 
advisory board of 
Modern Manage- 
ment Films, a di- 
vision of the Bu- 
reau of National 
Affairs, and is 
also chairman of the labor relations 
study group, South Bend Chamber 
of Commerce. 

* 





G. T. Gallagher 


= 
Jay Weemhoff Retires 
At Collins & Aikman 


Retirement of Jay Weemhoff, 
manager since 1956 of the Automo- 
tive Division of 
Collins & Aikman, 
is announced by 
_ Ellis Leach, pres- 
ident. 

Weemhoff join- 
ed Collins & Aik- 
man in 1927 as 
automotive sales 
manager and be- 
came general 
sales manager 15 
years later, He 

Jay Weemhoff plans to live in 
Albemarle, N. C., raising Hereford 
cattle on a farm he owns. 

* 


ASIA Names Kavanaugh 


North-Central Field Chief 


Robert J. Kavanaugh has been 
appointed field secretary for the 
Automotive Serv- 
ice Industry 
Assn., with head- 
quarters in Chi- 
cago. 

Kavanaugh’s 
territory will be 
the North+Cen- 
tral region of the 
United States, 
covering Illinois, 
Indiana, Iowa, 
Kentucky, Michi- 
gan, Minnesota, 








R. J. Kavanaugh 
Nebraska, Ohio, Wisconsin and the 


Eastern Dakotas. 
cS a oa 


Hendricks in New U. S. Post 


Logan B. Hendricks has been 
appointed director, Office of Loan 
Processing, of the Small Business 
Administration’s Financial As- 
sistance Division. 

eo ES * 
Las-Stik Picks Addington 
As Sales Manager 


Louis C. Sohngen, president of 
Las-Stik Mfg. Co., Hamilton, O., an- 
nounces the appointment of Wil- 
liam F, Addington as sales man- 
ager. 

Louis C. Sohngen jr. has been 
elected vice-president and treasurer 
of Las-Stik. . 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e¢@ NO. 250 OF A SERIES 


WHEN THERE'S 
ACTION ON THE 
BEAT...FORD © 
IS ON THE JOB! 


Ford dealers have first call with law en- 
forcement agencies. From coast to coast, 
there are more Ford police cars in oper- 
ation than all other makes combined. 


A survey of police fleets in the 60 largest cities in the United States revealed 
that out of a total of 11,990 units in operation in 1960, 57.8 per cent were 
Ford police cars. The country-wide survey also disclosed that Ford holds 
leadership in numbers of patrol units owned and operated by five major 
turnpike authorities. Ford patrol cars accounted for 242 units out of 560. 


In 1961 Ford police vehicles, Ford dealers can offer law enforcement agencies 
cars with more power than ever before (optional new Police Interceptor 
390 V-8 engine) . . . increased driver and passenger comfort . . . reduced 
operating costs and, above all, huskier, longer lived vehicles. Back up these 
features with twenty-five different Ford police models including station 
wagons and sedans, each suited to a special phase of police operation, and 
you’ve got the greatest police package on the market. 


Here are the facts on Ford police cars: 
e Steering up to 25% easier than on last year’s models 
e Bodies 17% more rigid 
e Rear suspension adjusts automatically to road or load conditions 
e 30,000 miles between chassis lubrications 
e 4,000 miles between oil changes 
Self-adjusting brakes 
Triple muffler life 
Body and trim corrosion-resistance greater than ever before 


Result: The most versatile . . . most roomy . . . most economical . . . most 
dependable . . . most wanted, quality-built police cars ever offered by Ford 
Motor Company. Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ford « Falcon » Thunderbird » Comet 
Mercury « Lincoln Continental » English Ford Line « Ford Trucks « Industrial Engines 
Farm and Industrial Tractors and Equipment + Special Military Vehicles 
Aeronutronic—Products for the Space Age « The American Road Insurance Company 

Ford Motor Credit Company 








36 
On the Legislative Front... 


Idle-Pay Measures 
Move into Spotlight 


maximum rate of payments on pay- 
roll for employers with high un- 
employment records from 2.5 per- 
cent to 4 percent. 

It would limit unemployment 
benefits to one-half what the job- 
less person had earned in his previ- 
ous job, allow more employer ap- 
peals of claims and force a person 
to give up benefits for six weeks 
after discharge or quitting. 

Jobless pay would be reduced by 
the amount of pensions and re- 
tirement benefits paid to the re- 
cipient. 








New developments with respect 
to unemployment compensation 
legislation and administration, as 
reported from state capitals, in- 
clude the following: 

DevawareE: A bill to increase max- 
imum unemployment compensation 
benefits from $40 to $50 a week 
was enacted by the Delaware Leg- 
islature. 

The measure changes the pay- 
ment of jobless benefits to per- 
sons retiring on pensions by sub- 
tracting the payments from a pri- 
vate pension plan from the 
amount of the jobless benefit to 
which the persons otherwise a oe 
would be eligible. ‘ . 

Also enacted was a bill to en-| North Carolina OK’s Tax 
large the State Unemployment On Motor Vehicle Sales 


Compensation Commission from 
four to five members. The North Carolina Legislature 
has passed a revenue bill which 


Inurnois: Gov. Otto Kerner sign- 
ed into Illinois law a bill designed} taxes the sale of motor vehicles 


to improve the state’s unemploy- 
ment compensation program. 

The measure provides that an 
unemployed worker can qualify for 
benefits for a period up to eight 
weeks while enrolled in a full-time 
vocational training program. 

MicuicaAN: Gov. John Swainson 
announced he would submit to the 
1962 Legislature a new jobless pay 
bill in place of a measure he vetoed 
earlier. 

The governor said his proposal 
would be based on a two-year, $20,- 
000 study of jobless pay problems 
recently completed by the Michigan 
Employment Security Commission. 

His announcement was made 
after plans for a bipartisan com- 
mittee to draw up a compromise 
bill fell through when several pro- 
posed members refused to serve. 

Minnesota: In reporting that the 
state’s unemployment compensation 
fund is down to $44,740,163—the 
fund’s lowest point since it climbed 
to more than $134 million during 
World War II, Frank T. Starkey, 
Minnesota state commissioner of 
employment security, said the tax 



































maximum of $120 for a single 
purchase. 

After July 1, 1962, the tax rate 
will be increased to 1% percent. 


* cd * 


Quiet in New Hampshire 


The New Hampshire House of 
Representatives has approved a Dill 
which provides for adoption of a 
uniform code on noisy automobile 
mufflers, including a ban on “modi- 
fication” of mufflers so as to make 
unusual] noises, 

e396 @ 


Weight Bill Advances 


A bill to change laws relating to 7 


gross weight limitations for opera- 
tion of trucks on highways has 
been advanced in the House of 
Representatives of the Vermont 
Legislature. ye 


Truck Measure Killed 


The House of Representatives in 
the Vermont Legislature has killed 
a bill which would have required 
Canadian trucks operated in Ver- 
mont to carry proof of financial 
responsibility. 


Bird Buys Hoeck Chevrolet 


LEBANON, Ore.—Bill Hoeck has 
sold Hoeck Chevrolet Co. here to 


at the rate of one percent up to a | Jack Bird. 


Here are the facts that will help, 
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Plymouth Dealers Form Ad Group— 

Atlanta Region Plymouth Advertising Assn. became the official name of the Plymouth- 
Valiant dealers advertising organization at a meeting in Atlanta. Dealer members 
voted in the new name and elected their directors. At the meeting were, front row, 
from left, G. G. Woker, regional manager; Herbert Morgan, Anniston, Ala.; Joe West- 
brook, East Point, Ga.; J. T. Payne, Birmingham, Ala.; Robert McGahey, Miami; 
standing, Thomas Mingledorff, Tallahassee, Fla.; Roy Robinson, N. W. Ayer & Son, 
Inc., the group's ad agency; Donald R. Merritt, assistant region manager; J. L. Rouse sr., 
Montgomery, Ala.; E. T.. Brooks, Jacksonville, Fia., and Alan Peterson, St. Petersburg, 
Fla. Members not present include R. P. Thornton, Columbus, Ga., and W. E. Robinson jr., 


Milledgeville, Ga 





“Telar” is installed just like you’ve been installing 















on payrolls will range from 0.6 per- 
cent to a maximum 3 percent, effec- 
tive Jan. 1. 

Under Minnesota law, tax 
schedules go up as the fund goes 
down. The dip to below $50 mil- 
lion was responsible for the in- 
crease. 

Employers are taxed on the first 
$3,000 of employes’ earnings. Taxes 
of individual employers are scaled 
into 14 categories, reflecting ex- 
perience ratio. 

That ratio is determined as of 
June 30 each year by dividing un- 
employment benefits charged 
against the employer’s account in 
the previous 36 months by his total 
taxable payroll for the same period. 

On10: A bill to raise employers’ 
contributions to the state unem- 
ployment compensation fund was 
given final approval by the Ohio 
Legislature and sent to the gov- 
ernor. 

The measure would raise the 


Parole Denied 
To Cooke Aide 


LOUISVILLE.—The State Parole 
Board has barred from parole Wil- 
liam T. Hyland, one of the men 
convicted in the collapse of the 
Thurston Cooke auto empire. Hy- 
land is serving a two-year term 
in the Kentucky State Reformatory. 

Hyland, who managed a financ- 
ing subsidiary in the Cooke organ- 
ization, was convicted on fraud 
charges. He would have been eligi- 
ble for parole Sept. 8. 

There was speculation that the 
parole board’s action in the Hy- 
land matter indicates that neither 
Cooke nor John M. Thorn, another 
figure in the case will be granted 


“Telar” is now only $3.95 a gallon — the most economical 
long-lasting anti-freeze, anti-rust and summer coolant money 
can buy. If your customer plans to keep his car for more than 
one winter, the cost for protection with “‘Telar” can average out 
to dollars /ess than the cost of two fills with one-year anti-freezes, 
And remember . . . with “Telar” your customer buys only the 
anti-freeze protection he needs—no need to protect to 40° below 
zero if he doesn’t need it, 


“Zerex” all these years, quickly and without fuss. ‘‘Telar’’ is 
nota difficult-to-handle full-fill product—no need to waste space 
stocking water. ““Telar” and tap water in the proper proportions 
make the best anti-freeze, anti-rust and summer coolant on the 
market. And the amount of “‘Telar’’ your customer needs is 
exactly the same as the amount of “‘Zerex”” you would install, 





“Telar’’ is recommended forcars with aluminum engines. 
Years of research have proven that “Telar” completely protects 
the aluminum now used in many car engines. Same goes for all 
other metals in the cooling system . . . copper, iron, steel, etc. 

““Telar’’ is a modern product for modern cars You can recom- 
mend it with confidence to all of your customers, 


“Telar” is effective as a summer rust inhibitor and 
coolant, too. Many anti-rusts on the market today do not pro- 
tect as well as ‘‘Telar” in the summer—when the threat of rust 
and corrosion is greatest. With “‘Telar”’ in the cooling system, 
there iscomplete protection from rust and corrosion, And “Telar” 
has a higher boiling point than water. Many dealers got a jump on 
the anti-freeze season last year—by recommending and install- 
ing “Telar” in July and August, before the first-freeze rush. 


Be ready to go both ways... sell ZEREX and TELAR 








parole. Cooke is serving a four- 
year term, and Thorn was sentenc- 
ed to two years. 
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ZEREX® anti-freeze 
with MR-8 rust inhibitor 
+» finest permanent type 

anti-freeze. 


TELAR® anti-freeze and 4 
summer coolant protects 
year after year. 
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FWD's New Model— 


This four-man, steel-reinforced fiberglass 
cab, aimed at the utility market, has been 
announced by FWD Corp., Clintonville, 
Wis. The floor, doors, bulkhead, engine 
“doghouse” and structural members of the 
cab are made of steel. The cab shell and 
fender skirts are of fiberglass-reinforced 
polyester plastic. While the cab is said 
to provide sufficient room for the seating 
of four men, the overall cab width con- 
forms to accepted highway standards. The 
cab is shown above on an FWD CF4-2114 
4 by 4 chassis, which can be mounted with 
a variety of bodies for specific field appli- 
cations. 
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Across the Nation ... 





Truck News in Brief 


WASHINGTON. — Trucking in- 
dustry sales executives have 
changed the name of their organi- 
zation from the Customer Relations 
Council to the Sales Council of 
American Trucking Assns. 

William G. Mitchell, sales direc- 
tor for Eastern Express, Inc., Terre 
Haute, Ind., was elected president. 
Former title of this office was 
chairman and the position was held 
last year by C. E. St. Jeor, general 
sales manager, Interstate Motor 
Lines, Salt Lake City. St. Jeor auto- 
matically became chairman. 

* * * 


New Branch in Dallas 
Being Built by White 

DALLAS.—White Motor Co, is 
constructing a truck sales and 
service branch headquarters on 
Morton St. in the Trinity Indus- 
trial District. It is scheduled to 
be completed in December. 

The building will have 35,138 
square feet of floor space on the 
ground floor for service, parts 





“Telar’ does its work effectively year after year, winter 
and summer. The “Telar” you put in now will protect your cus- 
tomer’s cooling system for as long as he keeps his car (requiring 
only occasional make-up). That’s because Du Pont spent years 
of research in developing a rust inhibitor so effective it lasts 


year in, year out. This long-lasting protection, plus new low price, 


will make “‘Telar” appealing to many more of your customers. 





There’s profitable make-up business for you with 
“Telar”’. Under normal driving conditions, a certain amount of 
loss through leakage and overflow is unvoidable with any anti- 
freeze. So once in a while, you'll find that your customer's 
radiator needs some make-up. In the summer you can add plain 
water; in fall and winter you'll add some “‘Telar”. You build 
up a steady, repeat business that’s fast and profitable. 


~ 


ANTI-FREEZE AND 
SUMMER COOLANT 


storage and branch offices, The 
second floor, with 4,500 square 
feet of floor space, will house 
headquarter offices of the South- 
western region. There will be an 
outside storage yard for more 
than 100 heavy-duty and multi- 
stop trucks, z 
ak * 


American Metal Products 


Acquires Louisiana Firm 


DETROIT. — American Metal 
Products Co. has acquired Cook & 
Co., Arcadia, La., through an is- 
suance of AMP common stock. 

Cook & Co. manufactures wood- 
en parts and assemblies for trucks 
and farm implements. 

Ps * * 


Great Life, Property Loss 


Noted in Fiery Truck Mishaps 


WASHINGTON.—The element of 
fire in truck accidents causes a 200 
percent increase in the death toll 
and a 400 percent increase in prop- 
erty damage compared with non- 


fire truck accidents, according to 
an analysis of 1960 accident reports 
filed with the Interstate Commerce 
Commission. 

The reports from _ interstate 
motor carriers having annual oper- 
ating revenues of at least $200,000 
showed 104 deaths and $5,030,420 in 
property damage from accidents in- 
volving fire last year. 

* 


Pushin’-Cushin’ Sold 


ATCHISON, Kans.—Rockwell 
Mfg. Co. has acquired the assets of 
Pushin’-Cushin,’ Inc., Perry, Kans. 
Pushin’-Cushin’ manufactures a hy- 
draulic shock absorbing unit for 
use on Caterpillar D-9 and D-8 
tractors in pusher-scraper opera- 
tions. 

ae * * 


ATA Specs on Lighting, 


Electrical Units Revised 


WASHINGTON. — New equip- 
ment-specification recommenda- 
tions for truck-trailer lighting and 
electrical connectors for jumper 
cables have been released by the 
Equipment Engineering and Policy 
Committee of the American Truck- 
ing Assns. 

The lighting recommendations, 
designed to increase safety, effi- 
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ity with new Interstate Commerce 
Commission lighting regulations 
scheduled to go into effect July 1. 
The recommendation covering elec- 
trical connectors is designed to es- 
tablish uniform specifications for 
separable connectors on cables con- 
necting tractors and trailers, the 
committee said. 
* * * 


ATA Picks Los Angeles 


WASHINGTON.— Los Angeles 
has been chosen as the site for 
the 1964 national convention of 
the American Trucking Assns. 
The group last met in Los An- 
geles in 1959. The 1961 ATA con- 
vention will be held in October 
in Washington; the 1962 meeting 
will be in Chicago, and the 1963 
convention will be in Miami. 

* ” s 


Bettridge Gains Control 


Of All Middlekauff Stock 


TOLEDO. — Frank E. Bettridge, 
president of Middlekauff, Inc., has 
acquired all outstanding stock in 
the transportation-equipment and 
custom-body manufacturing firm. 

Bettridge has been general man- 
ager of Middlekauff since 1951. 
Prior to his association with Mid- 


ciency and performance, bring] dlekauff, he was in charge of pro- 


ATA’s specifications into conform- 


in 1961 





“Telar” is sold through servicing dealers. Again this 
year, like last, you'll find ““Telar’” where it belongs—in service 
stations, garages and car dealerships. At $3.95 a gallon, there’sa 
lot of profit in selling ““Telar’’—and that profit is yoursexclusively. 





Color Check is an added safeguard! Du Pont has proven 
that the super rust inihibitor in “‘Telar” can be expected to out- 
last your customer's car. To be sure he will have complete anti- 
rust protection at all times, a Color Check feature was added to 
assure him the rust inihibitor is continually doing its job. ““Telar” 
is the first anti-freeze with such a safety feature. If ‘““Telar” turns 
from normal red to yellow (and this rarely happens), the solu- 


tion should be replaced, because it is no longer fighting rust, 
even though it may still be giving anti-freeze protection. 


IMPORTANT NOTE TO DEALERS 


You'll probably never have a customer whose “Telar’’ turns yellow. But 
if you should, you replace it immediately with the amount initially in- 
stalled. Then return the installation certificate issued to the customer to 
your anti-freeze distributor. Your stock will immediately be replaced with 
the exact amount of “Telar’’ that you installed. (] Complete details for 
replacement of any “‘Telar” which has turned yellow, along with original 
installation certificate for your customer, will be found in the Du Pont 


1961 point-of-sale Dealer Kit. 
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BETTER THINGS FOR BETTER LIVING 
eee THROUGH CHEMISTRY 


duction for Lakeside Biscuit Co. 
+ * 


Gear Option Offered 


EDGERTON, Wis.—An optional 
outer slide adjustable tandem for 
its new “66”’ series of commercial 
truck-trailers has been made avail- 
able by Highway Trailer Industries, 
Inc. The sliding running gear can 
be installed on any “66” trailer by 
the addition of two slide rails 
which fasten directly to the trailer 
rubrails, the firm said. 

ad * oe 


Superior Coach Builds 


New Plant in Lima, O. 


LIMA, O.—A new plant building 
with 100,000 square feet of floor 
Space is nearing completion at the 
headquarters plant and offices of 
Superior Coach Corp. here. 

John H, Shields, president, said 
the addition will increase the total 
floor space at the Lima plant to 
625,000 square feet. Superior also 
operates a 260,000-square-foot plant 
at Kosciusko, Miss. 

* * ca 


Kenworth Adds Outlet 


SEATTLE.—Valley Truck & 
Equipment Co., Bettendorf, Ia., has 
been appointed a distributor for 
Kenworth Motor Truck Co., Seattle. 
The Iowa firm was established in 
1942 and is headed by P. H. Byars. 

* * aK 


Tyrex Goes International 


NEW YORK.—tThe trademark 
Tyrex, a collective mark of Tyrex, 
Inc., for rayon tire yarn and cord, 
has rolled up high international 
mileage since its first foreign reg- 
istration in France less than two 
years ago. To date, 18 countries 
have registered it, and applications 
to register are in process in 17 
others, Tyrex said. 

* * oe 


Trucking Spokesman Defends 


Regulation of Transportation 


HARTFORD. — Any move to 
take the Federal government out 
of the regulation of transporta- 
tion would be “fatal to railroads, 
airlines, water carriers and the 
trucking industry,” according to 
the executive vice-president of 
one of the nation’s largest truck- 
ing companies. 

Welby M, Frantz, Eastern Ex- 
press, Inc., Terre Haute, Ind, 
said that his conviction of the 
need for government regulation 
“on some such terms as we know 
it today” had been formed on the 
basis of the experience of his in- 
dustry “which once suffered from 
lack of government regulation.” 

« * * 


Diesel Engines Now Available 
In White Compact Series 


CLEVELAND, — Introduction of 
a new series of White Compact 
trucks and tractors equipped with 
diesel engines has been announced 
by J. N, Bauman, president. 

He said this is the first time a 
truck manufacturer has offered 
diesel power in a truck functionally 
engineered to speed pickup and de- 
livery operations in congested city 
traffic and termina] areas. Engines 
to be made available are the Cum- 
mins “Stop-and-Go” JNF 130 and 
the CF 160. 
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Correspondent George L. Glaser Writes . . . 


Auto Letter from Europe 


BONN, West Germany. — Hans 
Glas, of Dingolfing, Bavaria, will 
introduce his first four-cylinder car 
at the Frankfurt Auto Show in 
September. 

Called the Glas-Coupe S-1004, 
it will accommodate two adults 
and three children. The in-line 
engine hag an overhead cam- 
shaft, and top speed is reported 
to be more than 90 miles per 
hour. 

The wheelbase will be longer 
than that of the Isar coupe, but 
Glas said the mechanical lineup 
will be similar to that of the two- 
cylinder Isar, It will have a front- 
mounted engine and four-speed 
transmission, The price in Ger- 
many will be about $1,375. 

Glas also has announced the Isar 
Standard, a simplified version of 
the two-cylinder Isar 600. The 
Standard will be about $995 in Ger- 
many, plus $37.50 for a heater. Me- 
chanically, there will be no differ- 








ence between the Standard and the 


| 600. 


* * * 


24 Improvements 
WENTY-F OUR improvements 
are claimed for the Skoda Oc- 
tavia 1100, which is built in 


Czechoslovakia. 
* af * 


Tempest-Styled Vauxhall? 


ne be surprised if a smaller 
version of the Pontiac Tempest 
comes from Vauxhall late this sum- 
mer. Vauxhall may introduce a new 
four-cylinder, 1,500-cubic-centime- 
ter model to replace the present 
Victor. 
+ * * 


Rolls-Royce Vacation 
Rolls-Royce employes who meet 
certain length-of-service require- 
ments, will be given a chance to 
try out the company’s products 
on their vacations. 
Workers may fly in a Rolls- 





powered plane for an overseas 

vacation or take a two-week trip 

in a Rolls-Royce or Bentley car. 
C8 # 


Light Vans for Ford 
B ocee light vans, using Anglia 
mechanical components, are 
ready for the market under Ford of 
England’s Thames truck trade 
name. 
* * & 


Borgward in the News 

. Dr. Carl Borgward is 
deep in discussion with British 

Motor Corp. regarding the future 

of his plants, or former plants, in 

Bremen, the firm is making head- 

lines in other ways. 

Goliath-Hansa Argentina, S.A., 
an assembly and production plant 
allied with the Borgward group, 
has signed a contract which will 
shift production emphasis in Ar- 
gentina to the Arabella, 

The contract calls for 10,000 Ara- 
bellas per year for five years in ad- 
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New Model from Hans Glas— 





Hans Glas will introduce the Glas-Coupe S-1004 at the Frankfurt Auto Show in 
September. It will be his first four-cylinder model and will accommodate two adults 


and three children. 
* . 


dition to the 4,000 units of the 

Hansa 1100 series which will be 

produced there beginning in 1962. 
* * 


Seagoing Brake Linings 


HMTS Alert, which soon 
will be laying a new cable be- 


It’s a big, rich, sprawling market—and it takes big thinking to sell it! 
Big thinking starts with The Texas Group—the powerful news- 
papers that represent the Texas ‘‘influence cities’—controlling the 
large majority of Texas buying power! Need proof? Look at the 
automobile business— 
86% of Texas’ total sales in the wholesale distribution of motor vehicles 
are made in these cities—an annual volume of $792,920,000! 

69% of Texas’ wholesale automotive ‘aftermarket’ sales are made 
in the metropolitan areas covered by The Texas Group—an annual 
volume of $333,406,000! 
Studies of retail automotive sales in all Texas metropolitan areas 
show The Texas Group cities account for 58.5% —an annual volume 


of $956,305,000! 


With this kind of record—for automobiles or any product, idea or 
service—it stands to reason you need The Texas Group to sell 
Texas! One order—one rate—one bill—with 879,137 daily circulation, 
and discounts to 23%. 


STANDARD, SPORTS, COMPACT, FOREIGN 


ae 
ANE 


Represented Nationally by The Branham Company 











* * * 


tween Quebec and Newfoundland, 
has been equipped with lined 
brakes. The linings are installed on 
the paying-out gears and two hold- 
ing-back gears. 

The linings are applied to the 
drums, and a mild brake band with 
a copper sheath takes care of the 
braking. The band is water cooled, 
using 65 gallons of water per min- 
ute. 

ok ae * 


Auto Union Expansion 
N TAKING over Auto Union’s 
Dusseldorf plant, Daimler-Benz 
said Auto Union will expand in In- 
golstadt and add more or new mod- 
els. Daimler-Benz plans to make 
buses and steering apparatus in the 
Dusseldorf plant. 
* * * 


FWD for Renault 

HE new little Renault 3-CV will 

have front-wheel drive, the first 
time Renault has used such a sys- 
tem on a passenger car. 

Renault’s small, front-wheel-drive 
truck has proved a success. 

* * ok 


Custom Citroen 
yo those who can spend an 
extra $1,900 for a Citroen DS or 
ID-19, Reutter of Stuttgart, the 
body builder, offers a convertible 
conversion of the four-door sedan. 
The center posts can be re- 
moved if the driver so wishes. 
The top can be folded away into 
a container behind the rear win- 
dow. 

And this is new: A portion of the 
fabric top can be separately opened 
and used as a sliding portion of the 
top. An electric motor moves this 
part of the top by push-button, The 
entire top is balanced with torsion- 
bar springs for easy handling. 

cd ES * 


Two Looks Backward 


NEW rear-view mirror con- 

tains two sections. The upper 
part of the circular mirror can be 
adjusted separately from the lower 
part. This is claimed to eliminate 
blind spots, 

For details, contact Karl F. 
Hechler, Sierich Str. 14, Hamburg 
39, Germany. 

* * * 


Belt-Driven Cam 
The new coupe being developed 
by Hans Glas, builder of Isar and 
Goggomobil, has its camshaft 
driven from outside the engine 
by a synthetic rubber belt. 
* * * 


BMW Bomb 

BMW seems highly optimistic in 
regard to its new sports car 

with the: 700-cc., two-cylinder en- 

gine developing better than 70 

horsepower. 

BMW reportedly expects to 
produce more than 100 of these 
cars before the 1962 season, which 
would mean that the internation- 
al association may grant it the 
official status of “Gran Turismo.” 
This would mean it could be 
raced in the GT class. 


Price for this genuine racing 
sports car has not been announced, 
but it is guessed to be around 


$2,500. 
a 


Porsche Plans Copter 


ORSCHE, under license from 

Gyrodyne Co. of America, is 
going to produce a single-seater 
helicopter priced at about $6,000 
and powered by a air-cooled, 80- 
horsepower Porsche engine. 





Co eh i LES ERE Mt. TAs thn sn i aicrneams PS A te HRSA NEF Lh eel ame cet EN SE Tees 5 aa 





n- 
d- 


he 


— 


Highways & Safety... 


AUTOMOTIVE NEWS, AUGUST 7, 1961 


Road Builders Sift 
Highway Problems 


Concern about the highway pro- 

am’s administrative problems — 
problems which tend to delay con- 
struction and increase its costs — 
get the tone for the semiannual 
meeting in Washington of the 
poard of directors of the American 
Road Builders’ Assn. 

Directors said they were grati- 
fied by the enactment of the 1961 
Highway Act, but a number of 
the highway industry leaders ex- 
pressed the feeling that much re- 
mains to be done, through ARBA, 
to assure a stable, long-range 
program. 

Special interest was shown in 
the report on the work of the 
AASHO-ARBA Joint Committee, 
which is active in the general ad- 
ministrative area. 

Cc. D, Curtiss, special assistant to 
ARBA’s executive vice-president, 
reported that three subcommittees 
have completed work, with their 
recommendations accepted by the 
AASHO Executive Committee. The 
three are the Subcommittees on 
Structural Supports for Highway 
Signs, Compaction of Earthwork, 
and Mixing Times for Portland Ce- 
ment and Bituminous Concrete, 

Three new subcommittees have 
been formed to deal with construc- 
tion equipment, maintenance equip- 
ment and the appraisal of new 
highway materials. Another sub- 
committee which was activated 
earlier and is continuing its work 
is the Subcommittee on Standard 


of the affiliation of the Construc- 
tion Industry Manufacturers Assn. 
as ARBA’s Manufacturers Division. 

Approval of a proposal that 
ARBA assume responsibility for 
a share in the fiscal 1962 fund- 
raising program for the Better 
Highways Information Founda- 
tion. 

Agreement that ARBA should 
defer action leading toward the 
acquisition of real estate at this 
time, 


Missouri Adopts 
Point System 


As a result of Gov. John M. Dal- 
ton’s efforts to promote safety on 
Missouri highways and reduce fa- 
talities, the state now has a point 


New 


Fruehauf 


system for automobile drivers, 

Although the measure was sign- 
ed into law July 24, it doesn’t be- 
come effective until Oct. 13. It pro- 
vides demerits for various moving 
offenses. 

Accumulation of eight points in 
18 months will cause suspension of 
the driver’s license for not less than 
30 days. If a driver collects 12 
points in 12 months, 18 in 24 months 
or 24 in 36 months, his license will 
be revoked. 


N.Y. to Tape 
Driver Records 


Driving records of New York 
State’s 7% million licensed drivers 
will be stored on magnetic tape 
to permit faster checks, William 
S. Hults, state motor vehicles com- 
missioner, reported. 

He said the tape would store 
electronic impulses that would pro- 
duce data on a card when needed. 
The system, which will be in opera- 
tion by the end of 1963, will enable 
clerks to produce a full record of 
an individual driver almost im- 
mediately, an aide said. 

Under the present system, he 
said, the data must be copied from 
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Salt Lake City Warns 
Owners of Lowered Cars 


Salt Lake City traffic officers 
have begun citing drivers whose 
vehicles are “drastically” in vi- 
olation of the new state law pro- 
hibiting the mechanical lowering 
of motor vehicles. 

Assistant Chief of Police L. A. 
Youngberg said verbal warnings 
will be given at the outset to 
motorists whose vehicles are 
“borderline or not sharply” in 
violation. 





department records and, because of 
a backlog of work, it takes up to 
four weeks to comply with requests 
of law-enforcement officials and 
others for a complete copy of a 
driver’s record. 

* co of 


Ford of Canada Doubles 


Rebate on Training Cars 
Ford Motor Co. of Canada, Ltd., 
will double the allowance given to 
dealers for cars loaned, leased or 
sold for driver training courses 


39 


service clubs and public service or- 
ganizations, 

John D. King, marketing vice- 
president, said that their allowance 
on driver-training vehicles has been 
increased from $125 to $250 per ve- 


Quick Check 


Computer to Sift Records 


Of New York Drivers 


A specially designed computer 
will be used by the State of New 
York to keep tabs on its seven mil- 
lion drivers, 

The computer will keep a taped 
record of every driver and will help 
prevent drivers from owning more 
than one license illegally and bar 
incompetents from obtaining re- 
newals. 

An aide in the Motor Vehicle De- 
partment said that hand-filing 
sometimes required four months of 
checking to determine whether a 
driver had acquired enough traffic 
violations to bring a suspension. 

The new computer can check the 
record of each of the state’s seven 
million drivers in 15 hours, and will 
bring each one’s record up to date 


sponsored by high schools, colleges, | every week, he said. 
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. Short-Span Bridges. 

ill Concern about administrative 
st matters was reflected in a set of 
7 recommendations for the San Fran- 
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cisco convention, to be held in 
March, 1962, submitted to the board 
by the Convention Advisory Com- 
mittee, headed by E. S. Preston, 
Ohio director of highways. 

The Advisory Committee urged 
that the modernization of the 
highway industry be used as the 
general theme of the convention, 
with the program set up to cover 
all phases of construction and ad- 
ministration, 

Concern was also evidenced in 
the legislative report by Deputy 
Executive Vice-President Burton 
F. Miller, who warned that serious 
legislative problems 100m ahead. 


Truck 
Win 


Customer 
Acceptance! 


Miller stressed that many Congress- | , 


men are insisting that the Federal- 
aid airport program be subject to 
annual review by the Appropria- 
tions Committees. This point of 
view, he said, not only jeopardizes 
the airport program but also pre- 
sents a means of attacking the 
highway program. 

In addition to laying plans for 
the 1962 San Francisco convention, 


the board also approved a recom-|, 


mendation that the 1967 convention 
be held at Miami Beach. Other con- 
vention sites, previously selected, 
are 1963, Chicago (Road Show); 
1964, New Orleans; 1965, Washing- 
ton, and 1966, Denver. 

Other action by the board in- 
cluded: 

Approval of a 10-year extension 


Denver Orders 
Laminated Glass 
On Police Chevys 


DENVER.—Denver Safety Man- 
ager John M. Schooley voiced 
threats of a legal fight if 45 Chev- 
rolets purchased for the police de- 
partment don’t have laminated 
glass in all windows. 

But Schooley needn’t have sound- 
ed off, said a Chevrolet spokesman, 


* because a factory-installed option 


on laminated glass is available to 
one and all. 

The 45 patrol cars equipped with 
laminated sidelights are to be de- 
livered here this week. 

Schooley criticized the auto man- 
ufacturers for changing from lami- 
nated to tempered glass in side 
windows without informing the 
public of the differences between 
the two. 

Schooley said he would not sub- 
ject policemen to the possibility of 
serious injury by using glass “which 
has no proven safety factor.” 
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The new 1961 Fruehauf Aluminum VolumexxVan Truck Bodies are joining 
fleets all across America. They are ready to help you earn more, too! See the 
first and only truck body built to the strength of a Trailer at your local Fruehauf 
Branch. 

Aluminum VolumexxVan Truck Bodies are easily and quickly assembled, 
either at your Fruehauf Branch or in your own shop. Your choice of weight- 
saving aluminum beaded panel or exterior post design. Wide choice of doors, 
options and lengths to fit your hauling needs. 






RUEHAUF | 
TRUCK BODIES | 


“ENGINEERED TRANSPORTATION” — The Key to Transportation Savings 


Name 


FRUEHAUF TRAILER COMPANY 
oe os 10952 Harper Avenue @ 


Please send me complete information on your Trailer-Strong 1961 Volume yx Van 
Truck body. 


Detroit 32, Michigan 





(please print) 





Company 
Address 








City 


State 


40 





New Home of Ferman Oldsmobile— 


A new-car oasis in a tropical setting is the new showroom and service arena of 
Ferman Oldsmobile, Tampa, Fla, James L. Ferman, owner, has more than tripled pre- 
vious downtown facilities, added new personnel and rolled out a red carpet on the 
patio showroom floor. There are more than 4,000 square feet of outdoor new-car dis- 
play space. The all-new service facilities occupy more than 5,000 square feet. Sales 
and administrative offices and customer's lounge are air conditioned. 


“DONT 
Te 
nA 
CHARITY, 


GEORGE!”’ 
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Bulletin Board 


Fuel Pumps 


A pocket-size booklet describing 
the six common causes of fuel 
pump failures and listing features 
of the Capac fuel pump — eight 
pages, free. Wells Mfg. Corp., Fond 
du Lac, Wis. 


* * * 


Patent Information 


“Obtaining Information from 
Patents” and “Answers to Ques- 
tions Frequently Asked About Pat- 
ents”—free, Copies available from 
Commerce Department field offices 
or from Office of Information Serv- 
ices, United States Commerce De- 
partment, Washington 25, D, C. 

i 


Muffler Sales Aids 


Catalog containing listings of 
more than 30 sales and merchan- 
dising aids—eight pages, free. Merit 
Muffler Division, 619 Smith St., 
Toledo 1, O. 


* * * 


Parts for Small Engines 


Catalog on fast-moving original- 








equipment parts for small engines, 
including Briggs & Stratton, Clin- 
ton Engines and Lauson-Power 
Products — free. Automotive Elec- 
tric Assn., 16223 Meyers Rd., De- 
troit, Mich. 


* * * 


Power Gate Booklet 
Proven Cost Savings in Handling 
with Daybrook Power Gates, a 20- 
page booklet explaining how the 


power gate can reduce costs per 


New Highway Bill 
Called Unfair 


DENVER —The newly passed 
Federal highway legislation came 
under fire here from a top Official 
of the trucking industry. 

Neil J. Curry, executive commit- 
tee chairman pro tem of the Ameri- 
can Trucking Assn., said the truck- 
ing industry will have to pay an 
“unjustified share” of the 41,000- 
mile interstate highway program. 


“Contributions to the United Fund are really investments! Sure, charity takes the edge off hunger 
and misery. And that’s necessary. But the agencies of the United Fund go way beyond that. They give 
the help that gets people back on their feet, makes them productive members of the community 

again. So it makes good sense to give the United Way—as an investment in a stronger, more prosper- 
ous community. Besides, that’s the American way: to take care of our own, right at home. Our company 
makes a contribution, urges its employees to join in and makes it convenient through payroll payments. 
This once-a-year appeal cuts down the confusion of separate drives, too. It’s more than a charity, George. 


It’s an investment—and a duty—for your business and mine!” GJVE THE UNITED WAY 





stop by increasing the number of 
stops per day that one delivery 
unit can make—free. Equipment 
Division, Young Spring & Wire 
Corp., Bowling Green, O. 

Bg aa * 


ASTM Publications List 


ASTM publications list—62 pages, 
free, American Society for Testing 
Materials, 1916 Race St., Philadel- 
phia 3, Pa. 


* * *x 


Booklet on Refinishing 


Practical Tips for Better Auto- 
mobile Finishing, a 24-page booklet 
on automobile refinishing and 
spray painting technique—free. H. 
Forsberg Co., 5103 Lakeside Ave., 
Cleveland, O. 


* * * 


Brake-Shoe Guide 


An illustrated catalog listing all 
cars and light trucks alphabetically 
and numerically, for brake-shoe ex- 
changes—24 pages, free. Gatke 
Corp., 228 N. LaSalle St., Chicago 1, 
Til. 

7 * * 
Spray Equipment 

A catalog of airless spray equip- 
ment—free. DeVilbiss Co., Toledo 
1, ©. 

* ca * 


Vanderbilt Tire Facts 


Illustrated pocket-size booklet, 
Tire Facts, describing the complete 
Vanderbilt tire line and the firm’s 
various dealer aids—16 pages, free. 
James Robinson, Vanderbilt Rubber 
Co., Inc., 404 Fifth Ave., New York 
18, N. Y. 


* * * 


Directory of Associations 

A revised edition of the Com- 
merce Department’s publication, 
“Directory of National Associations 
of Businessmen, 1961” — 81 pages, 
50 cents. Michigan Commerce Of- 
fice, 438 Federal Building, Detroit 
26, Mich. 


* * * 
Materials Handling 


A condensed catalog (Bulletin 
SU 4070) covering the complete line 
of Clark fork trucks, powered hand 
trucks, straddle carriers, towing 
tractors, attachments and container 
handling equipment—20 pages, free. 
Industrial Truck Division, Clark 
Equipment Co., Battle Creek, Mich. 


* * * 


Sales, Service Tips 


A 16-page book, Tips For Better 
Sales & Service has been published 
by Dill Mfg. Co., a subsidiary of 
Eaton Mfg. Co. Free copies may 
be obtained from Dill, 700 E. 82nd 
St., Cleveland 3, O. 


Dealer Expansions 


Imperial Motors Remodels 


GRAND RAPIDS, Mich.—Impe- 
rial Motors, Inc. (Chrysler-Plym- 
outh-Imperial), 60 Sheldon Ave. 
S.E., has started an extensive re- 
modelling program which will sub- 
Stantially increase the size of the 
showroom and parts department, 
according to George H. Weiss, 
president. 





* * * 


Downtown Deal Enlarged 


PHOENIX. — Rudolph Chevro- 
let has remodelled its downtown 
Showroom and service facilities 
at Fourth St.:and Adams and has 
moved its truck center to the ex- 
panded downtown site. The truck 
center formerly was in South 
Phoenix. Bill Waddoups jr. is 
president of the dealership. 


e's * 


Lyndale Rambler Expands 


MINNEAPOLIS.—Lyndale Auto- 
motive (Rambler) has completed 
a $50,000 expansion and moderniza- 
tion of its facilities at 3610 Lyn- 
dale Ave. S., according to Robert 
Embertson jr., president. 

* * * 


Dunham GMC Expanding 


BIRMINGHAM, Ala. — Dunham 
GMC Co. has announced an expan- 
sion program to cost more than 
$200,000. This program involves the 
purchase of the concern’s present 
building, a used-truck jot next door 
and a half block across the street 
from the present site. The new dis- 
play room and a warehouse for 
trucks will be added, the firm said. 
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Steady Rise in 62 Forecast in U. S., Canada... 
a ee 


Comeback Seen for British Cars 


By Gordon McCaffrey 
Staff Correspondent 


TORONTO.—This time next year 
British cars will be selling in Can- 
ada and the United States as well 
as they did before the arrival of 
the North American compacts, an 
English manufacturer forecasts. 

This would mean annual sales 
in Canada of about 48,000 British 
motor vehicles, 1958’s total. Ca- 
nadian vehicle production that 

ear was 359,000, or about seven 
times the British imports. 

“We don’t expect to capture the 
market we had in the freak years 
of 1959 and 1960, but we do feel 
there is a good market here for 
our sedans and sports cars,” said 
Donald G. Stokes, president of the 
British Society of Motor Manufac- 
turers & Traders, Ltd. He also is 
sales manager of Leyland Motors, 
Ltd., which recently bought Stan- 
dard Triumph International, Ltd. 
(Triumph sports cars and Herald 
and Vanguard cars). 

Imports of British vehicles reach- 
ed a peak of 95,955 units last year. 
They have dropped since last De- 
cember, when the Canadian gov- 
ernment revalued British cars for 
import duty. This move added $100 
to $180 on the price tags of the 
most popular models. 

North America is a market of 
moods, Stokes feels. 

“When the compacts came out, 
everybody wanted to try them 
out,” he observed. “We couldn’t 
expect the halcyon days of the 
late 1950s to continue, but our 





Cross, Albertson 
Head Dealer Units 


In S. California 


LOS ANGELES. — Members of 
the Los Angeles Motor Car Dealers 
Assn. and the Motor Car Dealers 
Assn. of Southern California elect- 
ed officers at their joint meeting at 
the Ambassador Hotel. 

An Oldsmobile dealer was named 
president of each group. Wilson H. 
Albertson heads the Los Angeles 
dealers, and Jim Cross was elected 
by the Southern California Associa- 
tion. 

Other officers of the Los Angeles 
unit are Ray D. Wilson (Chevro- 
let), vice-president; Douglas Doan 
(Ford), secretary, and Warren 
Biggs (Chevrolet), treasurer. 

Directors, in addition to the offi- 
cers, are Frank French (Stude- 
baker), Phil Hall (Buick), Irvin 
Kaiser (Oldsmobile), J. F. O’Con- 
nor sr. (Lincoln-Mercury) and 
Clarence R. Walker (Rambler). 

The Southern California group 
elected C. D. Cone (Chevrolet), 
vice-president; Douglas Doan 
(Ford), secretary, and William 
Symes (Cadillac), treasurer. 

Other directors are John Hessell 
(Chevrolet), Joe Phillips (Plym- 
outh), Kenn Sopp (Chevrolet), Dick 
Browning (Oldsmobile), Charles 
Soderstrom (Ford), Don Clark 
(Buick-Oldsmobile), Clifford B. 
Murphy (Oldsmobile) and Ray D. 
Wilson (Chevrolet). 

Also, William L. Morris (Chev- 
rolet-Oldsmobile), Harley Dold 
(Plymouth - International - Willys), 
J. D. Morris (Studebaker), Charles 
W. Dutton (Oldsmobile-Cadillac- 
GMC), George Nichols (Pontiac), 
Robert B. Johnson (Ford) and 
Shelton B. Washburn (Chevrolet). 





VW Dealership Total 
Boosted 7.5 Pereent 


ENGLEWOOD CLIFFS, N. J. 
—Volkswagen of America report- 
ed a 7.5 percent increase in au- 
thorized Volkswagen dealerships 
in this country during the first 
six months of 1961. 

This brought the total number 
of Volkswagen dealers to 612 as 
of June 30, an increase of 43 from 
the 569 dealerships at the begin- 
ning of the year. Total dealer and 
distributor investment in sales, 
service and warehouse facilities 








now exceeds $100 million, accord- 
ing to Volkswagen of America. 





sales are now starting to come 
back.” 

Sales of the Leyland group’s 
sports cars this year are running 
at record levels in Chicago, Detroit 
and on the East Coast of the U. S., 
Stokes said. 

Big aim of British automakers 
in years immediately ahead will 
be to get better performance out 


of engines that will remain about]... 


the present size, to make engines 
quieter, and to make cars more 
comfortable, said Alick S. Dick, 
managing director of Standard- 
Triumph International. 

Price-cutting by Canadian and 
American dealers in North Ameri- 
can-type cars is fantastic, Stokes 
said, and is far less prevalent 
among Canadian dealers in British 
imports. 

In Britain there is little price 
cutting used to sell cars, he add- 
ed. “There a dealer you buy from 
generally expects to be in busi- 
ness for many years.” 

In Canada, he said, a person may 
buy from an auto dealer one day 


and an entirely different type of 
business may have started con- 
struction on the dealer’s site the 
next. 

Britain is looking to the Euro- 
pean Common Market as “another 
United States,” he said. 

“The United Kingdom has never 
objected to Canada’s having eco- 
nomic ties with the United States 
and we’re bending over back- 
wards to see that British Common- 
wealth interests are consulted— 
more than you consulted with us 
when you made ties with the U. S.” 

British car makers are willing 

to buy Canadian parts—as sug- 
gested by the Bladen Royal Com- 
mission report last month—“if 
they meet our specifications and 
are competitive,” Stokes said. 

Britain’s car industry—much of it 
now working overtime—is as up- 
to-date as the best in Detroit, he 
added. 

Stokes’ first impression of North 
America: 

“It won’t be long before every- 
body here will have three cars.” 








British Visitors— 


A steady increase in the sale of British 
cars in the United States and Canada in 
1962 was forecast by two British auto 
executives on a visit to Canada. They are 
Alick S. Dick, left, managing director, 
Standard Triumph International, Ltd., and 
Donald Stokes, president, Society of Motor 
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Job-Idea Milestone 
At Delco-Remy 


ANDERSON, Ind. — Delco-Remy, 
the first General Motors Division 
to start an employe suggestion pro- 
gram and one of the first industries 
in the nation to seek employe ideas 
about job improvements in an or- 
ganized way, is observing the 40th 
anniversary of the program. 

Through the years, more than $2 
million has been paid by Delco- 
Remy as suggestion awards, The 
first suggestion box wag hung out 
at Delco-Remy in 1921, The man 
who initiated it was a young engi- 
neer, Charles E. Wilson, just start- 
ing his GM career in Anderson. 
Twenty-one years later, as GM 
president, he set up a similar plan 
for all GM operations, 

Since the program was formal- 
ized on a corporation-wide basis in 
1942, a total of 129,499 suggestions 
have been submitted by Delco- 
Remy people. About one of every 
four, or 31,176 of these suggestions, 
were accepted and paid for in 
amounts ranging from the $10 min- 


Manufacturers & Traders, Ltd., London,| imum to the present $5,000 maxi- 


and general sales manager, Leyland Mo- 
tors, Ltd. 


mum. These 31,176 ideas earned em- 
'ployes total awards of $1,698,367. 





_ “Gar Wood stands solidily 
behind us...and has | 
for more than 30 years!” 


says Bill Way, Rodenfels Chevrolet Co., Columbus, Ohio 


"¥; 
af, 


From left: Tom Rooney, Superintendent of Equipment, Franklin County Engineers; Bill Way, Truck 


Manager, Rodenfels Chevrolet Co.; Otto Schodorf, Jr., Columbus Gar Wood -St.Paul Distributor. 


The Rodenfels Chevrolet Co. of Columbus has been doing 
profitable business with their Gar Wood-St. Paul distributor 
for more than 30 years. Truck Manager Bill Way can 


tell you why: 


“Our Gar Wood -St. Paul distributor helps us sell and 
deliver a completely equipped truck, ready to go to work. 
This means more profit for us, and greater satisfaction for 
the customer because the truck and equipment are matched 


for his particular job. 


“This kind of help makes a big difference. Our distrib- 
utor has helped considerably in making repeat sales to 





satisfied customers such a big part of our business.” 

To even further expand service facilities, Gar Wood’s 
Columbus distributor, the Schodorf Truck Body Co., is 
beginning construction of a new 32,000-square-foot plant 


on a plot of 6 acres. 


Exceptional service—before, during and after the sale— 
is standard practice throughout the nation-wide network 
of Gar Wood -St.Paul distributors. One of these top truck 
equipment specialists is headquartered in your area with 
the most advanced line of truck equipment on the market. 


Call him soon. 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan « 


Richmond, California 


Plants in Wayne and Ypsilanti, Mich. e Findlay, Ohio © Mattoon, Ill, © Richmond, Calif. e Exeter, Penna. 








Gar Wood - St. Paul 
Hi-Lifts 





Gar Wood - St. Paul 
Frate-Gates 





Hoists 


Gar Wood - St. Paul 


& Bodies 
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nesses, fewer than 15 percent were| one of the widest bright mills in 
justified complaints against the|the aluminum industry, a 66-inch 
business. cold-rolling mill for producing 

This was included in a report of| bright-finished sheet. A 36,000- 
the 1960 activities of the Better | square-foot building to house the 
Business Bureau of Greater St.|new mill and related equipment 
Louis. John L., O’Brien, president | will be erected at the southern end 
and general manager, said com-|of the plant, he said, and another 
plaints against St. Louis businesses| mill stand will be added to the 
was below the average for all BBB| present hot strip mill. 


cities. ee 
Auto Radio Sales Up 


WASHINGTON.—The Bureau of 
the Census reported that shipments 
of auto radios in 1960 totalled 5,959,- 
000 with a value of $142,517,000, 
compared with 1959 shipments of 
5,656,000 units valued at $132,637,000, 

* * - 


New Vehicle for U. S. Army 
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ATA Aide Raps 
Reparations Bill 


WASHINGTON. — Enactment of 
a bill to impose a freight-bill repa- 
rations provision on regulated 
trucking companies would “only 
have the effect of further weaken- 
ing” the nation’s vital common car- 
rier system, a House subcommittee 
was told. 

Testifying on behalf of the organ- 
ized trucking industry, James F. 
Fort, public affairs counsel of the 
American Trucking Assns., said the 
proposed bill would cause an “astro- 
nomical increase” in trucking firms’ 








Capsule Reports ... 


Auto News in Brief 


ident, and Car] Cannata, president 
of Valley Plymouth, Reseda, treas- 
urer. 

Two new members elected direc- 
tors are Stanley O. Walker, pres- 
ident of North Star Motors, Los 
Angeles, and Ray Vane, president 
of Ray Vane, Inc., Inglewood, Joel 
Darner, president of Darner Plym- 
outh Center, Mesa, Ariz., was elect- 
ed to the board to represent Ari- 





WASHINGTON. — The manufac- 
turers’ excise tax on automobile 
parts or accessories applies to cer- 
tain “retractable stabilizing or sup- 
porting jacks” which are designed 
to be attached to and used in con- 
nection with automobile truck 
chassis or bodies on which there 
is mounted special equipment, such 
as power derricks, ladders, towers 
or earth borers. 













1,350 Imported Cars Landed 


At Long Beach in Month 


LONG BEACH, Calif.—A total of 
1,350 foreign cars were imported 
through Long Beach in May, ac- 
cording to the Operations Division 
of the Long Beach Harbor Depart- 





expenses without affording any sig- 
nificant benefits for the vast ma- 
jority of shippers. 

Fort said the trucking industry 
is composed of “many, many thou- 
sands” of companies, most of which 
are very small and which have 
“neither the technical assistance 
nor the financial background to 
weather the strains” which a pro- 
vision requiring them to refund 
money retroactively to shippers 
would place upon them. 


cluding the jacks. 
* * * 


Elect Gordon President 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 








NEW, SIMPLIFIED INSTALLATION 


TULSA. 


FRONT MOUNTED WINCH 
FOR CHEVROLET & GMC 


Save installation time ... retain original factory design of your 
truck by using the new, SIMPLIFIED Tulsa front mounted winch 
kit. You do NOT need to cut bumper or remove torsion bar with 
this compact, sturdy winch installation. And you have lower fuel 
bills because it takes less power to move any Joad, hence, Jonger 
engine life! 


Installation kit comes COM- 
PLETE with 8,000 Ib. capacity 
winch, Power Take-Off and 
drive group; bumper braces, 
4-way roller assembly, all 


necessary nuts and bolts and 
complete instructions. 








WRITE for information bulletin 
CF5C-61 today! 


TULSA PRODUCTS DIVISION 


VICKERS INCORPORATED 
Division of Sperry Rand Corporation 
731 EAST FIRST STREET 


DEPT. AN TULSA, OKLAHOMA 


The excise tax, according to the 
Internal Revenue Service (Rev. 
Rul. 61-98), applies to the total sale 
price of the chassis and bodies in- 


Los Angeles Plymouth Dealers 


LOS ANGELES.—The Plymouth 
Dealers Assn, of the Los Angeles 
Region has elected W. J. Gordon, 
president of John Schleifer, Inc., 
Huntington Park, president; C. D. 
Colley, president of Colley Plym- 
outh Center, Los Angeles, vice-pres- 


1 















zona dealers, 
* * ok 


Spanish Auto Production 


To Be Boosted 16 Pct. 


ZURICH, Switzerland. — Spain 
will increase automobile production 
16 percent to 75,000 units annually 
by 1962, according to reports reach- 
ing here. 

This is expected to be enough to 
satisfy domestic demand. Spain has 
been building automobiles for eight 
years, Most popular model is the 
“SEAT,” manufactured under Fiat 
license. The DKW is to be built this 
year and a production of 5,000 an- 
nually is forecast, 

Ke o* * 


6,000 Smoggy Vehicles 


Counted in Philadelphia 


PHILADELPHIA. — The City 
Health Department announced that 
more than 6,000 vehicles are oper- 
ating in violation of the city’s air 
pollution control regulations. 

Raymond Smith, head of the air 
pollution control section, said more 
than 70,000 automobiles, trucks and 
buses were checked. The largest 
percentage of violations were 
among trucks, he said. 

* *~ * 


Fisher-Norwalk Closes 


After 52-Year Span 


NORWALK, O.—Fisher-Norwalk 
Co., with the end of ’61 production, 
has ceased operations after 52 
years. 

The two plants operated by the 
company, one less than three years 
old, are offered for sale, The firm 
at one time had exclusive contracts 
for carpeting for all General Mo- 
tors automobiles. 

* * * 


Cadillacs Offered as Prizes 

BOSTON.—The B. C. Morton Or- 
ganization, a mutual funds and in- 
sured savings firm, has contracted 
with Cadillac Automobile Co. of 
Boston to provide a.minimum of 
10 new Cadillacs as top prizes for 
B. C. Morton salesmen in 1962, ac- 
cording to Peter Fuller, dealership 
president. 

* * * 


15 Pct. of Auto Complaints 


Justified, St. Louis BBB Says 


ST. LOUIS.—In spite of the fact 
that the Better Business Bureau re- 
ceived 6,924 calls relating to auto- 
motive sales and service, of a total 
of 33,513 inquiries on 15 other busi- 


House Hearings Set 
On SBIC Aid Measure 


WASHINGTON. — Rep. Wright 
Patman, Texas Democrat, chairman 
of the House Banking and Cur- 
rency Subcommittee, has announc- 
ed opening of hearings on legisla- 
tion to encourage further the 
formation and growth of small- 
business investment companies. 

Patman said recent growth of 
small-business investment com- 
panies has been encouraging, “but 
even with that growth, 90 percent 
of these companies are.operating 
with slightly more than tle $300,000 
minimum capital required under 
the 1958 Small Business Investment 
Act.” 

“This igs not enough to do the 
job for small business that Con- 
gress intended,” he said. 

The legislation would increase 
from $150,000 to $1 million the 
amount the Small Business Admin- 
istration could advance to an SBIC 
as initial capital, providing the ad- 
vance is matched by private funds. 
This would produce working capital 
of $2 million, putting SBIC’s on a 
sounder operating basis, it was 
said. 


ment. 

Included were: Volkswagen, 1,089; 
Karmann-Ghia, 100; Austin, 81; 
Jaguar, 47; MG, 21; Sunbeam, 11, 
and Vauxhall, 1, 

* * 


* 
Million Pounds of Can Stock 


Rolled in 8 Hours at Reynolds 


SHEFFIELD, Ala.—A total of 1.3 
million pounds of aluminum can 
sheet has been rolled in one eight- 
hour shift at Reynolds Metals Co.’s 
alloys plant here, The can stock 
run was on the plant’s new alumi- 
num rolling hot line. 

From the hot line, the can sheet 
coils move to the cold-rolling mills 
and then to a complex of special- 
ized finishing and packaging equip- 
ment, The 48-inch-wide finishing 
equipment operates at speeds up to 
600 feet per minute. It trims, flat- 
tens and shears and also classifies, 
cleans and piles the aluminum can 
stock sheets automatically, 

* * cd 


Reed-Fennell Delivers 


120 Plymouths to Police 


DENVER.—Reed-Fennell Motors 
Co., Denver, has delivered 120 pa- 
trol cars to the Colorado State Pa- 
trol under the norma] fleet replace- 
ment program, according to James 
Fennell of the dealership. 

The Pursuit Special Plymouths 
are equipped with high-horsepower 
engines and heavy-duty transmis- 
sions, Fennell said. 

ok * * 


Olin Mathieson to Expand 


Ohio Aluminum Rolling Mill 


NEW YORK. — Olin Mathieson 
Chemical Corp. has announced a 
multimillion-dollar expansion pro- 
gram at its Omal (O.) aluminum 
rolling mill. 

Milton L. Herzog, general man- 
ager of the Metals Division, said 
facilities to be added will include 


Court Criticizes 
Ford, Attorneys 
In Crash Case 


MEMPHIS.—Ford Motor Co, and 
its Memphis attorneys have been 
criticized by the State Court of Ap- 
peals on the ground that they tried 
to cover up details of a highway 
crash in which four persons were 
injured. The crash occurred June 
17, 1959,, near New Albany, Miss. 

According to the court decision, 
the case involves a Ford employe 
who came to Memphis from Michi- 
gan, borrowed a car registered to 
“Mercury - Edsel Division,” picked 
up a woman in a night spot, got 
drunk, was involved in a crash, 
left the scene and next day drove 
the car to Tulsa and left it. 

The man was identified as James 
Robert Smith, He is no longer with 
Ford. The woman has not been 
identified. Smith said she was driv- 
ing the car, but said he did not 
know her name. 

The attorney for the injured per- 
sons filed a discovery petition seek- 
ing certain information from Ford, 
but the judge who heard the peti- 
tion allowed only part of the re- 
quested information, The appeals 
court ruled that the judge erred 
and ordered a new trial. 

At the new trial, the court di- 
rected a verdict in Ford’s favor. 
The judge held that Smith was not 
on company business at the time 
of the crash. 

The appeals court reversed that 
decision, saying that if the original 
judge had allowed the full discov- 
ery petition, it might have devel- 
oped that Smith was on company 
business. 

Ford took the appeal court’s rul- 
ing to the State Supreme Court. 
The high court upheld the appeals 
court. 





To Be Developed by Canada 


WASHINGTON. — An offer by 


the Canadian government to de- 
velop a small, tracked, lightweight 
vehicle for the United States Army 
has been announced by the Depart- 
ment of Defense. 


The one-half ton high-mobility 


carrier will be developed under the 
terms of the U. S. Army-Canadian 
Development Sharing Program. 
Gasoline-powered, with a 200-mile 
range, the unarmored vehicle will 
be designed to be used in airlift 
operations. 


PAIR S13Y 


FOR DEALERS WHO 


SELL FAMOUS FRAN 
“WEAR-GUARD” FILTERS 
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12 GIFT CERTIFICATES 
(Free with 12 Doz. Cartridges) 





RONSON C.F.L. MARK II SHAVER — 
America’s most wanted electric 
shaver is just one of the many na- 
tionally advertised gifts you can get 
ABSOLUTELY FREE in FRAM’S MIL- 
LION $$$ GIVEAWAY. Gifts are your 
reward for selling Fram ‘‘Wear-Guard” 
Filters—today’s fastest moving fil- 
ters— proved to trap up to 40% more 
dirt than any other filter tested. 


STOCK UP ON FRAM FILTERS 
GET FABULOUS FREE GIFTS! 


With every 24 Fram Filters you buy, 
your supplier gives you 2 Free Fram 
Gift Certificates. Redeem them im- 
mediately or save them for gifts of 
higher value. 


CLIP COUPON AND MAIL TODAY! 


FRAM CORPORATION 
DEPT. MG 
Providence 16, R. I. 


| want to get my share of Fram's 
Million $$$ Giveaway. Please send 
me catalog of free gifts. 


NAME 


ADDRESS 


CITY ZONE STATE 


MY SUPPLIER’S NAME IS 
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Campaign by Renault... 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

An advertising campaign to sup- 
port Renault dealers in Southern 
California and Arizona is under- 
way, according to Jack Challender, 
regional manager for the French 
imported car company. 

A series of 440-line ads, to be 
extended over a 10-week period of 
weekly insertions in some markets 
and over a five-week period of in- 
sertions in other areas, is being 
placed via Needham, Louis & 
Brorby, agency for Renault South- 
ern California dealers. 

Newspapers scheduled are the 
Los Angeles Times, Examiner, 
Long Beach Independent-Press 
Telegram, San Diego Union-Trib- 
une, Phoenix Republic Gazette, 
Oceanside Blade-Tribune, Pasa- 
dena Independent-Star News, Riv- 
erside Press-Enterprise, San Ber- 
nardino Sun Telegram, San Fer- 
nando Valley Times Today, San 
Gabriel Valley Tribune, Santa Ana 
Register, Santa Barbara News 
Press, Santa Maria Times. 

Pomona Progress Bulletin, Bak- 
ersfield Californian, Hollywood 
Citizen News, Lancaster Antelope 
Valley Press, Tucson Star Citizen, 
Ventura Star-Free Press, Whittier 
News, Glendale News Press, Santa 
Monica Outlook, Redondo Breeze, 
Palm Springs Desert Sun, Prescott 
(Ariz.) Courier, Flagstaff (Ariz.) 
Daily Sun, Yuma (Ariz.) Sun ¢& 
Sentinel, and Hemet News. 

The ads will follow the “Sound 
Off For Savings Month” theme, 
devised by the agency on the 
famed “beep-beep-boop-boop” sound 
of Renault’s horns, The ads point 
out that the Dauphine model is 
more than ever a bargain with its 
new low price, four-doors, gas econ- 
omy providing up to 40 miles per 
gallon and 12 months or 12,000- 
mile warranty. 

The same theme will be used 
on a radio saturation schedule 
on two top Los Angeles stations, 
KFWB and KMPC, in which a 
new musical commercial has 
been produced by the agency 
utilizing the unique horn sounds 
as identifying symbols. The spots 
will be in 60-second and 30-second 
lengths and will carry individual 
dealer tags. 

A series of 60-second commer- 
cials has been taped for KTTV, to 
be aired on an intensive schedule 
during August and early Septem- 
ber. Dealer promotion material is 
being provided, and dealers are be- 
ing urged to tie in with their own 
advertising, Challender said. 

Further support for Renault sales 
activities is being provided by its 
new public relations agency, Philip 
Lesly Co., which began activities 
both nationally and _ regionally 
July 1, 

Challender said the current em- 
phasis for Renault sales is keyed 
to the fact that domestic cars are 
at the end of their annual run, 
whereas Renault does not make 
model changes of the scope prac- 
ticed domestically. Challender re- 
ports that while dealers have am- 
ple floor-stocks, demand for Re- 
nault has shown a marked im- 
provement during the past several 
months, 


Alcoa Cites Truckers 


The importance of the nation’s 
trucking industry is being signalled 
to Detroiters and visitors to the 
Motor City by 10 aluminum road- 
side signs erected by Aluminum Co. 
of America. 

Alcoa’s reminder that “Trucks 
Bring You Better Living” is em- 
blazoned in reflective panels on 
6 by 12-foot light metal bulletins, 
stationed at various high-density 
traffic points in the Detroit metro- 
politan area. 

This is the fourth year that Al- 
coa, a member of the American 
Trucking Association Foundation, 
has brought public attention to the 
Service provided by highway haul- 


ers, 
* * * 


Homrig Opens Own Agency 


Ralph Homrig, formerly man- 
ager of marketing services for 
Thomas J. Hubert Advertising, 
Cudahy, Wis., has opened his own 
agency, Ralph Homrig Advertising, 
offering consumer and _ industrial 
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advertising services and public re- 
lations. 


Offices are in the Prospect Build- 
ing, 2266 N. Prospect Ave., Milwau- 


kee 2, Wis. 
* * 


Bremerton Sun Aids Derby 


The Bremerton (Wash.) Sun 
helped sponsor the first annual 
Soap Box Derby in that city. Other 
sponsors were Kluge Chevrolet Co. 
and the United Veteran’s Council. 


As part of its participation, the 
Sun published a 16-page tabloid in- 
sert paper devoted entirely to the 
derby. 

* * * 


Farming Has New Face 


“Farming’s New Face,” a pres- 
entation giving farm marketing 
people a further insight into the 
attitudes, patterns and buying 
habits of today’s changing farm 
market, currently is being shown 
throughout the United States by 
Successful Farming, a publication 





of Meredith Publishing Co., Des 
Moines, 

The film, which was shown in 
Detroit last week, shows there are 
20 times as many farms as there 
are other manufacturing establish- 
ments in the U. S. Spending $39 
billion for the products of Amer- 
ican industry each year, farming 
also is one of the nation’s biggest 
customers. 

* * 


* 
New Guarantee for McCall’s 


McCall’s last week announced 
that by December the magazine 
would offer advertisers an eight- 
million copy guarantee with a 
seven-million rate base. 


* as ok 
New Ad Agency in Chicago 

Formation of a new advertising 
agency through the purchase of the 
Chicago office of Cunningham & 
Walsh, Inc., has been announced 
by Ivan Hill, president of the new 
firm. It will be called Hill, Rogers, 
Mason & Scott, Inc. 

The agency will handle the $5 
million to $7 million in accounts 
formerly serviced by Cunningham 
& Walsh’s Chicago office. 

Laurence W, Scott, executive 
vice-president; Sherman E. Rogers, 
creative services vice-president; 
Kenneth Mason, marketing services 


* 





Top Trucks 


*New-truck registrations for five months, 
plus 35 states for June: 


1961 1960 
Pos. Make Pos. 
1—131,065 Chev. 151,807— 1 
2—127,228 Ford 134,292— 2 
3— 45,233 Internat, 53,006— 3 
4— 30,129 GMC 37,068— 4 
5— 17,413 Dodge 20,354— 5 
6— 12,215 Willys 13,374— 6 
I— 5,957 White 1,352— 7 
8— 4,099 Mack 5,594— 8 
9— 2,587 Stude. 2,054— 9 
10— 815 DiamondT 1,319—10 
1l— 386 Brockway 563—11 
14,954 Misc. 21,062 
Tota] All Makes 
392,081 447,845 


Further details on Page 50. 
*—Connecticut not reported for April and 
May. 





vice-president, and Hill are all for- 
mer C & W employes. 
* * CJ 


4-A Booklet Published 

The American Assn. of Adver- 
tising Agencies is currently dis- 
tributing its AAAA Roster and 
Organizational booklet for 1961- 


62. 
The booklet alphabetically lists 
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the names of 338 association 
members, which place about 
three-fourths of all United States 

national advertising. 
The agencies also are listed 
geographically. 
* * * 


Personnel Changes 


Robert L. Parkin from advertis- 
ing and sales promotion coordina- 
tor for the Industria] Chemical Di- 
vision to the same position in 
Enjay Chemical Co.’s newly formed 
advertising and sales promotion or- 
ganization . . . Richard W. Judy 
from Ford Division’s public rela- 
tions staff in Dearborn to assist- 
ant Western public relations man- 
ager in charge of the Los Angeles 
public relations office. 


Three appointments at Prince & 
Co., Inc., Detroit and New York ad- 
vertising and sales promotion 
agency: William D. Hart from sec- 
retary to vice-president and chair- 
man of the Executive Committee; 
Joseph P. Wright from account su- 
pervisor to vice-president in charge 
of sales and creative activities and 
member of the Executive Commit- 
tee, and Fred A. Prince jr. from as- 
sistant secretary to secretary and 
member of the Executive Commit- 
tee. 


What are you missing if you can’t open this door? 


saving tax tips and hints that TBEA has cleared for you. 


You’re missing the latest information on what’s new in your 
industry! TBEA keeps you informed on new products, new 
methods, new applications with regularly issued news bulle- 
tins for members only # You're missing an invaluable oppor- 
tunity to compare industry practices with your own. Through 
TBEA you can find out how 


other businesses like your own 
are solving common problems 
of cost reduction, profitable 
business operation, salesman 


NADA Building 


turnover and commissions, and 


many others # You're missing 


ship. Iam a 


TBEA members where you 


could get advance information 


Name 


on new products and company 


policies. A tremendous oppor- 


Address. 


tunity to talk over what’s ahead 


and what to plan for with the 
leading manufacturers, distribu- 


City. 


State 


tors and suppliers of your indus- 


try = You’re missing the dollar- 


r 
| 
! 
| 
| 
! 
! 

out on closed door meetings of 
! 
! 
| 
! 
| 
| 
! 
! 
| 
l 
t 


Truck Body and Equipment Association, Inc. 


2000 K Street, N.W., Washington 6, D. C. 


Please send complete details on TBEA member- 
[] manufacturer 
C] supplier to the industry 


TBEA is the only organization that carries your message 
to Capitol Hill. The only association of distributors, manu- 
facturers, and suppliers in the truck equipment field that 
works full time for you ® Don’t miss these and the many 

further benefits of TBEA mem- 


0 distributor 


SS EE SS SE SS SS SY SD ND ce cD cemmee ema en 


bership any longer! This organi- 
zation helps every member of 
the truck body and equipment 
industry accomplish those im- 
portant aims that cannot be 
achieved by any single com- 
pany alone. Find out full details 
now. Mail the coupon today! 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and ’52s dropped in December, 1959. 


Figures alongside bars represent dollars. 









EDSEL — '59 Corsair (8) 4-dr., $1,290* 


’60 Thunderbird (8) 2-dr, hardtop, $2,- 
725* (ps); Galaxie (8) conv., $1,910* 
(ps), $1,890* (ps), $1,825* (ps); 4-dr, 
Victoria, $1,800* (ps), $1,750* (ps), 
$1,590*, $1,575* (ps); 2-dr, Victoria, 
$1,590* (ps); Galaxie (6) 2-dr., $1,. 
300; Fairlane 500 (8) 4-dr., $1,410"; 
2-dr., $1,250; Falcon (6) 4-dr., $1,. 
265*; 2-dr., $1,260; Custom 300 (8) 
2-dr., $1,235*, $1,235; Custom 300 (6) 
2-dr., $1,200*. 

’59 Galaxie (8) 2-dr, Victoria, $1,410* 
(ps), $1,400*; conv., $1,405* (ps); 4. 
dr. Victoria, $1,200* (ps); Country 
Sedan (8) 4-dr., $1,350*; Fairlane (8) 
2-dr., $1,000; Custom 300 (8) 2-dr., 
$965*; Custom 300 (6) 2-dr., $955, 
$930, $900, $850; Fairlane 500 (6) 4- 
dr., $900. 

’58 Country Sedan (8) 4-dr., $990*; Fair- 
lane 500 (8) conv., $975* (ps); 2-dr, 
Victoria, $850* (ps), $830*, 

’57 Fairlane 500 (8) conv., $875* (ps), 
$800* (ps); Country Sedan (8) 4-dr., 
$655*, $665*; Country Sedan (6) 4-dr., 
$600*; Ranch Wagon (8) 2-dr., $615, 
$565 (ps); Custom 300 (8) 4-dr., 
$570, $535*, $470*; 2-dr., $305*; Fair- 
lane (8) 2-dr, Victoria, $565* (ps). 

’54 Crest (8) 2-dr. Victoria, $300*. 

MERCURY—’61 Comet 2-dr., $1,850*. 

59 Monterey 4-dr., $1,200*, 

’58 Commuter 4-dr., $775. 

OLDSMOBILE—’60 (88) Super 4-dr, Holi- 
day, $2,300* (ps). 

"59 (88) 4-dr, Holiday, $1,750* (ps); 2- 
dr., $1,720* (ps), $1,590. 

"58 (88) 4-dr., $1,175*; 2-dr., $1,025. 





"61 "60 ("61 





, ’ ’ 
—" Say Aus. ’56 (88) 4-dr. Holiday, $450* (ps), 
to Date PLYMOUTH—’60 Fury (8) conv., $1,774* 







(ps); Belvedere (8) 4-dr, hardtop, $1,- 
175*; 2-dr., $1,085. 

"58 Belvedere (8) 2-dr., $750; Suburban 
(8) Custom 4-dr., $675. 

’57 Plaza (6) 4-dr., $380; 2-dr., $300*; 
Savoy (8) 4-dr., $250*. 





@ 1961, by Automotive News 


’57 Bel Air (8) sport coupe, $690*; Two- ’57 Firesweep 4-dr., $420*; 4-dr, hardtop, 
ten (8) station wagon 4-dr., $575*; 2- $400*. (ps). PONTIAC—’60 Ventura 4-dr, Vista, $2,- 
dr., $550*. DODGE—’60 Coronet (8) 4-dr., $1,810* ’58 Corsair (8) 2-dr, hardtop, $625* » 400* (ps). 
’56 Two-ten (6) station wagon 4-dr., (ps). (ps). 59 pga! oe Se ar” tein, (ps); 
$375. 59 Coronet (8) 2-dr., $1,350*, FORD—’61 Thunderbird (8) conv., $3,850* conv., , ps); Catalina sport 
(ps); 2-dr, hardtop, $3,350* (ps); Fal- coupe, $1,730* (ps), $1,490*, 


’58 Coronet (8) 2-dr., $725*. 
’57 Coronet (8) 2-dr., $425*, 


CHRYSLER—’55 NY 4-dr., $350* (ps). 
DeSOTO—’60 Firesweep 4-dr., $1,250*, 


con (6) 4-dr., $1,650. (Continued on Page 45, Col, 1) 


Tim Anspach Auto Auction, Sale every 
Monday, Prices are for sale of July 24. 
The market continued strong on all good 
grades. The 22 unsold cars were off grades 
or bum fixovers, Sold 100 cars from 122 


consignments. 
BUICK—’59 Electra 4-dr., $1,300* (ps). 
’5S Special 4-dr, Riviera, $850*, 
’56 RM 4-dr., $400* (ps). 
’55 Super 2-dr. Riviera, $210* (ps). 
CADILLAC—’57 (62) conv., $950* (ps). 


CHEVROLET—’61 Biscayne (6) 2-dr., $1,- 


950. 

760 Bel Air (8) 4-dr., $1,575*, $1,400; 
Bel Air (6) 4-dr., $1,200, $980* (ps). 
"59 Parkwood (6) 4-dr., $1,340; Impala 
(6) sport coupe, $1,260* (ps); Biscayne 
(6) 4-dr., $1,260; 2-dr., $1,035; Bel 
Air (8) 2-dr., $1,175*; Bel Air (6) 4- 

dr., $1,025, 

’58 Brookwood (8) 4-dr., $1,075", $850*; 
Bel Air (8) sport sedan, $1,000* (ps); 
4-dr., $820*; Biscayne (6) 4-dr., $950*; 
Nomad (8) 4-dr., $840*; Delray (6) 2- 
dr., $760, 

’57 Bel Air (6) sport coupe, $1,065; Bel 
Air (8) 2-dr., $861*; conv., $810*; 4- 
dr., $780*; Two-ten (8) 4-dr., $820*; 
Two-ten (6) 2-dr., $650. 

"56 Two-ten (6) 4-dr., $600*; sport se- 
dan, $565*; 2-dr., $520, $510, $325*; 
Two-ten (8) station wagon 2-dr., 
$450*; Bel Air (6) sport sedan, $590*; 
Bel Air (8) 2-dr., $550*; One-fifty (6) 
2-dr., $460. 

’55 Bel Air (6) conv., $520*; 2-dr., $370; 
4-dr., $310. 

’54 Bel Air (6) conv., $160*. 

’53 Two-ten 2-dr., $400. 

DeSOTO—’57 Fireflite 2-dr., $650*. 

EDSEL—’58 Ranger 4-dr., $450*. 

FORD—’60 Galaxie (8) conv., $1,900* 
(ps); starliner, $1,800; Fairlane 500 
(8) 2-dr., $1,425; Falcon (6) station 
wagon 2-dr., $1,100. 

59 Thunderbird (8) 2-dr., $2,150* (ps); 


Galaxie (8) 2-dr., $1,330*; Country 
Sedan (8) 4-dr., $1,300*; Custom (6) 
2-dr., $800. 


’58 Fairlane (8) conv,, $800* (ps); 2-dr., 
$700*; 4-dr., $650*; Custom (8) 2-dr., 
$570. 

’57 Fairlane 500 (8) conv., $850*, $725*; 
2-dr, Victoria, $710* (ps), $650*; 4-dr. 
Victoria, $700*; Country Sedan (8) 4- 


dr., 2 at $725*, $530* (ps); Country 
Squire (8) 4-dr., $710* (ps); Custom 
(6) 2-dr., $530; Custom (6) 2-dr., 
$310*. 
°56 Country Squire (8) 4-dr., $660*, 
$640*; Fairlane (8) conv., $540*, 
$510*. 
"55 Country Sedan (6) 4-dr., $410*, 
$230*; Custom (6) 2-dr,, $360; Fair- 


lane (6) 4-dr., $275*. 
’54 Ranch Wagon (6) 2-dr., $250. 
IMPERIAL — ’57 Crown conv., $1,100* 


(ps). 
OLDSMOBILE — ’60 (98) 4-dr. Holiday, 
$2,050* (ps). 
’58 (88) 4-dr., $1,125* (ps). 
’57 (88) 4-dr. Holiday, $835* (ps), $550*. 
PLYMOUTH—’60 Valiant (6) 4-dr., $1,250. 
’59 Savoy (6) 2-dr., $675, 
’58 Belvedere (8) 2-dr. hardtop, $575* 
(ps). 
"57 Savoy (6) 4-dr., $550*; Savoy (8) 
4-dr., $380*; Plaza (6) 2-dr., $530. 
56 Belvedere (8) conv., $440* (ps). 
55 Belvedere (6) 2-dr. hardtop, $200* 
(ps); conv., $150* (ps). 
PONTIAC—’55 Chieftain 4-dr., $115, 
MISCELLANEOUS—’ 59 Dodge %-ton pick- 
up, $850. 
’57 Ford Ranchero %-ton, $575, 
*54 GMC %-ton pickup, $135. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of July 26. 
BUICK—’59 Invicta 4-dr. hardtop, $1,650* 

(ps). 
*58 Century 4-dr. 
’55 Super 4-dr., 


$1,130* (ps). 
$305* (ps). 


CADILLAC—’'59 (62) 4-dr. hardtop, $2,- 
760* (ps), $2,650* (ps); conv., $2,- 
650* (ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 
145* (ps), $2,140* (ps); sport sedan, 
$1,840* (ps); Brookwood (8) 4-dr., 


$1,510, $1,510*; Bel Air (8) 2-dr., $1,- 
400; Bel Air (6) 4-dr., $1,380, 

59 Parkwood (8) 4-dr., $1,625* 
Impala (8) conv., $1,600* (ps), $1,- 
570* (ps); sport sedan, $1,585*, $1,- 
495* (ps); Impala (6) conv., $1,550* 
(ps), $1,440*; sport coupe, $1,380; Bel 
Air (8) 4-dr., $1,345*; 2-dr., $1,060. 

58 Bel Air (8) station wagon 4-dr., $1,- 
000; 4-dr., $800*; Bel Air (6) 2-dr., 
$910*; Delray (6) 2-dr., $700. 


(ps); 







MICHIGAN 


Public Auction Sale 


Mann’s Chevrolet 


Company 
420 W. Maumee St. 
ADRIAN, MICHIGAN 


THURSDAY, AUGUST 10TH 
10 A.M. Until Sold 


BUILDING 
140 x 65 plus 28 x 40 


PLUS LARGE SHOWROOM 
All Steel Roof, 
All Steel Supports 


TO BE REMOVED 
FROM PREMISES 


FIRST OFFERED IN PARTIAL, 
THEN OFFERED AS A WHOLE 
Also Contents of Building: 
5 Overhead Doors 
7 Overhead Gas Heaters 
Air Conditioners 
Lots of Showroom Glass 
Also Lots of Steel Window 
Sash 
Garage Equipment and 
Miscellaneous too 
Numerous to Mention 


Sale conducted by 
Montpelier Auto 


Auction Co. 


of Montpelier, O. 
PHONE 5935 


ALABAMA 











JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 








Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782! 

SALE EVERY TUESDAY 
11:00 A.M. 

George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our [5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
big, quality auction. Thursdays. 
W. Palm Beach Fairgrounds. 


MARYLAND 










eS 
BEL AIR—Bel Air Auto Auction. Ti- Crossroads : 
es, checks guaranteed. Cars group- 
ed. Thur.,12 noon. Established 1947 - + + where they meet . . . |/° 
buyers and sellers .. . new and 





the dealer auctions of the na- 






For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 


tion . . . and on the pages of 





Automotive News. t 












Auto Auction, Inc. 


@ Auto Auction Report Weekly. 
@ Big Jackpot Cash Prize. 
® Michigan's Fastest Dual Lane Sale. 


19745 Ralston, Detroit 3, Michigan 





M. D. McCollum, Vice-President and Manager 
3711 Western Road 








to Leading Auto Auctions. 








NEW JERSEY 


MICHIGAN 


St a t e i a i r Minutes from New York City 


Sly 





OF GREATER DETROIT 


@ Open Daily 9-5, 
Mon. 9 am-11 pm 
for Auction 





SALE 




















EVERY 
TUESDAY Reservations. 
AT 11 A.M. | ©@ Checks & Titles 
Guaranteed. EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


(Near Woodward & State Fair Aves.) 
TO 9-4660 


NOW! Special Truck Lane Insured By 
° Every Tuesday, 11 a.m. a eee 
EVERY TUESDAY AT NOON! 
ON ROUTE 46 


CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 





Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 


N-A-D-E 


TS 


oN) 


600 CARS|..>.. 


EVERY WEEK LANES 








Flint Auto Auction, Inc. NEW YORK 


FLINT, MICHIGAN 
Exclusively for Dealers 
“DUAL RING" 2 lines running simultane- 
ously, 
Conveniently located in the heart of the 
automobile world, 


Ten acres of completely fenced parking 
area, 

Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management, 


MICHIGAN'S FINEST SALE 
SALE EVERY WEDNESDAY 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 
TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 


mere Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 








Phone CEdar 2-3/8! 








U CA D, the Dealers’ Directory 
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i Used-Car Auction Prices 
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(Continued from Page 44) 


58 Chieftain 4-dr, Catalina, $1,010*, 

56 Star Chief 2-dr. Catalina, $330*, 
BLER—’59 American (8) Super sta- 
tion wagon 4-dr., $915. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Tues- 
Prices are for sale of July 25. Very 
active sale, Buyers in serious need of mer- 


chandise. Prices sti very firm. Sharp cars 
going top dollar. Sold 195 cars from 232 
consignments, 
pUICK—’59 Invicta 4-dr, hardtop, $1,395* 
(ps). 
158 Special 4-dr., $970* (ps); 2-dr., $520. 


57 Special 4-dr. Riviera, $700* (ps), 
$685* (ps); 4-dr., $635* (ps). 
56 Special Estate Wagon 4-dr., $525*; 


RM 4-dr. Riviera, $380* (ps). 

556 «Century 4-dr. Riviera, $410* 
Special 2-dr, Riviera, $280* (ps). 

54 Special 2-dr. Riviera, $100*. 
53 Super 4-dr., $200*, $135*, 

"49 Super conv., $135, 

CADILLAC—’60 deVille 2-dr. hardtop, $3,- 
750° (ps). 

58 (62) 2-dr. hardtop, $1,910* (ps). 

57 (62) 4-dr. hardtop, $1,420* (ps), 
$1,210* (ps); Sedan deVille, $1,175* 
(ps); (75) lMmousine, $1,310* (ps). 

56 (62) 4-dr., $920* (ps), $670* (ps). 

53 (62) 4-dr., $200* (ps). 

49 (61) 4-dr., $110*. 

(HEVROLET—’'61 Corvair 2-dr., $1,960*. 

60 Impala (8) sport sedan, $2,060* 
(ps); Nomad (8) 4-dr., $2,000* (ps); 
Bel Air (8) 4-dr., $1,545*, $1,540*, $1,- 
525*, $1,515", $1,460, $1,440*; 2-dr., 
$1,400; Brookwood (8) 4-dr., $1,445, 
$1,410, $1,360; Biscayne (6) 4-dr., $1,- 
295; Corvair (6) 2-dr., $1,280. 

59 Nomad (8) 4-dr., $1,460* (ps); Im- 
pala (8) sport coupe, $1,400*; 4-dr., 
$1,355* (ps); Parkwood (8) 4-dr., $1,- 
235, $1,230* (ps), $1,135*; Bel Air 
(8) 2-dr., $1,175*, $1,090*, $960, $940; 
4-dr., $1,150* (ps), $1,130, $1,125*, 
$1,099*, $1,070, 3 at $1,060*; Bel Air 
(6) 4-dr., $1,140* (ps), $1,115, 2 at 
$1,110* (ps), $945; Brookwood (6) 4- 
dr., $1,045* (ps); Biscayne (6) 4-dr., 
$895*. 

58 Impala (8) sport coupe, 61,175* (ps); 
Brookwood (6) 4-dr., $1,060* (ps), 
$850*; Yeoman (8) 4-dr., $615*, 

’57 Bel Air (8) sport coupe, $820*; sta- 
tion wagon 4-dr., $680* (ps); One-fifty 
(6) station wagon 2-dr., $550*. 

56 Bel Air (6) sport coupe, $525*; Two- 
ten (6) 4-dr., $450*, $440*, 

65 Two-ten (6) 4-dr., $350, $125; sta- 
tion wagon 4-dr., $310, $200*; Bel Air 
(6) 4-dr., $280* (ps). 

54 Bel Air (6) 2-dr., $100*. 

CHRYSLER—’57 NY 4-dr. hardtop, $885* 
(ps), $755* (ps). 

’56 Windsor 4-dr., $545* (ps). 

DeSOTO — '57 Firesweep 4-dr. 
$375*, 

56 Firedome 2-dr. hardtop, $460* (ps); 
4-dr., $100*; Fireflite 2-dr., $410*. 
DODGE — ’61 Pioneer (8) 2-dr. hardtop, 

$2,035* (ps). 

’57 Coronet (8) 4-dr., $525*. 

FORD—’61 Falcon (6) 2-dr., $1,890*. 
60 Thunderbird (8) 2-dr. hardtop, $2,- 


(Ps) ; 


hardtop, 


700* (ps); Falcon (6) 2-dr., $1,590, 
$1,245; Fairlane (8) 2-dr., $1,375* 
(ps); Fairlane 500 (8) 4-dr., $1,225*, 
$1,195", $1,190*, $1,160* (ps); 2-dr., 
$1,175. 


59 Thunderbird (8) 2-dr. hardtop, $2,- 
240* (ps), $2,040* (ps); Galaxie (8) 
conv., $1,575* (ps); 2-dr. Victoria, $1,- 
475* (ps), $1,450*; Fairlane (8) 2-dr., 
$1,055*, $1,050*; 4-dr., $1,050*, $1,- 
045*; Ranch Wagon (6) 2-dr., $1,030, 
$900; Custom 300 (8) 4-dr., $880*. 

'58 Custom 300 (8) 2-dr., $655*; Country 
Sedan (8) 4-dr., $565*; Ranch Wagon 
(6) 2-dr., $460*. 

'57 Country Sedan (8) 4-dr., $685* (ps); 
Ranch Wagon (6) 2-dr., $430*; Fair- 
lane 500 (8) 2-dr., $265*. 

‘66 Fairlane (8) 2-dr, Victoria, $390*; 
conv., $335* (ps); Custom (8) 2-dr., 
$380*, $190; 4-dr., $295; Country Sedan 
(8) 4-dr., $250*, 

‘55 Fairlane (8) 4-dr., $250*; Crown 
Victoria, $150* (ps); 2-dr., $165; Cus- 
tom (8) 2-dr., $200*. 

54 Crest (8) 2-dr. Victoria, $265*, $100. 

LINCOLN—’57 Capri 4-dr., $905* (ps). 

56 Premiere 4-dr., $435* (ps), $350* 
(ps). 

MERCURY — ’59 Monterey 4-dr. hardtop, 
$1,240* (ps), 

‘57 Monterey 2-dr. hardtop, $590* (ps), 
$380* (ps), $355*; Montclair 4-dr., 
$410* (ps). 

"53 Monterey 2-dr. hardtop, $100*. 

OLDSMOBILE—’59 (98) 4-dr, Holiday, $1,- 
725* (ps), $1,700* (ps), $1,695* (ps), 
$1,665* (ps), $1,660* (ps); (88) Super 
Fiesta 4-dr., $1,570* (ps); 2-dr, Holi- 
day, $1,435* (ps). 

"58 (88) 4-dr. Holiday, $1,120* (ps). 

"57 (88) 4-dr., $740* (ps). 

56 (88) Super 4-dr., $500* (ps); 4-dr. 
Holiday, $475* (ps); (88) 4-dr. Holi- 
day, $375* (ps). 

55 (88) 4-dr., $390*; Super (88) 4-dr., 
$285* (ps); 4-dr. Holiday, $245* (ps), 
$235* (ps). 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
200. 

‘59 Fury (8) 2-dr. hardtop, $1,210* (ps); 
Suburban (8) Custom 4-dr., 2 at $1,- 
100*; Savoy (8) 2-dr., $830*, $820*. 


‘58 Savoy (8) 4-dr., $655%; Belvedere 
(8) 2-dr. hardtop, $545*; Plaza (6) 
4-dr., $525*. 

"57 Belvedere (8) 4-dr., $475* (ps); 
Plaza (6) 4-dr., $305*; Savoy (8) 4- 
dr., $230. 


‘56 Savoy (8) 4-dr., $345*, 
‘55 Plaza (8) 2-dr., $150; Plaza (6) 4- 
dr., $120. 


"53 Cambridge (6) 4-dr., $110. 

PONTIAC—’59 Bonneville conv., $2,070* 
(ps); 4-dr. Vista, $1,545* (ps); Cat- 
alina conv., $1,480* (ps), 

‘58 Chieftain 4-dr., $885* (ps); 4-dr. 


Catalina, $720*. 
57 Chieftain 2-dr., $600*. 

56 Star Chief 4-dr. Catalina, $350*; 2- 
dr. Catalina, $305* (ps). 
55 Star Chief conv., $370* 
Catalina, $275* (ps), $275*, 

4-dr., $195* (ps). 
RAMBLER—’60 Super (6) station wagon, 
$1,030*, \ 
58 Custom (6) 4-dr., $700°. 
57 Custom (6) 4-dr., $740*. 


(ps); 2-dr. 
$265°* ; 


























STUDEBAKER—’59 Lark (6) 2-dr., $680. 
MISCELLANEOUS — ’59 Chevrolet 1-ton 


panel, $705. 
’568 Dodge 300 van, $835; Ford %-ton 
panel, $530. 


FLINT 


The Flint Auto Auction. Sale every Wed- 


nesday. Prices are for sale of July 26, The 
below units are bringing top prices with 
plenty of buyers. Sold 308 cars from 315 
consignments, 

BUICK—’61 LeSabre conv., $2,875* 


(ps), 
$2,865* (ps); 4-dr., $2,710* (ps); Es- 
tate Wagon 4-dr., $2,420* (ps). 

’60 Invicta 2-dr. hardtop, $2,405* (ps); 
conv., $2,200* (ps); LeSabre conv., 
$2,135*, 

’59 LeSabre 4-dr. hardtop, $1,690* (ps), 
$1,650* (ps); 4-dr., $1,405*; 2-dr. 
hardtop, $1,650* (ps), $1,550* (ps); 
2-dr., $1,515*; Invicta 2-dr, hardtop, 
$1,650° (ps). 

"58 Special 4-dr., $1,080* 
Riviera, $1,010* (ps). 

"57 Special 2-dr. Riviera, $690* (ps), 
$665*; 4-dr., $600*; Century 4-dr, Riv- 


(ps); 4-dr. 


iera, $640*; Super 4-dr., $615* (ps). 
"56 RM 2-dr. Riviera, $585*; Century 
conv., $515* (ps); Special 4-dr. Riv- 


iera, $505* (ps). 
’55 Special 2-dr. Riviera, $150. 
’41 Limited 4-dr., $330. 


CADILLAC—’60 (62) conv., $3,700* (ps); 


2-dr, hardtop, $3,500* (ps); de Ville 
4-dr. hardtop, $3,640* (ps). 
"59 (62) 4-dr. hardtop, $2,850 


(ps). 


’57 (62) Coupe de Ville, $1,350* (ps), 
$1,000*. 
CHEVROLET—’61 Impala (8) 2-dr., $2,- 
040°. 
‘60 Impala (8) sport coupe, $2,065* 
(ps), $2,000*; conv., $2,065* (ps), 


$1,930* (ps); Corvair (6) Monza 2-dr., 
$1,935*; Corvair 500 (6) 2-dr., $1,- 
315*; 4-dr., $1,175*; Brookwood (8) 
4-dr., $1,800*, $1,615; Bel Air (8) 
4-dr., $1,710*, $1,700* (ps), $1,630*, 
$1,600*; Biscayne (8) 4-dr., $1,515*, 
$1,370*; 2-dr., $1,455, $1,380, $1,270; 
Biscayne (6) 2-dr., $1,505*. 

"59 Impala (8) sport sedan, $1,565* 
(ps); Bel Air (8) 4-dr., $1,255* (ps); 
2-dr., $1,200*; Biscayne (8) 2-dr., $1,- 
200*, $1,120; Biscayne (6) 2-dr., $1,- 
145, $1,095, $1,050, $1,025; Brookwood 
(6) 4-dr., $1,070. 

’58 Impala (8) conv., $1,005* (ps), $1,- 
000* (ps); Biscayne (8) 2-dr., $880*, 
$875; 4-dr., $880*; Biscayne (6) 4-dr., 
$840*; 2-dr., $795; Delray (6) 2-dr., 
$850*, $845*; Yeoman (6) 2-dr., $700*; 
Bel Air (6) 2-dr., $650. 

’57 Bel Air (8) sport sedan, $950*, $900* 
(ps); station wagon 4-dr., $930* (ps); 
Two-ten (8) 4-dr. hardtop, $765; 4-dr., 
$725; station wagon 4-dr., $725, $585*; 


Two-ten (6) 2-dr., $725, 
’56 Two-ten (8) 2-dr., $525*; 4-dr., 
$490*; station wagon 4-dr., $455, 


$275*; Two-ten (6) 4-dr., $400; One- 
fifty (6) 2-dr., $325. 
’55 Bel Air (6) 2-dr. hardtop, $390; Bel 
Air (8) 4-dr., $330*. 
DeSOTO—’'60 Fireflite 2-dr., $1,835* 
’57 Firedome 4-dr., $395* (ps). 
EDSEL—’58 Pacer 4-dr., $375*. 
FORD—’61 Thunderbird (8) conv., $3,765* 


(ps). 


(ps). 

60 Thunderbird (8) conv., $2,380* (ps); 
Galaxie (8) conv., $1,980* (ps), $1,- 
900* (ps), $1,860; Starliner, $1,695* 
(ps), $1,650* (ps); 4-dr., $1,625* (ps); 
Falcon (6) station wagon 4-dr., $1,- 
525*; 4-dr., $1,350, $1,330*%; 2-dr., 
$1,300; Fairlane (8) 4-dr., $1,270; 





Model Breakdown 
Of Auction Averages 













Aug., 1961 July, June, 

Model To Date 1961 1961 

1961.. $2,366 $2,360 

1960.. 1,846 1,887 

1959..... 1,457 1,444 

1958. 958 983 

650 662 

422 422 

300 330 

212 200 

Average $1,062 $1,026 $1,036 
Fairlane 500 (6) 4-dr., $1,220. 


*59 Thunderbird (8) conv., $2,265* (ps); 
Country Sedan (8) 4-dr., $1,350°; 
Fairlane (8) 4-dr., $1,135*; Custom 
300 (8) 4-dr., $1,115*, $1,035; 2-dr., 
$1,050*, $1,050. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
650* (ps); Fairlane 500 (8) Skyliner, 
$1,120*, $1,025*; 4-dr. Victoria, $735*° 
(ps); Fairlane (8) 2-dr., $715*; Cus- 
tom 300 (6) 2-dr., $675, $600, 

’57 Fairlane 500 (8) conv., $750%; 4-dr., 
$620*; 2-dr. Victoria, $575*; Fairlane 
(8) 2-dr., $645*; Custom 300 (8) 2-dr., 
$320, $250. 

’56 Custom (8) 2-ar., $270*; 
(8) 4-dr., $250* (ps). 

*41 Deluxe 4-dr., $425. 

IMPERIAL — '61 Crown conv., 


(ps). 
MERCURY—’61 Meteor 800 4-dr., $1,840*. 
"59 Monterey 2-dr., $1,200*, 
58 Montclair 2-dr., $640*, 
’57 Montclair 2-dr., $575*, $445. 
56 Monterey 4-dr, hardtop, $425* (ps). 


Fairlane 


$4,500* 


OLDSMOBILE—’60 (88) Super 4-dr. Holi- 


day, $2,425* (ps); (88) 4-dr. Holiday, 


45 


$2,375* (ps); 4-dr., $2,050* (ps); 2- 
dr., $2,300* (ps); conv., $2,270° (ps). 
*59 (88) Super conv., $1,825* (ps); (88) 
Fiesta 4-dr., $1,815* (ps). 
’58 (88) 2-dr. Holiday, $930* (ps). 
"57 (98) conv., $635* (ps); (88) 2-dr., 
$560*; 4-dr., $595*. 
"56 (88) 2-dr., $385*. 
PACKARD—’55 Clipper 2-dr., $105* (ps). 
PLYMOUTH — '57 Belvedere (8) conv., 
$525; Savoy (6) 2-dr., $305. 
'56 Savoy (6) 4-dr., $140, 
PONTIAC—’61 Ventura 2-dr. Vista, $2, 
700* (ps); Tempest (4) 4-dr., $1,900*, 
$1,805*, $1,805, 
60 Bonneville sport coupe, $2,600*° (ps); 


conv., $2,480* (ps); Catalina sport 
coupe, $2,055; Safari 4-dr., $2,000* 
(ps). 


’59 Bonneville conv., $1,875* (ps); sport 
coupe, $1,700*; Catalina 4-dr., $1,- 
655° (ps). 

’58 Bonneville conv., $1,325* (ps); Chief- 
tain conv., $1,225". 


57 Star Chief 4-dr. Catalina, $755* 
(ps); 2-dr. Catalina, $725*. 

’56 Chieftain 4-dr., $390*. 

’54 Star Chief Safari 4-dr., $250*. 


RAMBLER—’60 American (6) Deluxe 4- 
dr., $1,615* (ps); Super station wagon 
4-dr., $1,400 . 

*59 American (6) Super 4-dr., $1,075*. 
’57 Super (6) 4-dr., $485, $405. 

STUDEBAKER—’ 60 rk (6) Deluxe 4- 
dr., $1,050*, $750; station wagon 2- 
dr., $735. 

MISCELLANEOUS—’ 57 International pick- 


up. 30. 
53 Ford (6) %-ton. pickup, $155. 
°48 Ford %-ton wrecker, $350. 


CHICAGO 


Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of July 25, Sold 
447 cars from 674 consignments. 
BUICK—’60 Electra 225 conv., $2,550* 

(ps); LeSabre 4-dr, hardtop, $2,530* 
(Continued on Page 46, Col, 3) 


YOU CAN MAKE THE 


CENA ait 





WITH THE QUALITY NAME IN AUTO RADIOS 
STROMBERG - CARLSON” 


service headaches. And STROMBERG-CARLSON radios are 


That blank spot on the dashboard is one of your most 
important sales areas—and the whole sale is easier when 
you say the magic words—“‘STROMBERG-CARLSON.” Those 
two words say a lot of other important things. Service- 
free performance, for instance. Quality backed by the best 
reputation in the industry. Pride of ownership. Far fewer 


GENERAL DYNAMICS 


In auto radios...THERE 


the industry’s easiest to install. You can put more dash in 
their dashboards—and make the BIG sale easier—with 
STROMBERG-CARLSON auto radios. For the illuminating 
facts, write: Commercial Products, Box BC-1, 1408 North 
Goodman Street, Rochester 1, N. Y. 


ELECTRONICS 


IS NOTHING FINER THAN A STROMBERG-CARLSON® 











A special welcome is extended to 
visitors from overseas to this inter- 
national Show which will feature 
the world’s latest trends in cars 
and motorised caravans. 
admission and other facilities will 


be made available to them. 
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THE SOCIETY OF MOTOR MANUFACTURERS & TRADERS 
FORBES HOUSE, HALKIN STREET, LONDON, S.W.I, ENGLAND 


Wi DEALERS 


MOTOR COMPANY FORD * FALCON * LINCOLN * MERCURY * COMET 





Norick Accounting Forms 
are designed and 


ovED 
appre your use 


NORICK HAS A COMPLETE LINE 
OF BUSINESS FORMS DESIGNED FOR 
FORD MOTOR COMPANY DEALERS 


Accounting Forms ® Statements ® Receipts 
Repair Orders ® Time Tickets ® Stationery 
Parts Inventory Cards ® Purchase Orders 
Sales Invoices ® Checks ® Floor Mats 


Norich:.... 


HERS, Inc. 
3909 N. W. 36th @ OKLAHOMA CITY, OKLAHOMA 


Branch Stores in Chicago, Los Angeles, San Francisco 

















Representatives in Major Cities Across the Nation 
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(Continued from Page 45) 


(ps), $2,150" (ps); $2,300* 
(ps). 

’59 LeSabre 4-dr. hardtop, $1,710* (ps); 
Invicta 4-dr. hardtop, $1,700* (ps). 
’58 Special 4-dr, Riviera, $1,225* (ps), 
$1,100* (ps); 4-dr., $1,070* (ps), 

$985*, $820*. 
’57 Century 4-dr., $980* (ps); Super 4- 


conv., 


dr, Riviera, $950* (ps), $775* (ps), 
$745*, $500*. 
’56 Special 4-dr, Riviera, $480* (ps); 
4-dv., $300*. ’ 


’55 Century 4-dr, Riviera, $505* (ps). 
CADILLAC—’61 (62) conv., $4,835* (ps), 
$4,750* (ps). 

"60 (62) conv., $3,880* (ps), $3,740* 
(ps), $3,500* (ps); 4-dr. hardtop, $3,- 
700* (ps), $3,650" (ps); de Ville = 
dr. hardtop, $3,665* (ps). 

’59 de Ville 2-dr. hardtop, $3,320* (ps), 
$3,205* (ps), $2,800* (ps); 4-dr, hard- 
top, $2,930* (ps); (62) 4-dr. hardtop, 


$2,700* (ps). 
58 (62) Sedan de Ville, $2,215* (ps), 
$1,825* (ps); 4-dr. hardtop, $2,190* 


(ps). 

’57 (62) 2-dr. hardtop, $1,525* (ps); 
Sedan de Ville, $1,450* (ps); Coupe 
de Ville, $1,385* (ps). 

’56 (62) 2-dr, hardtop, $820* (ps); (60) 
Special 4-dr., $700*. 

55 (62) conv., $490* (ps). 

CHEVROLET—’61 Corvair Monza 2-dr., 

$2,100*, $2,080, $2,075, $1,990; Bis- 
cayne (6) 4-dr., $1,955. 

"60 Kingswood (8) 4-dr., $2,115* (ps); 
Impala (8) 4-dr. hardtop, $2,100* (ps), 
$1,890* (ps), $1,850* (ps); conv., $2,- 
095* (ps), $2,070* (ps), $2,060* (ps), 
$2,045* (ps); Parkwood (8) 4-dr., $1,- 
665*; Bel Air (8) 4-dr., $1,505*; 2-dr., 
$1,470*, $1,340* (ps), $1,330*; Corvair 
(6) 700 4-dr., $1,275*, $1,140, $1,005*. 

59 Impala (8) conv., $1,630* (ps), $1,- 

570* (ps), $1,555* (ps); sport sedan, 

$1,575* (ps), $1,560* (ps), $1,530* 

(ps), $1,375*; 4-dr., $1,510* (ps); 2- 

dr,, $1,495* (ps); Bel Air (8) 4-dr., 

$1,410*, $1,295*, $1,275*, $1,240*, $1,- 

195*; 2-dr., $1,285* (ps); Bel Air (6) 

2-dr., $1,000; 4-dr., $1,000; Parkwood 

(8) 4-dr., $1,345*; Brookwood (8) 4- 

dr., $1,145*; Brookwood (6) 4-dr., 

$850. 

"58 Brookwood (8) 4-dr., $1,230* (ps); 
Brookwood (6) 4-dr., $900*; Impala 
(8) conv., $1,185* (ps), $1,070* (ps), 
$1,000*; Nomad (8) 4-dr., $1,125* 
(ps); Biscayne (8) 4-dr., $940*; Bis- 
cayne (6) 2-dr., $785, $775*; Bel Air 
(6) 2-dr, hardtop, $805* (ps). 

’57 Impala (8) conv., $1,065* (ps), $1,- 
025*; Bel Air (8) 2-dr. hardtop, $1,- 
005*, $1,000*, $850*; 4-dr., $900", 
$890* (ps), $835*; Bel Air (6) 4-dr., 
$890*; Two-ten (8) station wagon 4- 
dr., $830*, $820*; 4-dr., $700*; Two- 
ten (6) 4-dr., $785; 2-dr., $745*. 


56 Bel Air (8) 2-dr, hardtop, $770*, 
$680*. 
’'55 Two-ten (8) station wagon 4-dr., 
$545. 
CHRYSLER—’60 Windsor 4-dr., $2,100” 
(ps). 
’58 Windsor 4-dr, hardtop, $1,550* (ns). 
’°57 Windsor 4-dr, hardtop, $840* (ps), 
$545*. 
DeSOTO—’60 Fireflite 4-dr. hardtop, $1,- 
865* (ps). 
’57 Firedome 4-dr. hardtop, $750* (ps), 


$485* (ps); Firesweep 4-dr. hardtop, 
$690* (ps). 

DODGE—’60 Dart (6) Seneca 2-dr., $1,- 
465". 


’5S Royal (8) 4-dr, hardtop, $905*; Coro- 
net (8) conv., $785*. 

FORD—’60 Thunderbird (8) conv., $3,- 
000* (ps), $2,710* (ps); Galaxie (8) 
conv., $1,705* (ps); Starliner, $1,- 
575*; Fairlane 500 (8) 4-dr., $1,380*; 
Falcon (6) station wagon 4-dr., $1,- 
375; 4-dr., $1,355*, $1,225, $1,150. 

’59 Thunderbird (8) conv., $2,260* (ps), 
$2,255* (ps), $2,150* (ps), $2,135* 
(ps), $1,895* (ps); Galaxie (8) 2-dr., 
$1,380*; 4-dr, Victoria, $1,355* (ps); 
4-dr., $1,300* (ps), $1,250*; Country 
Sedan (8) 4-dr., $1,300* (ps); Fair- 
lane (6) 4-dr., $900*; Custom 300 
(6) 2-dr., $900*, $785, $705. 

5S Country Sedan (8) 4-dr, (9 pass.), 
$1,180* (ps), $895*, $835*, $650; Fair- 
lane 500 (8) conv., $995* (ps), $790*; 
4-dr, Victoria, $850* (ps); 4-dr., $680* 
(ps); 2-dr, Victoria, $575. 

’57 Thunderbird (8) conv., $1,920* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 
$950*; Fairlane 500 (8) 2-dr. Victoria, 
$580*, $345*; Fairlane (8) 4-dr., 
$550*; Ranch Wagon (8) 2-dr., $475*; 
Custom (6) 4-dr., $430, $400*, $340. 

’56 Fairlane (8) conv., $365*; 2-dr. Vic- 
toria, $315*. 

’55 Thunderbird (8) conv., $1,500*, $1,- 
490* (ps); Fairlane (8) Crown Vic- 
toria, $535*; conv., $350. 


IMPERIAL—’60 Imperial 2-dr, hardtop, 


$2,645* (ps). 
’58 Imperial 2-dr, hardtop, $1,700* (ps). 
’57 Imperial 4-dr, hardtop, $1,265* (ps). 
LINCOLN—’58 Continental 4-dr., $2,100* 
(ps). 
’57 Capri 4-dr. hardtop, $1,125* (ps); 
4-dr., $1,070* (ps). 


’56 Premiere 2-dr, hardtop, $1,000* (ps). 
MERCURY—’60 Monterey 2-dr, hardtop, 


























































Fiat—’60 4-dr., 


Austin—’60 Healey, 


lina Safari 4-dr., 

’59 Catalina 4-dr, Vista, $1,785* (ps), 
$1,735* (ps); 4-dr., $1,500* (ps), $1,- 
420*, $1,305*; conv., $1,730* (ps), $1,- 
600* (ps), $1,500* (ps); Star Chief 
4-dr., $1,620* (ps). 


$2,225* (ps). 


’58 Super Chief 4-dr., $905* (ps); Star 
Chief 4-dr., $850. 
’57 Star Chief conv., $740* (ps). 


STUDEBAKER—’60 Lark (6) Deluxe sta- 
tion wagon 4-dr., $1,285. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales Auction. Sale every 
Wednesday. Prices are for sale of July 26. 


BUICK—’60 LeSabre 2-dr. hardtop, $2,000* 


(ps). 

’59 Invicta Estate Wagon 4-dr., $1,475* 
(ps); Electra 4-dr. hardtop, $1,450* 
! LeSabre 4-dr. hardtop, $1,400* 
Ps). 

’57 Century 2-dr. Riviera, $760*; Super 
2-dr. Riviera, $725* (ps); Special 2-dr. 
Riviera, $700*, $385* (ps). 

’56 Special 2-dr. Riviera, $400* (ps), 
$325*; conv., $390*. 

’55 Special 4-dr., $425*; RM 2-dr. Riv- 
jiera, $135* (ps). 

CADILLAC—’55 (62) conv., $475* (ps.) 

"54 (62) conv., $550* (ps); 4-dr., $375* 
(ps). 

se Biscayne (6) 4-dr., $1,- 

"60 Bel Air (8) 4-dr., $1,590* (ps); 
Brookwood (6) 4-dr., 2 at $1,400. 

’59 Parkwood (8) 4-dr., $1,400*; Bel Air 
(8) 4-dr., $1,250*, $1,175*, $1,150*; 
Bel Air (6) 2-dr., $1,200*, $1,125*, 
$950*; Brookwood (6) 4-dr., $945, 

’58 Brookwood (8) 4-dr., $1,000*; Bel 
Air (8) sport coupe, $990*; Bel Air 
(6) sport sedan, $650*; Delray (6) 4- 


dr., $900; Biscayne (6) 2-dr., $880, 
$850*, 

’57 Two-ten (8) station wagon 4-dr., 
$880* (ps); Two-ten (6) 2-dr., $710; 


Bel Air (8) sport sedan, $800*; Bel Air 
(6) 4-dr., $590*; One-fifty (8) 4-dr., 
$625*; One-fifty (6) 2-dr., $565. 

"56 Two-ten (8) 4-dr., $550*, $460*, 
$290*; Two-ten (6) 2-dr., $345, $285*; 
One-fifty (8) 2-dr., $255. 

’55 Bel Air (8) conv., $420*; 4-dr., $360; 
Two-ten (6) 4-dr., $200. 

’54 Two-ten (6) 4-dr., $240*. 

’53 Bel Air sport coupe, $250*; Two-ten 
4-dr., $165. 


CHRYSLER — '56 NY 4-dr., $550* (ps), 


$340* (ps). 


DODGE—’56 Coronet (6) 4-dr., $350*. 
EDSEL—’58 Pacer 4-dr., $460*. 
FORD—’60 Galaxie (6) conv., $1,660; Gal- 


axie (8) 4-dr. Victoria, $1,610* (ps), 
$1,600* (ps); Ranch Wagon (8) 4-dr., 
$1,400*; Fairlane 500 (8) 4-dr., $1,- 
300* (ps). 

’59 Fairlane 500 (8) 2-dr. Victoria, $1,- 
350* (ps), $1,290*, $1,180* (ps); Cus- 
tom 300 (8) 2-dr., $1,000, $975, $950, 
$830, 2 at $825. 

"58 Fairlane 500 (8) conv., $1,000* (ps); 
Skyliner, $900* (ps). 

2-dr. 


‘57 Fairlane 500 (8) Victoria, 


$850*; Custom 300 (6) 4-dr., $550*. 
4-dr., 


‘56 Fairlane (8) $500*; conv., 


Albany 


MG—’57 conv., $640. 
Vauxhall—’57 Victor Super 4-dr., $230, 


Bordentown, N. J. 
$1,525. 
5S 4-dr., $390, 


Vauxhall—’58 4-dr., $395. 
Volkswagen—’59 4-dr., 


$850. 
Caldwell, N. J. 


Citroen—’58 4-dr., $350 (ps). 
Ford (English)—’58 Anglia 2-dr., 
MG—’56 4-dr., $290. 
Mercedes-Benz—’59 4-dr., 


$215. 


$1,510. 


Chicago 
$1,675; Sprite conv., 
$1,200. 


Renault—’60, $630. 
Volkswagen—’60 2-dr., 
Volvo—’59, $770*. 


$1,275. 


Daytona Beach, Fla, 


Fiat—’58 600 2-dr., $135. 
Ford (English)—Anglia 2-dr., 
Morris—’58 Minor conv., 
Renault—’60 Dauphine 4-dr., $350. 
Simca—’59 2-dr. hardtop, $520. 
Volkswagen—’60 2-dr., $1,215, $1,210, $1,- 


$290. 


175. 
Detroit 


Opel—’59 2-dr., $570. 
Renault—’60 Dauphine 4-dr., $500. 
Vauxhall—’60 Victor Super station wagon 


4-dr., $980. 


Volkswagen—’59 2-dr., $985. 


’56 sunroof, $710, 
Fontana, Wis. 


Ford (English)—’58 4-dr., $325. 


$2,005*. ee 
’59 Monterey 4-dr., $1,700* (ps); 2-dr., Renault—'59 4-dr., $400. - 
$1,315*. Kansas City 
’57 Montclair 2-dr., $575*; 4-dr., $145*. Renault—’59 4-dr., $487, $410. 
OLDSMOBILE—’60 (88) Super Fiesta 4- | Simca—’59 4-dr., $500. 
dr., $2,655* (ps); (98) conv., $2,590* | Triumph—’59 conv., $1,290. 
(ps); (88) 4-dr., $2,275*. 
59 (98) 2-dr, Holiday, $1,980* (ps), |, __, Lafayette, N. Y. 
$1,975* (ps); (88) 4-dr. Holiday, $1,- | Simea—’59 4-dr., $280. 
890* (ps), $1,750* (ps). Vauxhall—'59, $450. 
"58 (88) 4-dr. Holiday, $1,225* (ps), Los Angeles 


$1,030*, $1,000* (ps), $950*; (98) 2-dr. 
Holiday, $950* (ps). 
’57 (88) Super 2-dr, 
(ps); 4-dr., $890* 
Holiday, $950* (ps); 
day, $910* (ps). 


Holiday, $1,000* 
(ps); (98) 2-dr. 
(88) 4-dr, Holi- 





"56 (98) 4-dr. Holiday, $610* (ps); (88) 
conv., $475*; 2-dr, Holiday, $460* 
(ps). 

PLYMOUTH—’'61 Suburban (8) Custom] 7 
4-dr., $2,185*. 

’59 Fury (8) 2-dr, hardtop, $1,355*; | y, 
Belvedere (8) 2-dr., $1,350* (ps); Sa- 
voy (8) 4-dr., $1,045*; 2-dr., $780. 

’58 Suburban (8) 4-dr., $745*; Belvedere 
(8) 4-dr., $690*, $620* (ps). 

’57 Belvedere (8) 2-dr. hardtop, $795* 
(ps), $520*. 

PONTIAC—'61 Tempest (4) 4-dr., $1,640. 


"60 Bonneville conv., $2,550* (ps); Cata- 


Peugeot—’59 4-dr., 


Austin—’55 Healey roadster, $775. 
Borgward—’61 Kombi wagon, $1,135. 


’54 Isabella 2-dr., $100, 


Hillman—’59 Special 4-dr., $625. 
Jaguar—’60 Mark IX 4-dr., $2,650. 


’55 roadster, $600. 


MG—’58 MGA roadster, $980. 


’54 MGA roadster, $505. 

$725. 

riumph—’58 Estate Wagon 4-dr., $160. 
’55 TR-2 2-dr., $585. 

auxhall—’58 4-dr., $420. 


Volkswagen—’59 2-dr., $950; Kombi, $825. 


"58 2-dr., $900, $775. 
’57 sunroof, $740, 
’55 2-dr.,: $385, 


Volvo—’58 2-dr., $565. 


Manheim, Pa. 


Austin—’60, $1,220; conv., $1,165. 


Used Imported Cars 





$405* (ps); 2-dr., $375*; Country 
Sedan (8) 4-dr., $475*; Custom (8) 
2-dr. Victoria, $260*; 2-dr., $200*; 


Ranch Wagon (6) 4-dr., $190, 
’54 Custom (8) 2-dr., $135*. 
MERCURY — ’'57 Monterey 4-dr., $525+, 
455*; Montclair 4-dr. hardtop, $455* 
(ps), $375* (ps). 
’56 Monterey 4-dr. hardtop, $275* (ps). 
'55 Custom 2-dr., $105*. 
OLDSMOBILE — ’59 (88) 2-dr. Holiday, 
$1,575* (ps). 
"58 (88) 4-dr., $775* (ps). 
PLYMOUTH — ’60 Suburban (8) Custom 
4-dr., $1,600*, 
’59 Belvedere (8) 4-dr., $875* (ps). 
’58 Belvedere (8) 2-dr. hardtop, $605* 
(ps); Suburban (8) Deluxe 4-dr., + 
’57 Suburban (8) Deluxe 2-dr., $425*; 
Plaza (6) 4-dr., $400; Savoy (8) 4-dr., 
$395*, $390* (ps). 
’56 Suburban (8) Deluxe 2-dr., 
Savoy (8) 2-dr., $205*. 
PONTIAC — ’59 Catalina conv., 
(ps); 2-dr., $1,370*, 
’58 Chieftain 4-dr, Catalina, 
’56 Star Chief conv., $465*. 
’55 Chieftain (870) 4-dr., $250, $190*. 
RAMBLER—’56 Custom (6) 4-dr., $305, 


$385*; 
$1,725° 
$970*. 


$250. 
STUDEBAKER—’56 Golden Hawk (8) 2- 


dr. hardtop, $350. 
'55 Champion (6) 2-dr., $100. 
MISCELLANEOUS — '60 Ford Ranchero, 
$1,100, 


’59 Ford Ranchero, $1,300. 
’57 Ford panel, $350. 
53 Ford %-ton pickup, $190, 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of July 26, 
Every nice car sold. Big demand for ’58s 
through ‘61s, Market strong, Sold 140 
cars from 165 consignments, 

BUICK—’59 Electra 4-dr., $1,550* (ps). 
’58 Super 4-dr, Riviera, $1,110* (ps). 
’57 Century 2-dr. Riviera, $705* (ps). 
’56 Special 4-dr., $450* (ps); Super 2-dr. 

Riviera, $350* (ps). 

’55 Century 4-dr, Riviera, $430*. 
CADILLAC—’61 de Ville 4-dr. hardtop, 

$4,500* (ps). 

’59 de Ville 2-dr, hardtop, $2,765* (ps). 

"57 (62) 4-dr., $1,450* (ps); coupe de 
Ville, $1,250* (ps). 

55 (62) 2-dr, hardtop, $675* (ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 

070* (ps); sport coupe, $2,005*; 4-dr., 
$1,905* (ps); Brookwood (6) 4-dr., 
$1,775*; Brookwood (8) 4-dr, (9 
pass.), $1,705* (ps); Bel Air (8) 
4-dr., $1,665*, $1,610; Bel Air (6) 
4-dr., $1,450; Biscayne (8) 4-dr., $1,- 
560*, $1,540*; Corvair 700 (6) 4-dr., 
$1,280". 

59 Impala (8) conv., $1,680* (ps), $1,- 
625*; sport coupe, $1,500*, $1,395; 4- 
dr., $1,440* (ps); Brookwood (6) 4- 
dr., $1,280; Bel Air (6) 4-dr., $1,205; 
Bel Air (8) 4-dr., $1,175*; 2-dr., $1,- 
005*; Parkwood (8) 4-dr., $1,420*. 

’58 Impala (8) sport coupe, $1,260* (ps), 
$1,175*; Biscayne (8) 4-dr., $1,020*; 
2-dr., $945; Biscayne (6) 4-dr., $865; 
Bel Air (8) 4-dr., $900*; Yeoman (8) 
4-dr., $845*; Del Ray (6) 2-dr., $825*, 

’57 Bel Air (8) sport sedan, $990* (ps); 
4-dr., $955*, $875* (ps); Two-ten (8) 
station wagon 4-dr., $930*; Two-ten 
(6) 2-dr., $650*. 

’56 Bel Air (8) sport coupe, $675*. 

’55 Bel Air (6) 4-dr., $500*, $440. 
CHRYSLER—’59 Saratoga 4-dr. hardtop, 

$1,650* (ps). 
(Continued on Page 47, Col. 1) 





’58 Healey 2-dr., $1,300. 
’57 Healey, $1,315. 
’56, $145. 
BMW—’60, $910. 
Borgward—’57 station wagon, $600. 
Ford (English)—’60 Consul, $875; 2-dr., 
$750. 
Mercedes-Benz—’61 4-dr., $3,575. 
’57 conv., $2,459. 
Metropolitan—’61 2-dr., $1,285. 
’59 2-dr., $720. 
Opel—’58 2-dr., $575. 
’57 2-dr., $670. 
Peugeot—’60 station wagon, $1,095. 
Porsche—’58 Cabriolet, $1,900. 
Renault—’60 2-dr. hardtop, $1,435, 
’59 Dauphine, $590; 4-dr., $500, 
’57 4-dr., $405. 
Taunus—’60 station wagon 2-dr., $800. 
"59 2-dr., $450. 
Volkswagen—’61 2-dr., $1,590, $1,575, $1,- 
570. 
60 sunroof, $1,400, $1,365; station wag- 
on 4-dr., $1,320. 
’59, $1,100, $1,060; conv., $1,020; Micro- 
bus, $730, 
’58, $970, $870, $850; 2-dr., $950, $890, 
$860. 


Mason City, Ia. 


Austin—'59 Healey Sprite, $825. 
Volkswagen — ’60 sunroof, $1,410; 
$1,305. : 
’59 2-dr., $1,070. 
’58 sunroof, $1,035; 2-dr., $1,050, 


Sacramento, Calif. 


Ford (English)—’59 Anglia 2-dr., $450, 
"57 Prefect 4-dr., $330, $325. 
Jaguar—’57 4-dr., $725. 
MG—’59 roadster, $1,120. 
Renault—’59 4-dr., $455. 
Volkswagen-——’59 Microbus 4-dr., 
2-dr., $1,080, $900, 
’55 sunroof, $350, 


Salt Lake City 


Volkswagen—’60 sunroof, $1,450. 
’56 2-dr., $610. 
’55, $650, 


Warehouse Point, Conn. 


Fiat—’60 1200 4-dr., $750. 
Hillman—’58 Special 4-dr., $345. 
Skoda—’'61 2-dr., $310. 
Volkswagen—’59 Microbus, $765. 


2-dr., 


$1,175; 
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157 NY 4-dr, hardtop, $1,160* (ps). 

peSOTO—’60 Fireflite 4-dr., $1,900* (ps). 

59 Firedome 4-dr., $1,240* (ps). 
DGE—’59 Custom Royal (8) conv., $1,- 
550* (ps); Royal (8) 4-dr., $940* (ps). 

56 Custom Royal (8) 4-dr., $450*. 

FORD—’'60 Galaxie (8) conv., $1,900* 
(ps); Starliner, $1,815* (ps); Country 
Sedan (8) 4-dr., $1,600* (ps); Fair- 
lane 500 (8) 4-dr., $1,440*, $1,335*; 
2-dr., $1,350*; Fairlane 500 (6) 4-dr., 
$1,400*; Fairlane (6) 2-dr., $1,190; 
Faleon (6) 2-dr., $1,180. 

59 Thunderbird (8) 2-dr. hardtop, $2,- 
390* (ps); Galaxie (8) 4-dr, Victoria, 
$1,530* (ps), $1,525*, $1,400*; conv., 
$1,375* (ps); Fairlane 500 (8) 4-dr. 
Victoria, $1,220* (ps); Custom 300 (8) 
4-dr., $1,080*, $945; Fairlane (8) 4- 
dr., $1,000* (ps); Fairlane (6) 2-dr., 
$970". 

58 Thunderbird (8) 2-dr, hardtop, $1,- 
830*; Custom 300 (6) 2-dr., $850; 
Ranch Wagon (8) 4-dr., $700*. 

’57 Country Sedan (8) 4-dr., $775*; Fair- 


lane 500 (8) 4-dr, Victoria, $755* 
(ps); 4-dr., $710* (ps), $595* (ps); 
Custom (6) 2-dr., $510. 

56 Fairlane (8) 4-dr., $475*; Custom 
(8) 2-dr., $425. 

155 Fairlane (8) 4-dr. Victoria, $360*; 


Ranch Wagon (8) 4-dr., $265*. 
154 Main (8) 2-dr., $240*. 
LINCOLN—’61 Continental 4-dr., $4,400* 


(ps). 

58 Capri 4-dr, hardtop, $1,120* (ps). 

’56 Premiere 4-dr., $365* (ps). 

MERCURY—’59 Monterey 4-dr., $1,000*. 

’57 Montclair 4-dr, hardtop, $785* (ps); 
Monterey 4-dr., $690* (ps). 

56 Montclair 4-dr., $485*. 

’55 Monterey 4-dr., $375*. 

OLDSMOBILE—’61 F-85 (8) 4-dr., $1,900. 

’58 (88) 2-dr., $815*. 

56 (88) 4-dr. Holiday, $600*; 4-dr., 
$400* (ps); (88) Super 4-dr, Holiday, 
$510* (ps). 

PLYMOUTH—’60 Fury (8) conv., $1,635* 
(ps); Suburban (8) Custom (9 pass.), 
$1,5/0*. 

’59 Savoy (8) 4-dr., $1,060* (ps), $895*; 
Savoy (6) 2-dr., $915. 

58 Belvedere (8) conv., $920* (ps). 

’57 Belvedere (8) 4-dr., $695*, $650*; 
Savoy (8) 4-dr., $635*; 2-dr., $545*; 
Savoy (6) 4-dr., $475*; Suburban (8) 


custom 4-dr., $600*; Suburban (6) 
Custom 2-dr., $450. 
56 Belvedere (8) 4-dr., $450%; Savoy 


(6) 4-dr., $360; Plaza (6) 2-dr., $295. 
PONTIAC—’61 Bonneville 4-dr, Vista, $2,- 
890* (ps), $2,860* (ps). 
’59 Bonneville 4-dr, Vista, $1,810* (ps). 
’58 Bonneville sport coupe, $1,405* (ps). 
’57 Super Chief 2-dr, Catalina, $615*. 
’56 Chieftain 870 Safari 2-dr., $520*. 
’55 Chieftain 860 2-dr., $250. 
RAMBLER—’59 Super (6) 4-dr., $1,080*; 
American (6) 2-dr., $800, $775*, $695. 
STUDEBAKER—’61 Lark (6) 2-dr., $1,- 


430. 
MISCELLANEOUS — ’'59 Chevrolet El 
Camino, $1,200, $1,025. 
55 Chevrolet %-ton pickup, $340. 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday. Prices are for sale of July 27. 
The market in our area is good, Sold 60 
cars from 87 consginments. 


BUICK—’56 Special 2-dr., $300*; Cen- 
tury 2-dr, Riviera, $180*. 

55 RM 2-dr, Riviera, $310*; conv., 
$210* (ps). 

CHEVROLET—’60 Corvair, $1,225. 


’59 Biscayne (6) 4-dr., $900*. 
’58 Impala (8) conv., $1,150*. 


55 Bel Air (6) 4-dr., $390; Two-ten 
(6) 2-dr., $370; 4-dr., $275. 
’54 Two-ten 2-dr., $290; Bel Air 4-dr., 
$250. 
’53 Bel Air 2-dr, hardtop, $160; Two- 
ten 2-dr., $130. 
OHRYSLER—’55 Windsor 2-dr, hardtop, 
$165* (ps). 
MERCURY—’56 Monterey 4-dr. hardtop, 
$410*; 2-dr., $300*. 
’55 Monterey 4-dr,, $325* 
’54 Monterey conv., $100*. 


’53 Monterey 2-dr, hardtop, $100*. 
OLDSMOBILE—’60 (88) 4-dr., $1,675". 
’58 (88) 2-dr, Holiday, $1,150* (ps); 
conv., $520* (ps). 
’57 (88) 4-dr., $510*. 
56 (88) 4-dr., $280*. 


’55 (88) 2-dr, Holiday, $225*. 
’54 (88) 4-dr., $190* (ps). 
PACKARD—’56 Clipper 4-dr., $170* (ps). 
PLYMOUTH—’57 Savoy (8) 4-dr., $275*. 
’56 Savoy (8) 2-dr., $160*. 
55 Savoy (6) 4-dr., $200*; Belvedere 
(6) 4-dr., $130. 

PONTIAC—’55 Chieftain 2-dr. Catalina, 
$225*. 

RAMBLER — ’54 Super 2-dr. hardtop, 


$200; 4-dr., $100. 
STUDEBAKER—’59 Lark (6) station wag- 
on 2-dr., $875*. 


DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day, Prices are for sale of July 25. 


BUICK—’59 LeSabre 2-dr. hardtop, $1,- 
290* (ps), 
’57 Special Estate Wagon 4-dr., $845* 
(ps); Century 4-dr., $700* (ps). 
’55 Special 2-dr, Riviera, $315* (ps). 
CADILLAC—’61 (62) conv., $4,850* (ps). 


*59 (62) 4-dr, hardtop, $2,900* (ps). 

57 (62) Sedan de Ville, $1,200* (ps), 

"53 (62) 4-dr., $270*, 

JHEVROLET—’61 Impala (89 2-dr, hard- 
top, $1,870*. 

’60 Impala (8) sport coupe, $2,115* (ps), 
$1,930* (ps); Brookwood (8) 4-dr., 
$1,895* (ps); Biscayne (6) 2-dr., $1,- 
100° (ps); Corvair (6) 500 4-dr., $1,- 
265. 

"59 Bel Air (6) 4-dr., $1,150*, 
(ps); Biscayne (6) 2-dr., $980. 

’57 Bel Air (8) 4-dr., $975*, $965* (ps); 
2-dr, hardtop, $875*; Two-ten (8) 2- 
dr., $790; Two-ten (6) 4-dr., $650. 

*56 Bel Air (8) 4-dr., $405, 

55 Bel Air (6) 2-dr., $395, 

CHRYSLER—’53 Windsor 4-dr., $350*. 


~ 


$1,145* 


DODGE—’60 Dart (8) Phoenix 2-dr, hard- 
as $1,690* (ps); Seneca (6) 4-dr., 
1,070. 


*53 Coronet 4-dr., $155. 
FORD ’61 Galaxie (6) 2-dr., $2,090*, 
60 Falcon (6) 2-dr., $1,600, $1,180; Gal- 


axie (8) 4-dr, Victoria, $1,560*; Cus- 
on 300 (6) 4-dr., $1,265; 2-dr., $1,- 
O75. 





’59 Thunderbird (8) 2-dr, hardtop, $2,- 
500* (ps); Galaxie (8) 4-dr, Victoria, 
$1,275* (ps); Custom 300 (8) 2-dr., 
$1,060*, $850; 4-dr., $1,040; Fairlane 
(6) 2-dr., $955, 

’58 Thunderbird (8) 2-dr, hardtop, §$2,- 
050* (ps); Custom (8) 4-dr., $645*; 
Fairlane 500 (8) 4-dr., $520* (ps). 

’56 Fairlane (8) 4-dr., $475*. 

’55 Fairlane (8) 4-dr., $430* (ps), $390* 
(ps). 

LINCOLN—’61 Continental 4-dr. 
$4,300* (ps), 

’58 Continental Mark III 4-dr., $1,900* 
(ps). 

MERCURY—’58 Commuter 4-dr. (9 pass.), 
$630* (ps). 

’57 Monterey 4-dr., $640*, $610, $600* 
(ps), $540, 

’56 Medalist 2-dr., $450; Custom 2-dr. 
hardtop, $425*. 

OLDSMOBILE—’61 Starfire conv., $3,465* 
(ps); (98) 2-dr, Holiday, $3,275* (ps). 

60 (88) 4-dr, Holiday, $2,165* (ps); 
(88) Super 4-dr, Holiday, $2,110* (ps). 

’59 (98) 4-dr., $1,800* (ps), 

’58 (88) 2-dr, Holiday, $1,015* (ps), 

’57 (88) 4-dr., $650*. 

"56 (88) 2-dr. Holiday, $465* (ps). 

’55 (88) Super 2-dr, Holiday, $400* (ps); 
(88) 2-dr, Holiday, $365*, 

PLYMOUTH—’60 Belvedere (8) 2-dr. hard- 
top, $1,485; Valiant (6) V-200 2-dr., 
$1,450. 

’59 Savoy (8) 2-dr., $880*, $740. 

’57 Belvedere (8) 4-dr., $180* (ps), 

’56 Savoy (6) 2-dr., $395. 


hardtop, 



















EATO 





PONTIAC—’60 Bonneville sport coupe, 
$2,390* (ps); Star Chief 4-dr., $2,325* 
(ps); Catalina 4-dr., $1,810*, 

RAMBLER—’58 Deluxe (6) 2-dr., $500. 

’57 Super (8) 4-dr., $565. 


MANKATO, MINN. 


Mankato Auto Auction, Sale every Tues- 
day. Prices are for sale of July 25. 
BUICK—’59 Invicta 4-dr., $1,390* (ps). 

’58 Century 4-dr. Riviera, $1,030* (ps). 

’57 Super 2-dr, Riviera, $710* (ps). 

’55 Special 4-dr., $320*. 

’54 RM 4-dr., $290* (ps). 
CADILLAC—’60 de Ville 4-dr, hardtop, 

$3,940* (ps); (62) conv., $3,850* (ps). 

’59 de Ville 4-dr, hardtop, $2,800* (ps). 

"57 (60) Special 4-dr., $1,700* (ps). 

"55 (62) Coupe de Ville, $840* (ps). 
CHEVROLET—’60 Bel Air (8) 2-dr., $1,- 

670*. 
’59 Impala (8) conv., $1,670*; Bel Air 
(8) 4-dr., $1,140. 

’58 Bel Air (8) sport coupe, $1,210*; Bis- 

cayne (6) 2-dr., $860. 

'57 Bel Air (8) 4-dr., $810; Two-ten (8) 

station wagon 4-dr., $760*. 

’56 Two-ten (6) 2-dr., $540*. 

"55 Bel Air (8) 4-dr., $430*; 

(8) 4-dr., $360. 

’54 Two-ten 4-dr., $205. 

DeSOTO — ’57 Firedome 2-dr, 


Two-ten 


hardtop, 


$620. 
FORD—’61 Thunderbird (8) conv., $3,- 
200* (ps); Fairlane (8) 2-dr., $1,810. 

’60 Thunderbird (8) conv., $2,690* (ps); 
Fairlane (8) 4-dr., $1,515. 

59 Galaxie (8) 4-dr., $1,460*, $1,250*; 
Custom 300 (8) 4-dr., $1,000. 

’57 Fairlane 500 (8) 4-dr., $750*; Cus- 
tom (8) 2-dr., $685* (ps); 4-dr., $560; 
Ranch Wagon (6) 2-dr., $675*; Fair- 
lane (6) 2-dr., $415. 

’56 Custom (8) 4-dr., $520; Fairlane (8) 
4-dr., $410* (ps). 

’55 Fairlane (8) conv., $450*. 

"54 Crest (8) 4-dr., $190. 





GEAR SPEEDS 





‘53 Custom (8) 4-dr., $150*, 

MERCURY—’60 Park Lane conv., $1,970* 
(ps). 

*58 Monterey 4-dr., $790* (ps), 

‘57 Monterey 4-dr., $560*. 

’56 Monterey 4-dr., $410* (ps). 

’55 Monterey 2-dr, hardtop, $250*. 
OLDSMOBILE — '58 (88) 4-dr., $1,060* 

(ps). 

"ST (98) 4-dr., $740* (ps). 

’56 (88) Super 4-dr, Holiday, $640* (ps); 
4-dr., $405* (ps); (88) 4-dr., $555* 
(ps). 

’55 (88) Super conv., $325* (ps). 

’54 (88) Super 4-dr., $390*, 

"53 (88) 4-dr., $270*. 

PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
050*, $970*; Savoy (8) 4-dr., $965*. 

’58 Belvedere (8) 4-dr., $590*. 

’57 Savoy (6) 2-dr., $425. 

55 Savoy (6) 2-dr., $265. 
PONTIAC — '60 Star Chief 4-dr, Vista, 
$2,150* (ps); 4-dr., $1,925* (ps), 

*59 Star Chief 4-dr., $1,670* (ps). 

’58 Bonneville conv., $1,410* (ps), 

’57 Chieftain 4-dr., $720*. 

’55 Chieftain 4-dr., $400*. 
RAMBLER—’59 Super (6) 4-dr., $1,045. 
MISCELLANEOUS —’60 Ford (6) 2-ton, 

$1,820. 

’57 GMC 2-ton, $890. 

’54 Ford (8) 2-ton, $420. 

"51 Dodge 2-ton, $360; 1-ton, $100. 


KANSAS CITY, MO. 


Kansas City Auto Auction, Sale every 
Wednesday. Prices are for sale of July 19. 
BUICK—’60 Electra 4-dr, hardtop, §2,- 

350* (ps), 

’59 LeSabre 2-dr., $1,145* (ps), 

’58 Super 4-dr., $1,100* (ps). 

’57 Super 2-dr. Riviera, $635* (ps), 

’56 Century 2-dr, Riviera, $335* 

Special 4-dr., $297*. 
55 RM 4-dr., $337* (ps); Special conv., 

$305* (ps). 
CADILLAC—’58 (62) 2-dr. 


(ps); 


hardtop, $2,- 
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situation. 


WITH ONLY A 


SPEED 


Bee dit je) 





AXLES 





And that’s not all. The Eaton 3-Speed gets out of the engine 
all the built-in economy—while stretching out its life and the 
life of power transmitting parts. This adds up to more dollars 
coming in—less going out—more operating profit. Write direct 
for the new, illustrated brochure—and get all the facts. 


AXLE DIVISION 


47 


000* (ps), 

’57 (62) 2-dr, hardtop, $1,395* 
’54 (62) 4-dr., $470* (ps). 
CHEVROLET—’61 Impala (8) sport sedan, 

$2,385* (ps), 

'60 Impala (8) sport coupe, $2,170* (ps), 
$1,965* (ps); Biscayne (8) 2-dr., $1,- 
580; 4-dr., $1,547*; Biscayne (6) 2- 
dr., $1,407; Bel Air (8) 4-dr., $1,547, 
$1,522*; Corvair (6) 4-dr., $1,205*. 

’59 Impala (8) conv., $1,700*, $1,540* 


(ps), 


(ps); Bel Air (8) 4-dr., $1,485* (ps); 
Brookwood (6) 4-dr., $1,215, 
‘58 Bel Air (8) conv., $1,070*; sport 


sedan, $1,025; Bel Air (6) 2-dr., $790*; 
Brookwood (6) 4-dr., $955*; Biscayne 
(6) 2-dr., $850, $815; Delray (6) 2-dr., 


$675". 
’57 Bel Air (8) sport coupe, $965*; 4-dr., 
$940*, $905* (ps), $900* (ps), $895". 


56 Two-ten (6) station watgon 4-dr., 
$612; Bel Air (8) 4-dr., $487*; One- 
fifty (6) 4-dr., $400. 

’55 Two-ten (6) 4-dr., $462*; Bel Air (8) 
4-dr., $462; 2-dr., $370, 

COMET—’61 Comet station wagon 4-dr., 


$2,280*. 

DeSOTO—’59 Fireflite 4-dr. hardtop, $1,- 
395* (ps), 

DODGE—’57 Coronet (8) 2-dr,. hardtop, 


$822* (ps); 4-dr., $640* (ps), $500*. 

’655 Royal (8) 4-dr., $282. 

FORD—’60 Galaxie (8) 4-dr. Victoria, $1,- 
642* (ps). 

’59 Country Sedan (8) 4-dr., $1,542* 
(ps); Ranch Wagon (6) 4-dr., $1,205*; 
Custom (8) 4-dr., $1,100, $827; Fair- 
lane (6) 4-dr., $840, 

’58 Fairlane 500 (&) 2-dr. Victoria, $945* 


(ps); Custom (8) 2-dr., $715*, 
’57 Fairlane 500 (8) 4-dr, Victoria, 
$640* (ps). 


"56 Main (8) 4-dr., $667, $355; Fairlane 
(8) conv., $400*; Country Sedan (8) 
4-dr., $340*. 

°55 Ranch Wagon (8) 4-dr., $225*, 

’54 Ranch Wagon (8) 4-dr., $315; Cus- 

(Continued on Page 48, Col, 1) 





He’s smiling now 
... all the way! 


The new Eaton 3-Speed Tandem Axles give a truck 
driver 15 evenly spaced gear ratios (with only a 5- 
speed transmission). He can select the right gear to 
keep his road speed up, his engine turning in the 
under any road or load 


The driver shifts easily and quickly for time-saving road speeds 
—whether going up or down grade—on a turnpike—or in city 
traffic. A simple, finger tip movement of the red selector switch 
on the transmission shift lever for the right axle ratio (low, inter- 
mediate or high)—a slight movement of the throttle (to interrupt 
power for a moment) and the shift is complete. Each gear com- 
bination can be used in sequence—or not—at the driver's option. 
No other tandem axle delivers so much performance—with so 
little driver effort. 








MANUFACTURING COMPANY 


CLEVELAND 10, OHIO 
... Your partner.in progress through research... 
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Used-Car Auction Prices 





(Continued from Page 47) 


tom (8) 2-dr., $267*, $142; 4-dr., 
$245*; 2-dr. Victoria, $190*; Fairlane 
(8) conv., $195*. 
MERCURY—’56 Montclair 2-dr. hardtop, 
5 


$355. 
’54 Monterey 4-dr., $250, 
52 Custom sport coupe, $190, 


NASH—’57 Ambassador (8) 4-dr., $465* 
(ps). 
OLDSMOBILE — ’58 (88) 2-dr. Holiday, 
$1,100* (ps), 
’57 (88) 4-dr., $692*; (98) 4-dr, Holiday, 
$590 (ps). 


’56 (88) conv., $700* (ps); 2-dr., $350*. 
’53 (88) 4-dr., $145* (ps), 
PLYMOUTH—’58 Suburban (8) Sport 4- 
dr., $870*. 
'57 Belvedere (8) 4-dr., $525*. 
’55 Savoy (6) 2-dr., $245*; Plaza (6) 2- 
dr., $230. 
"53 Cambridge 2-dr., $207, 
PONTIAC—’61 Catalina 2-dr., $2,175*, 
"60 Catalina Safari 4-dr., $2,290* (ps). 
’58 Chieftain Safari 4-dr., $832* (ps). 
’56 Chieftain 4-dr, Catalina, $545*. 
’55 Chieftain (870) 2-dr. Catalina, $385*. 
RAMBLER—’58 Super (6) Cross Country 
4-dr., $815, 

’57 Custom (6) Cross Country 4-dr., 
$775* (ps); Super (8) 4-dr., $520*. 
STUDEBAKER—’57 Golden Hawk (8) 2- 

dr, hardtop, $925. 
MISCELLANEOUS—’58 Ford Ranchero, 


$717. 
’57 Ford Ranchero, $652; GMC %-ton 
pickup, $587. 











quality and value. 


| 


Typical plate and center-type Harrison air condi- 
tioning evaporator—designed and manufactured 
to General Motors’ traditionally high standards of 


’55 Chevrolet 2-ton truck, $560; Ford 
panel truck, $192, 


SACRAMENTO, CALIF. 


Sacramento Auto Auction, Sale every 
Thursday. Prices are for sale of July 27. 
BUICK—’59 Electra 4-dr., $1,750* (ps). 

’57 Century 4-dr. Riviera, $730* (ps). 

’56 Super 2-dr. Riviera, $400* (ps). 


’55 Special 2-dr. Riviera, $360*; RM 4- 
dr., $140* (ps). 
52 RM 2-dr. Riviera, $110. 
CADILLAC—’60 de Ville 4-dr, hardtop, 


$3,990* (ps). 

’59 de Ville 4-dr. hardtop, $3,340* (ps), 
$3,225* (ps); (62) 4-dr, hardtop, $2,-. 
975* (ps), $2,900* (ps); conv., $2,850* 
(ps). 

"58 (62) 2-dr. hardtop, $2,250* (ps); 
conv., $1,830* (ps). 

’57 (62) Sedan de Ville, $1,680* 
conv., $1,600* (ps). 

’56 (60) Special 4-dr., $930* (ps). 

"54 (62) conv., $680* (ps); 4-dr., $585* 


(ps) ; 


(ps). 
’52 (62) 2-dr. hardtop, $110. 
CHEVROLET—’61 Impala (8) conv., $2,- 
640* (ps); 4-dr., $2,390* (ps). 

60 Impala (8) sport coupe, $2,180* (ps); 
sport sedan, $2,140* (ps), $2,030* (ps), 
$1,980* (ps); Bel Air (8) 4-dr., $1,- 
700* (ps); Corvair 700 (6) 4-dr., $1,- 
450*, $1,450, $1,410, $1,405, $1,380; 
Corvair (6) 500 4-dr., $1,380, $1,360, 
$1,320, $1,300. 

’59 Impala (8) sport coupe, $1,780* (ps), 





“~ 





_ OFFERS A NEW 


$1,750*, $1,300*; sport sedan, $1,695* 
(ps); conv., $1,500*, $1,370* (ps), $1,- 
355* (ps); Brookwood (8) 4-dr., $1,- 
$420*; Biscayne (8) 4-dr., $1,015*, 
$880*; Biscayne (6) 4-dr., $800"; Yeo- 
man (6) 4-dr., $870. 

’57 Bel Air (8) station wagon 4-dr., $1,- 
050* (ps); sport sedan, $930; Two-ten 
(8) station wagon 4-dr., $1,000*; One- 
fifty (8) 2-dr., $730*. 

’56 Two-ten (8) station wagon 4-dr., 


$770*; Bel Air (8) 2-dr. hardtop, 
$765*; sport sedan, $750*, 
755 Bel Air (8) sport coupe, $675*, 


$530*; 2-dr., $470*; 4-dr., $520, $485*; 
Two-ten (8) 2-dr., $580*, $490*, $450*; 
One-fifty (6) 2-dr., $365. 

’54 Bel Air (6) 4-dr., $330*, 

°53 Bel Air 4-dr., $250; 2-dr. hardtop, 
$230* (ps); 2-dr., $170; conv., $160; 
Two-ten 4-dr., $130, : 


CHRYSLER—’ 59 300G conv., $2,650* (ps). 
’55 NY 4-dr. hardtop, $500* (ps). 


DeSOTO—’57 Firedome 4-dr., $465* (ps). 

DODGE—’57 Coronet (8) 4-dr. hardtop, 
$820* (ps); conv., $730* (ps), 

’55 Coronet (8) 4-dr., $265*. 

FORD—’61 Thunderbird (8) 2-dr. hardtop,, 
$3,715* (ps), $3,640* (ps), $3,625* 
(ps), $3,490* (ps); Galaxie (8) star- 
liner, $2,390* (ps). 

°60 Thunderbird (8) 2-dr, hardtop, $3,- 
000* (ps); Country Sedan (8) 4-dr., 
$1,935* (ps); Galaxie (8) 4-dr. Vic- 
toria, $1,760* (ps); Ranch Wagon (8) 
2-dr., $1,650*; Fairlane (8) 4-dr., $1,- 
600*; Fairlane 500 (8) 4-dr., $1,370*; 
Falcon (6) 4-dr., $1,370; 2-dr., $1,360, 
$1,355, $1,300, $1,250. 

’59 Galaxie (8) conv., $1,600* (ps); 
Country Sedan (8) 4-dr., $1,500* (ps); 
Country Sedan (6) 4-dr., $1,350, $1,- 
215*; Fairlane (8) 2-dr., $1,310* (ps); 
Custom (8) 4-dr., $1,090; Custom 300 
(6) 2-dr., $1,080. 

’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
200* (ps), $1,130* (ps); 4-dr., $925* 
(ps), $900* (ps), $740* (ps); Country 
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(ARRISON 


AUTOMOTIVE RADIATORS + Oll COOLERS « THERMOSTATS + AIR CONDITIONERS « HEATERS ¢ DEFROSTERS 





The driver controlled this novel 
1902 motor car from the back seat. 





Sedan (8) 4-dr., $900*; Custom 300 (6) 


2-dr., $740*. 


’57 Fairlane (8) 2-dr., $750* (ps); 4-dr., 
$670*; Ranch Wagon (8) 2-dr., $700* 


(ps) ; 

Custom (8) 2-dr., $470*. 
’56 Country Sedan (8) 4-dr. 

$590*; Fairlane (8) 2-dr. 


Fairlane 500 (8) conv. 


» $685*; 


(9 pass.), 


Victoria, 


$580*, $560*, $330; 4-dr., $410*; conv., 
$400* (ps), $375* (ps); Custom (8) 2- 


dr., $420; Main (8) 2-dr., 

’55 Country Sedan (8) 4-dr., 
’54 Main (6) 2-dr., $215. 

IMPERIAL — ’58 LeBaron 4-dr., 


hators Leadérship... 
| \GM HARRISON 


Harrison insists on the fullest measure of 
sly to product designs, materials, manu- 
workmanship—from start to finish. Every step 
of the way, Harrison controls the quality of its radiators, heaters, de- 
frosters, thermostats, air conditioners and oil coolers with the most 
exacting scientific checks and counter-checks. This is “measurable excel- 
lence,” the kind of reliability which assures that all Harrison products 
will perform their jobs exactly right. So if you have temperature control 






HARRISON RADIATOR DIVISION. GENERAL MOTORS CORPORATION. LOCKPORT. NEW YORK 


$2,350* 








(ps); Imperial 4-dr., $1,650* (ps). 
LINCOLN—’'59 Premiere conv., $2,420* 
(ps). 


58 Premiere 4-dr, hardtop, $1,790* (ps), 
’57 Premiere 2-dr. hardtop, $1,030* (ps). 
MERCURY—’59 Park Lane 4-dr. hardtop, 

$1,865* (ps); Montclair 4-dr. hardtop, 
$1,295*. 

58 Monterey 2-dr., $650*. 

’56 Montclair 2-dr, hardtop, $545* (ps), 
$370*. 

’55 Montclair 2-dr, hardtop, $375* (ps), 
$340, $335 (ps); conv., $310*, 

’54 Monterey 4-dr., $200*, 

’53 Monterey 2-dr, hardtop, $205*. 


OLDSMOBILE — ’60 (88) 4-dr., $2,140* 
(ps). 

759 (88) 2-dr. Holiday, $1,850* (ps); 4- 
dr., $1,730* (ps). 

’58 (88) 2-dr. Holiday, $1,310* (ps). 

’57 (88) 2-dr. Holiday, $760* (ps), $645*; 
(88) Super conv., $750* (ps), 

’56 (88) 2-dr. Holiday, $605* (ps); (88) 
Super 2-dr. Holiday, $575* (ps), $400, 

’55 (88) 4-dr, Holiday, $410* (ps), $400* 


(ps). 
’53 (98) 4-dr., $170*, 
PLYMOUTH — ’59 Belvedere (8) 4-dr., 
$980*. 


’58 Fury (8) 2-dr. hardtop, $910; Belve- 
dere (8) 2-dr, hardtop, $895* (ps). 
"57 Suburban (8) Custom 4-dr., $770*; 


Belvedere (8) 4-dr, hardtop, $690* 
(ps); Savoy (8) 2-dr, hardtop, $640*, 
$630*. 


56 Suburban (8) 4-dr., $375* (ps). 
’55 Savoy (8) 4-dr., $200*. 
PONTIAC—’61 Tempest (4) 4-dr., $1,700, 

’59 Catalina 4-dr, Vista, $1,790* (ps); 2- 
dr., $1,700* (ps), 

’58 Chieftain 2-dr., $910*; 4-dr., $820*. 

’57 Super Chief 4-dr., $680*; 2-dr., 
$525*. 


’56 Star Chief 2-dr. Catalina, $440*; 2. 
dr., $420*; Chieftain 2-dr, Catalina, 
$390* (ps). 


’55 Star Chief 2-dr, Catalina, $385*. 
RAMBLER—’60 Super (6) station wagon 
4-dr., $1,740*. 

’59 Super (6) station wagon 4-dr., $1,- 
320; Rebel 4-dr, hardtop, $1,270. 

’56 Custom (6) 4-dr., $570, $525, 

’55 Custom station wagon 4-dr., $300. 

STUDEBAKER—’ 60 Lark (6) station wag- 
on 4-dr., $1,310. 

’59 Lark (8) station wagon 2-dr., $950. 

’55 Champion (6) 2-dr., $220. 

MISCELLANEOUS—’61 Chevrolet (6) %- 
ton pickup, $1,445; International (6) 
%-ton pickup, $1,160, 

’59 Chevrolet (8) El Camino, $1,475; (6) 
%-ton pickup, $985; Willys (6) Jeep, 
$1,250; Ford (8) Ranchero, $1,170. 

"58 Chevrolet (8) %-ton pickup, $950; 
Ford (6) pickup, $850; %-ton pickup, 
$760. 

"56 Chevrolet (6) %-ton pickup, $720, 
$620; GMC %-ton pickup, $565, $525; 
Ford (8) %-ton pickup, $420. 

’55 Ford (8) %-ton pickup, $495, $415, 
$395; (6) panel, $255; GMC (6) %-ton 
Pickup, $415, $390; International (6) 
Pickup, $325, 

’54 Chevrolet (6) panel, $225, $205, 

°49 Willys (4) %-ton pickup, $165. 

* - ab 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Automobile Dealers Exchange. 
Sale every Wednesday (July 26), Demand 
for clean merchandise remains strong, Sal- 
able retail cars continued to bring top dol- 
lars. Trucks and foreign cars continue in 
strong demand, Sold 77 percent of 551 con- 


signments. 
* * * 


CHICAGO 
Greater Chicago Auto Auction. Sale every 
Thursday (July 27). Another great percent- 
age sale. Sold 419 cars from 596 consign- 
ments. 
+ * a 


FONTANA, WIS. 
Fontana Auto Auction, Sale every Thurs- 
day (July 27). Good activity on all clean 
and sharp units, Sold 181 cars from 243 


consignments. 
* * 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Fri- 
day (July 28). Weather: Clear, Sold 80 
percent of 904 consignments. 


S-P to Open 
2 More Stores 


SOUTH BEND.—Two more Stu- 
debaker retail stores will be opened 
prior to the introduction of ’62 Lark 
models, bringing to five the number 
of factory outlets to be opened 
since last spring. 

Studebaker-Fort Wayne, man- 
aged by D. L, Buchanan, will hold 
its grand opening in the Indiana 
city Aug. 9, while the retail store 
in Tulsa will open Sept. 22. The 
Tulsa store will be managed by 
Herbert Pence, formerly with the 
factory outlet in Kansas City. 

S-P now operates retail stores in 
New York, Kansas City and Toledo. 
The Toledo store, managed by 
Cleve Foster, former Detroit zone 
sales manager, was officially opened 
two weeks ago. 





Autolite to Accept 


All Tendered Stock 


TOLEDO.—Electric Autolite Co. 
has decided to accept all common 
shares which have been tendered 
to it under its invitation to share- 
holders dated July 5, 1961, Robert 
H. Davies, president, announced 
after a meeting of the board of 
directors. 

The acceptance of these tenders, 
Davies said, should result in the 
company acquiring for retirement 
a total of 309,393 shares, at an aver- 
age price per share of approximate- 
ly $66.88. The invitation expired at 
the close of business July 24, 
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Fe Any publisher will tell you that high subscription plete, accurate reporting of other information about 12 months ending April 30, 1960 renewed. Source, 
Id renewal rates mean high reader interest—and high the nation’s bellwether industry. ABC Publisher’s Statement. 


reader reaction to editorial matter as well as to ad- 
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BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
coupe, $2,330; standard 4-dr, 2-seat stat. 


wag., $2,681; deluxe 4-dr, 2-seat stat. 
wag., $2,816; standard 4-dr. 3-seat stat. 
wag., $2,762; Skylark sport coupe, $2,621. 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, ae 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 
Drive transmission standard on all models. 
Power steering and power brakes standard 


on Electra and Electra 225.) 
OCADILLAC—Series 62—4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 


Current Prices on U. S. Cars 


594; 4-dr. 2-seat stat, wag., $4,766; 4-dr. 
3-seat stat. wag., $4,873. 300-G — 2-dr. 
hardtop, $5,413; conv., $5,843. 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 


COMET—4-dr. sed., $2,055; 2-dr. sed., 


$2,000; S-22 2-dr. sed,, $2,284; 2-dr, 2-seat 


stat. wag., $2,312; 4-dr. 2-seat stat. wag., 
$2,355. 

DODGE—Lancer—Series 170—4-dr. sed., 
$2,043; 2-dr. sed., $1,981; 4-dr, 2-seat stat. 


wag., $2,356. Series 770—4-dr. sed., $2,- 
139; 2-dr. sed., $2,077; 2-dr, hardtop, 
$2,166; 4-dr, 2-seat stat, wag., $2,451. 


Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 


sed., $2,332; 2-dr. sed., $2,280; 4-dr. 2-seat 
Pioneer—4 


$2,697. -dr. sed., 
$2,461; 2-dr. sed., $2,412; 2-dr. hardtop, 
$2,490: 4-dr. 2-seat stat. wag., $2,789; 
4-dr. 3-seat stat. wag., $2,894. Phoenix— 


stat. wag., 


hardtop, $4,892; conv., $5,455; Sedan de 

Ville 4-dr, hardtop (flat roof or sloping|4-4r. sed., $2,597; 4-dr, ee $2,679; 
roof), $5,498; 4-dr, hardtop (short deck),|2-4r. hardtop, $2,620; conv, (V-8 std.), 
$5,498; Coupe de Ville 2-dr, hardtop, $5,-| $2,990. 

252; Eldorado Biarritz conv., $6,477. 60 Polara V-8—4-dr. sed., $2,968; 4-dr. 
Special—4-dr. hardtop, $6,233. Serles 75—/ hardtop, $3,112; 2-dr. hardtop, $3,034; 
8-pass. sed., $9,533; limousine, $9,748.|conv., $3,254; 4-dr, 2-seat stat. wag., 
(Hydra-Matic, power steering, power | $3,296; 4-dr. 3-seat stat. wag., $3,411. 


brakes standard on all models.) 


CHECKER — Superba — 4-dr. sed., $2, 
542.42; 4-dr. stat. wag., $2,650.02; -4-dr. 
stat. wag., $3,003.97. 


CHEVROLET—Co' 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266 ries 700—4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900— Sport coupe, 
$2,201; 4-dr. sed., $2,201. Greenbrier— 
Sport Wagon, $2,651. 

(The following prices are for six-cylin- 
der models, For V-8s, add $107.) 

—4-dr, sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr, sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, =" Impala—4- 
dr. sed., $2,590; 2-dr. $2,536; 4-dr. 
hardtop, $2,662; 2-dr. oo $2, 597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,655; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, $2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr, 3-seat Nomad, 
$2,992. Corve Conv. (V-8 std.), $3,934. 

CHRYSLER—Newport — 4-dr. sed., $2,- 
966; 4-dr. hardtop, $3,106; 2-dr. hardtop, 
$3,027; conv., $3,444; 4-dr. 2-seat stat. 
wag., $3,543; 4-dr, 3-seat stat. wag., $3,- 
624. Windsor — 4-dr, sed., $3,220; 4-dr. 
hardtop, $3,369; 2-dr. hardtop, $3,305. New 
Yorker—4-dr. sed., $4,125; 4-dr. hardtop, 
$4,263; 2-dr. hardtop, $4,177; conv., $4,- 


-dr, 


Free Replacement 
Offered if Telar 
Changes Color 


WILMINGTON, Del. — Dealers 
handling duPont’s Telar antifreeze 
and summer coolant now are offer- 
ing free replacement to motorists 
if the solution changes color. 

Replacement-offer certificates, to 
be given to motorists when Telar is 
installed, explain that the product 
contains a patented Color-Check in- 
hibitor, designed to protect cooling 
systems against rust and corrosion. 

“If Telar turns from normal red 
to yellow,” reads the certificate, 
“the solution should be replaced 
because it is no longer preventing 
rust, even though it may still be 
giving freezing protection, 

“Should your Telar ever turn yel- 
low, this certificate will entitle you 
to replacement of the amount of 
Telar originally installed . . . there 
may be a nominal labor charge for 
installation.” 

The certificate stipulates that the 
replacement offer applies only if 
the ownership of the vehicle has 
not changed since the Telar was 
installed, and only if the certificate 
has been completely filled out and 
signed by the servicing dealer at 
the time of installation. 





Fund Restoration 


For FTC Urged 


WASHINGTON. — The Senate 
Appropriations Committee has rec- 
ommended restoration of $690,000 
in appropriations cut from the Fed- 
eral Trade Commission’s 1962 bud- 
get by the House of Representa- 
tives. The total recommended figure 
is $10,690,000. 

The committee explained that 
$420,000 of the restoration “is re- 
quired to prevent the elimination 
of 54 positions requested to han- 
dle the increasing volume and 
backlog of work in the regular pro- 
grams” of the FTC. 

It said $270,000 is needed to pre- 
vent eliminating 22 jobs required 
to handle the Attorney General’s 
request that FTC look into com- 
pliance on consent decrees in 56 
major cases since 1940, 






























FORD—Falcon—4-dr, sed., £1,976; 2-dr. 
sed., $1,914; Futura 2-dr, sed., $2,162; 
2-dr, 2-seat stat. wag., $2,227; 4-dr. 2-seat 
stat, wag., $2,270. 

(The following prices are for six-cylinder 
models. For V-8s, add $116.) Fi 
4-dr. sed., $2,317; 2-dr. sed., $2,263. Fair- 
lane 500—4-dr. sed., $2,432; 2-dr, sed., 
$2,378. Galaxie—1-dr. sed., $2,592; 2-dr. 
sed., $2,538; 4-dr, hardtop, $2,664; 2-dr. 
hardtop, $2,599; Starliner 2-dr, hardtop, 
$2,599; conv., ’$2, 849. Station Wagons— 
2-dr. 2-seat Ranch Wagon, $2,588; 4-dr. 
2-seat Ranch Wagon, $2,658; 4-dr. 2-seat 
Country Sedan, $2,754; 4-dr. 3-seat Coun- 
try Sedan, $2,858; 4-dr, 2-seat Country 
Squire, $2,943; 4-dr, 3-seat Country Squire, 
$3,013. 

Thunderbird (V-8 std.)—2-dr, hardtop, 
$4,172; conv., $4,639. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 


IMPERIAL—Custom—4-dr. hardtop, $5,- 
111; 2-dr. hardtop, $4,924.50. Crown—4-dr. 
hardtop, $5,649; 2-dr. ‘iardtop, $5,405; 
conv., $5,775.50. LeBaron—4-dr. hardtop, 
$6,428. (TorqueFlite, power steering, power 
brakes standard on all models.) 
LINCOLN CONTINENTAL—4-dr.  sed., 
$6,069; 4-dr. conv., $6,715. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 


MERCURY—(Meteor 600 and Meteor 
800 prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,473; 2-dr. sed., $2,419. Meteor 800—4-dr. 
sed., $2,651; 2-dr. sed., $2,597; 4-dr. hard- 
top, $2,723; 2-dr. hardtop, $2,658. Monte- 
rey V-8—4-dr. sed., $2,871; 4-dr. hardtop, 
$2,943; 2-dr, hardtop, $2,878; conv., $3,- 
128. Station Wagons—Commuter Six 4-dr. 
2-seat, $2,808; Commuter V-8 4-dr. 2-seat, 
$2,924; Colony Park V-8 4-dr, 2-seat, 
$3,120. 


OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard coupe, $2,330; standard 4-dr,. 2- 
seat stat. wag., $2,681; deluxe 4-dr. 2-seat 
stat. wag., $2,816; standard 4-dr, 3-seat 
stat. wag., $2,762; deluxe 4-dr. 3-seat stat. 
wag., $2,897; Cutlass sport coupe, $2,621. 

Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4-dr. 3-seat 
stat. wag., $3,773. Series 98—4-dr. sed., 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 
4-dr. hardtop (flat roof), $4,159; 2-dr. hard- 
top, $4,083; conv., $4,362. (Hydra-Matic, 














(Torque- 








power steering, power brakes standard on 
all Series 98 models and on Super 88 Star- 


fire conv.). 

PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,016; 2-dr. sed., $1,955; 4-dr. 2-seat 
stat. wag., $2,329. V-200—4-dr. sed., $2,- 
112; 2-dr, hardtop, $2,139; 4-dr, 2-seat 
stat, wag., $2,425, 

(The following prices are for six-cylinder 
models. For V-8s, add $119.) Savoy—4-dr. 


sed., $2,312; 2-dr. sed., $2,262. Belvedere 
—4-dr, sed., $2,441; 2-dr, sed., $2,39%; 
2-dr. hardtop, $2,463. WFury—4-dr. sed., 


$2,577; 4-dr, hardtop, $2,658; 2-dr. hard- 
top, $2,601. Station Wagons—2-dr. 2-seat 
Deluxe, $2,604; 4-dr. 2-seat Deluxe, $2,670; 
4-dr. 2-seat Custom, $2,763. Plymouth V-8 

—(On the following models, a V-8 engine 
is standard, and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,969: 
Station Wagon V-8—4-dr. 3-seat Custom, 
$2,992; 4-dr, 2-seat Sport, $3,026; 4-dr. 
3-seat Sport, $3,136. 


PONTIAC—Tempest—4-dr. sed., $2,167; 
coupe, $2,113; custom coupe, $2,297; 4-dr. 








2-seat stat. wag., $2,438. 

Catalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat, wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr, hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr, hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 

RAMBLER—American — Deluxe — 4-dr. 
sed., $1,896; 2-dr. sed., $1,847; 2-dr. 2- 
seat stat. wag., $2,082; 4-dr. 2-seat stat. 
wag., $2,131. Super — ‘4- dr. sed., $1,981; 
2-dr. sed., $1,932; 2-dr. 2-seat stat. wag., 
$2,167; a dr. 2-seat stat. wag., $2,216. 
Custom—4-dr. sed., $2,111; 2-dr. sed., $2,- 
062; conv., $2,371; 2-dr. 2-seat stat wag., 
$2,297; 4-dr. 2-seat stat. wag., $2,346. 
Custom 400—4-dr. sed., $2,201; conv., $2,- 
461. 

Olassic—Deluxe Six—4-dr. sed., $2,100; 
4-dr. 2-seat stat. wag., $2,439. Super Six 
—4-dr. sed., $2,270; 2-seat stat. wag., 


$2,574; 5-dr. 3-seat stat. wag., $2,699, 
Custom Six—4-dr. sed., $2,415; 4-dr. 2- 
seat stat. wag., $2,719; 5-dr. 3-seat stat. 
wag., $2,844. Custom 400 Six—4-dr. sed, 
$2,565. Super V-8—4-dr. sed., $2,399; 4- 
dr. 2-seat stat. wag., $2,703; 5-dr. 3-seat 
stat. wag., $2,828. Custom V-8—4-dr. se:i., 
$2,514; 4-dr. 2-seat stat. wag., $2,818; 
5-dr. 3-seat stat. wag., $2,943. Custom 4099 
V-8—4-dr. sed., $2,664. 
Ambassador—Super V-8—4-dr. sed., $2,- 
539; 4-dr. 2-seat stat. wag., $2,843; 5-dr, 
3-seat stat. wag., $2,968. Custom V-s— 
4-dr. sed., $2,684; 4-dr. 2-seat stat. wag., 
$2,988; 5-dr. 3- Seat stat. wag., $3, 113. 
Custom 400 V-8—4-dr. sed., $2,814. 


STUDEBAKER—Lark Deluxe Six—4-cr, 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat, wag,, 
$2,370. Lark Regal Six—4-dr, sed., $2, 155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr, 
2-seat stat. wag., $2, 520. Lark Deluxe v-8 
—4-dr, sed., $2,140; 2-dr, sed., $2,070; 
2-dr, 2-seat stat, wag., $2,425; 4-dr. 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr, 
sed., $2,290; 2-dr, hardtop, $2,378; conv., 
$2,689; 4-dr, 2-seat stat. wag., $2,655, 
Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650. 

WILLYS—Jeep—2-dr, 2-seat stat. wag, 
(4 cyl.), $2,095; 2-dr. 2-seat stat. wag, 
(6-cyl.), $2,343.57. (Both are two-wheel- 
drive models.) 


New Commercial-Car Registrations, 
35 States for June, 1961-1960 


istrations by states are 
re weekly, as compiled 


. L. Polk representatives in 


state capitals. 
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16 States Previously Reported ‘él 10 28 633) 4129 904| 1627 129 126 225 432 480; 12421 
For June a foe ‘t0| | 3 rit} 4l 2 3625 1142; 1656 131 96 | 482 a 12670 
Arkansas ‘él| 215 | 149 25 34 i | | 3 448 
*60) 251 2 3 185 5l 49 3 4 i 580 
Colérado a 471 pl 363 158 3 i iil 1365 
| 505 2| ia 116 ;| 12 94 7 1405 
Delaware “i 16 14 | | 20 4 220 
a 
Florida i 615 58 775 131 177 
| 725 15| i B08 231 219 39 “ a 104 234 2563 
Georgia ri I 538 104 158 15 25 52| 1472 
= | 4 % 623 165 220 ;| % 26 79| = 2045 
H ii l 9 27 28 
ae | | 20| 12 43 | ; 3| 2 El 
Illinois t 18 142 753 204 28 14 | 2785 
| | z 149 io 274 556 52 47 2 3 3479 
| ‘et oa 49 174 3 3 4 
eos +60] | 3| “| a | 191 3| 3 13 | 
Kentuck Xl i 64 92 7 7 24 
eee | 519 5| x 70 i ma 10| | 13| 28 
Louisiana a1 619 515 85 131 8 7 14 43 
vip | 592 5| 33 | 537 109 134 10| ;| ‘| 50 
Maine 1 114 16 136 4l 4 7 | 31 
3| es | z 214 él 138 19] it| 3| 55 
Maryland 1 6 = 73 341 23 2 18 54 75 
= 8 | 33 " 67 169 28 | | 59 62 
New Jerse a i 557 20 im 198 225 39 10 105 157) 
E ¥ *60| ol - 571 15 | 7% 691 235 288 57 13 59 94 144 
New Mexic *6l| 243 24 186 4l 54 2 5 3 30 18 
c r *60] | re | 53 402/ 232 82 3 18 20 32 25 
Ohi ‘él a 4 112 941) 191 428 4 16 142 110 118 
r "60 I it a 888 298 451 59 30 80 140 169} 
Oklahoma él] 549 108 191 9 iT Wi 18 
*60| | bi 3| 633 164 196 7 7 30 14 31 
Pennsylvania ‘él 12 16 a 1107 257 609 107 40 93 275 144 
pete ‘60| mt 28 15 251 918 277 58! 183 35 106 204 187 
South Dakota ‘él 133 10} 121 23 110 l 2 4 4 
. "60 | 152 2| 14; 100 50 157 | 4 3| 7 10 
Tennessee il 442 2 33 423 112) 114 20 2 15 51 33 
* *60 | 603 ;| 40 492 120 156 5| 2 65 14 45 
35 States Reported él) 40! 12659 9 1680; 12579 2760| 5147 456 270 778 1493 1647 
To Date for , *60| 56| 14749 149 1897| 12615 3882 558! a9 335 817 1482 2055 | 
*Year ‘él 386| 131065 815| 17413] 127228) 30129! 45233 4099 2587} 5957 | 12215| 14954 
To Date ‘60 563| 151807 1319] 20354] 134292} 37068] 53006 5594 2054| 7352| 13374} 21062 


*—Connecticut not reported for April and May. 





New Passenger-Car Registrations, 35 States for June, 1961-1960 


Car registrations as 


compiled by R. L, Polk 
& Co, 
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16 States Previously ‘6l| 4425 978 90 3471 7221| 16589 196 1444 2225) 20454) 3456 1140| 18750] 3395) 3884] 30625 726| 4901 
Reported for June 60} 5638 787 126 271 5280} 10893| 15596 155 1722 1852| 19325} 2762 1179} 20384} 3380! 4150) 31855 1168} 5531 
Arkansas *6l 101 18 i] | | Bl 510 4 76 621 | 43 617 93 | He i 116 
*60] 141 21 9 141 147 sae 35 v8 2 724 a 65 792 er 154 1275 24 133 
Colorado “él 348 89 7 189 276 561 149 1514 222 101 1609 2 297| = 2483 77 304 
*60 435 59 3| 13] 373 | 753 Hg 16 123 164 1422 165| 90 1467 244 299| 2265 15 289 
Delaware “él 71 20 2 68 140 379 30 = 453 68 35 557 70 83 813 10 il 
"60 70 10 | 8 | 94 195 183 | 28| 243 39 42 47| 55 76 683 15 157 
Florida ‘él 966 179| 35 | 530 748 1492| 4282 113 al i 5376 Tol 517| 4512 814 875 Led 101 1566 
*60| 1002] 147 48 46 726 1158] 2125} 3690 60 302 602} 4654 640 455| 4571 732 901 7299 222} 253! 
Georgia ‘él 344 83) 10 194 339 626| 2010 12 112 238, 2372 348) 129| 2359 341 605| 3782 62 710 
. *60 410 86 is| 24 463 674 1262 ay Wl 134 207| = 2611 316| 154| 3376 393| 691 4930 132 984 
Hawaii ‘6l 62 17 55 144 216 5 a % 428 59 16 361 73 93 602 14 184 
‘60 66 2! 3| | % 286 ‘o8| 337 | 34 385 42 20 472 49 33} 616 32 306 
Illinois ‘6l| = 2135 589 aI | | 1093 1332 saa 7217 142 7% 836| 8930; 2142 924; 11480| 2051 2641| 19238 308 1578 
60) = 2913 540 81 115} 2811 2493| 6040} 7173 121 981 1256} 9531 1961 953| 12978| 2336] 3281| 21509 645} 2037 
lowa ‘él 582 124 8 347 332 sil 1887 15 222| 213| 2337 368 106| 2377 387 463| = 3701 72 255 
"60! 619 89 | | 23 | 440 509 1074 1638 14 194| 203| 2049 346 105} 2216 368 432| 3467 97 293 
Kentucky ‘él 335 51 4 165 244 464| 1531 12 95 142; 1780 280 75 1894 308 300; 2857 32 330 
"60 424 48 3| 2i | 373 422 872 1369 8 162 165 1704 253! 77 1958 353 399| 3040 92 368 
Louisiana “él! 334 101 13 169 . 502 1698 20 116 215) 2049 249 105} 2093 445 426) 3318 44 415) 6662 
*60| 362 tal 12 19 299| 762 1695 20 143 197| 2055 272 128] 2461 424 550} 3835 73 749| 7836 
Maine 6l 220 48 ‘| | 140 a 367 729 4 al 110 890 122| 44 796| 113} 178| = 1253 37| 259| 3026 
*60 310 4\ 6 14 163 206 430 643 87 818 19 48 1058| 105| 160/ 1490} 73 321| 3442 
Maryland “él! 644 149 H 474 639 1270| 2678 35 213 450| 3376 435 183| 3647 445 561 5271 89 766| 11416 
*60| 77\ 163 23 41 814 ve 2100} 2148 r4) 181 304| 2654 369 192| 3288 425 561 4835 142 863} 11365 
New Jersey ‘él 1626 538 3 | Fl 2490| 4777 118 369 795| 6059 1118 626; 6145 1079| = 1559| 10527 223 1729| 22654 
60} 1986 478 89 109 nel 2187 4814| 4461 95 517 738} 58il 818 724| 6786 1176 1556] 11060 483} 2148) 26302 
New Mexico ‘él 163| 30 6 122 238 458 6 72 590| 66 47 544 93 108 858 25 128) 2002 
"60! 252| 4 a| I ie 232 400 634 | 20 76 ara 101] 69 931 157 183 1441 51 222| 3165 
Ohio ‘6l| = 1931 464 4% 1332 1561 3403; 8116 88 951 1573! rea 559| 9833 1869 owl 16660 308 1425| 34455 
*60| 2287 381 7I 134 hed 2841 6413) 7916 ‘ 1065 1767| 10839 1530 555] 10591 1878} 2479) 17033 557| 2169] 39298 
Oklahoma "él 359 33 3 | 407 1323 Ht| 183| = 1632] 275 107} 1628} 327 324| 2661 | 14| 223| 52% 
*60| 448 40 8 19 am 305 666 1367 12 123] | 50| 1652} 251} 95| 1924] 369 385| 3024 56 249| 609 
Pennsylvania ‘61! 2738 7% fa | od 1905| 4514) 7726 122 624 1465, 9937 1741 697| 10545 1607| | 2127| = 16717 575 1974| 36455 
*60| 2997 595 86 224 3613 3220] 7738) 6863 105 902 1126] 8996 1379 772| 9288 1516] 2047} +15002 826}  2549| 38108 
South Dakota él 81| 15| 4| | 33| 60} 112| 276| 27 25| 328 76 14 340 67 75 572 16 64) «1173 
*60| 107| 8] 5| 7| 92| 81| 193] 245| i 34 31] saa 46 20 341 63 | 524 26 65| 1226 
Tennessee ‘6l| 347 103 8 221 éll 1677 13 165 324 121 2267 312 427| 3451 47 326| 6866 
‘60 511 60 10} a4| 382 a| 950 1718 i 147 197| 2073 2073 341 105} 2599 382 504} 3931 103 454| 8022 
35 States Reported *61| 17812) 4400 419 10555| 13279| 28653) 65465 958 5741 9774| 81938) 14206] 5589| 82354) 14143] 17488] 133780] 2791| 17364] 282338 
To Date for June *60 oun ney 620 1141] 20645} 22325) 48410) 61648 765 6998} 9245} 78656} 11847) 5848} 87952) 14572] 18895] 139114] 4932] 22418) 315279 
*Year ‘él on) 37516 5024 103189| 135220| 264017| 587064, 13830! 53150) ‘79101 eat 124077| 66027| 703539| 138866] 162962/1195491| 33388| 174346 | 2576870 
To Date "60 197973 37516] 7643] 13762] 174517| 215719] 449157] 665643} 1114) 75178] 46349 124600} 69907] 809098} 163457] 190322] 1357384] 53850) 251845| 3108493 





*—Connecticut not reported for April and May. 
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Lawsuits Affecting Dealers .. . 


Court Decisions 





By Leo T. Parker 
Attorney at Law 


HE higher courts very consist- 

ently hold that no person can 
rely upon his own fraud to win a 
favorable verdict in any law suit. 
Last month a 
higher court ex- 
tended this usual 
law to cover false 
financial state- 
ments. 

For illustration, 
in Bradford v. 
Western Oldsmo- 
bile Co., 353 Pac. 
(2d) 232, the tes- 
timony showed 
facts, as follows: 
A man, named 





Leo T. Parker 
Bradford, contemplating purchas- 


ing an automobile from Western 
Oldsmobile Co. 

From the testimony given by 
Bradford an official of Western 
Oldsmobile promised to get a loan 
for Bradford from a finance com- 
pany. In view of obtaining this loan 
the official prepared a financial 
statement which Bradford signed. 

This financial statement stated 
that Bradford was employed by 
Broadway Cab Co.; that his in- 
come was $500 per month; that 
he had $110 other monthly in- 
come from property; that his 
spouse earned $200 per month, 
and that he owned his own house 
clear of any mortgage. 

In truth he had only been em- 
ployed by the cab company two 
days and his salary was $350. The 
additional income of $110 did not 
accrue to him but to his wife, who 
was not a party to the transaction. 
He did not own his house, but his 
wife was buying it on contract. 
Hence, the financial statement 
signed by Bradford was almost en- 
tirely false. i 
Dee purchased the auto- 

mobile from Western Oldsmo- 
bile by a written contract of con- 
ditional sale for $4,272.16, less 
credit for a tradein allowance. The 
balance was to be paid as follows: 

on May 20, $100 on June 2, 
and $107.56 per month commencing 
July 2 until 36 installments had 
been paid. 

Title was retained in Western 
Oldsmobile, which was also given 
the usual remedies provided in such 
contracts, including the right to 
repossess the vehicle in the event 
of default by Bradford. 

The finance company, after a 
detailed investigation of Brad- 
ford’s financial status refused to 
loan money on the deal. Later 
Bradford failed to make the 
agreed $300 payment on May 20, 
and Western Oldsmobile repos- 
sessed the car. 

Bradford sued Western Oldsmo- 
bile for general damages plus puni- 
tive damages in the sum of $50,000. 
Bradford based his suit on the fact 
that an official of Western Olds- 
mobile had guaranteed that Brad- 
ford would get a loan from the 
finance company, which later re- 
fused the loan. The lower court 
awarded Bradford $911.80 general 
damages and $4,000 punitive dam- 


ages. 
Western Oldsmobile appealed the 


Rubber-Tax Forms 
Available from IRS 


WASHINGTON, — The Internal 
Revenue Service announced that 
supplies of Form 3174 (Floor Stocks 
Tax Return—1961) are available at 
district directors’ offices. 

The tax is part of the Federal- 


levied floor-stock taxes of two 
cents a pound on tires and tread 
rubber and one cent a pound on 
inner tubes. Returns must be filed 
by Oct. 15, 1961, 


The IRS also announced the 
availability of “Statistics of Income 
1958-59, United States Business Tax 
Returns,” which has information 
on profits, receipts, depreciation 
and inventory for 65 classes of in- 
dustry. The report may be pur- 
chased for 60 cents from the Super- 
intendent of Documents, U. S. Gov- 
ernment Printing Office, Washing- 
ton 25, D. C. 



































case to a higher court, which re- 
versed the lower court’s decision, 
saying: 

“Since plaintiff (Bradford) was 
not entitled to actual damages, it 
follows that he is not entitled to 
punitive damages. The judgment 
for plaintiff (Bradford) is, there- 
fore, reversed.” 

This higher court went on to 
explain that according to his own 
testimony, Bradford knew that in- 
correct answers were being sup- 
plied in the financial statements 
and therefore “he could not reason- 





Corvair Tops Ford 
In Dayton for June 


DAYTON, O.—Corvair beat out 
Ford in new-car sales to take 
second place behind Chevrolet in 
the Dayton area in June. 

The count: Chevrolet, 512; Cor- 
vair, 266, and Ford, 222. Falcon 
was fourth with 137. 





ably have believed that a loan could 
be obtained or would be guaran- 
teed.” 

* * * 


Can’t Transfer Forged Title 


A FEW weeks ago a higher court 

rendered an unusually impor- 
tant decision holding that, irrespec- 
tive of peculiar or unusual circum- 
stances, a person who takes title 
to an automobile under a forged 
document has no title, nor can he 
transfer one. 

For instance, in Uptown National 
Bank v. Puris, 168 N. E. (2d) 791, 
the testimony showed that Uptown 
issued its check for $2,500 payable 
jointly to Virginia Puris and Lon- 
don Motors Co, 

The check had a stipulation 
that it was issued in payment for 
a Dodge automobile purchased by 
Puris, and requested the seller, 
London Motors, to forward the 
certificate of title showing a lien 
in favor of the bank in the 
amount of $2,778.24. 


As additional security the loan to 
Uptown was secured by a duly re- 
corded chattel mortgage on the 
automobile executed by Virginia 
Puris. The check was endorsed and 
deposited in the account of the 
seller, London Motors, and the “use 





Only 300 cars a day moved in 
coast-to-coast trips on the main 
east and west highways of the 
United States in 1938. 





tax” receipt in favor of Virginia 
Puris was completed. 

Later a man named Treuren ap- 
peared at State Co. and applied 
for a loan to be secured by the 
same Dodge automobile. He was in 
possession of an unassigned manu- 
facturer’s certificate of origin. 
State Co. refused to make the 


"Way out front in steering ease... 


Rockwell-Standard® Center-Point steer for heavy-duty vehicles 
gives you 3 advantages « Easy steering with less weight and cost 
than power assist * Safer, better vehicle control with less driver 
fatigue * Reduced maintenance costs and less downtime be- 


‘CENTER POINT" 


cause tires and steering parts last longer. 





THE ORDINARY WAY 


Inclined kingpin design necessi- 


tates lifting the front 


when wheels are turned. Because 
linkage is a greater distance from 
center-line of tire, and is not per- 
pendicular to ground—it is subject I 
to many forces not present in the tion 


Center. Point design. 


Apnithee Khoduil ¥f... ROCKWELL-STANDARD 
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loan until the certificate was as- 
signed to Treuren by the dealer, 
London Motors. 
* * + 

| Byrocreens the same day, Treuren 

returned to State Co. with the 
certificate bearing the signature of 
Robert Gilmore, as agent of the 
London Motors, and properly notar- 
ized. 

The certificate of origin and an 
application for a certificate of 
title in the name of Treuren, 
showing the lien of the bank of 
$1,600, was sent to the Secretary 
of State, and State Co. issued its 
check for $1,600 to Treuren. 
Later, it developed that Robert 
Gilmore’s signature was forged. 

In later litigation, the higher 
court held that Uptown had a law- 
ful “first” lien against the automo- 
bile, saying: 

“The evidence is clear that the 
signature of Robert Gilmore on the 
assignment of the certificate of ori- 
gin to Treuren was a forgery. The 
purchaser can take no better title 
to the property than his vendor 
had. Drain v. La Grange State 
Bank, 303 Ill. -330, 135 N. E. 780. 
Treuren could take no title through 
the forged indorsement and as a 
consequence, could transfer none.” 








EXTRA! THESE TIME-PROVED 
ROCKWELL-STANDARD 
FEATURES 


Delrin Knuckle Pin Bushings— 
cannot rust or corrode. 


Forged Steering and Tie Rod Arms 
—extra strength and rigidity. 


“I” Beam Center — 


equalized “I” design gives greater 
resistance to both lateral and 
vertical stress. 


Air or Hydraulic Brakes—whatever 
is best for your operation. 


True Sphere Ball Studs—induction 
hardened for longer wear. 


Maintenance — simpli- 


fied design cuts maintenance 
cost, speeds lubrication. 


Forged Knuckles and Spindles — 
enclosed, to keep lubrication in, 


eee 
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zero to 175 degrees above zero. 


is said to be extremely lightweight, 














one pound per cubic foot, although 

ADJUSTABLE TANDEM — An optional 
outer slide adjustable tandem for its “66” 
Series of commercial truck-trailers has 
been announced by Highway Trailer In- 
dustries, Inc., 250 Park Ave., New York 
17, N. Y. The outer slide running gear 
provides fore and aft adjustment in six- 
inch increments from a rear-most location 
of 56 inches to a foremost location of 134 
inches, it is said. Movement is controlled 
by four vertical lock pins positioned at 
each corner of the unit. Lateral and ver- 
tical movement is controlled by retainer 
lugs also Positioned at each corner. 


cubic foot can be made. 
* aK ok 


Milwaukee Motive Offers 
Abrasive Sanding Disk 


An abrasive sanding disk that is 
said to be shatter resistant and ex- 
tremely flexible for following con- 
tours is offered by Milwaukee Mo- 
tive Mfg. Co., 1825 S. Kinnickinnic 
Ave., Milwaukee 4, Wis. 

The company said the disk is 
serrated on the abrasive surface, 
resulting in faster and cooler cut- 
ting. 





* * 








STARTER—Tiffany, Inc., 3333 E.. 10th 
St., Rock Falls, Ill., has announced self 
starters for gasoline engines up to 12 
horsepower. Power from the engine is 
utilized to energize the Tiffany Action 
starter. It spins the smaller horsepower 
engine over approximately twice as many 
strokes as the conventional rope or wind- 
up starter, it is said. A universal mounting 
feature is said to provide simple installa- 
tion. Remote control cables may be. at- 
tached to the starter if desired. A move- 
ment of the starter knob transfers: the full 
energy of the unit directly to the engine 
shaft. The self-energizing feature can be 
activated to use the power of the engine 
to re-energize te water. 





EXHAUST STACK CAP—Engine repairs 
caused by rain-flooded pistons, cracked 
cylinder heads and warped valves are 
said to be eliminated by the use of an 
Anthes Weathercap on vertical exhaust 
stacks. The cap prevents rain, snow, dust 
and insects from entering the exhaust 
stack and causing damage, it is said. 
Weathercap works automatically—counter- 


Texas Firm Manufactures balanced cap is closed when engine is 
not running—but at the first sign of stack 


Truck-Body Insulation pressure, the cap opens to permit exhaust 


A truck-body insulation is being}to escape, it is said. Anthes Division, 
manufactured by Cell Foam, Inc.,| Gleason Corp., 325 N. Plankinton Ave., 
205 S. Sylanvia, Fort Worth, Tex.,| Milwaukee 3, Wis. 

Soe * 


* * 


from expandable polystyrene that 
is said to resist any temperature 
change between 300 degrees below 


The cell-foam insulation material 
with an average density of only 


densities up to four pounds per 


TEMPERATURE CONTROL — Dual com- 
partment refrigeration, developed by Arc- 
tic Traveler, Montgomery 2, Ala., features 
an accessory for use with the firm's eléc- 
tric Truckmaster cnd Super Trailmaster 


mechanical refrigeration units. The ac- 
sessory consists of a 16-inch fan, thermo- 
stat and duct work. Mounted at the top 
of the compartment wall, this fan directs 
the flow of cool air throughout the cargo 
department at the rear of the truck body 
or trailer, The forward cold compartment 
is automatically neld at any desired tem- 
perature with a refrigeration unit. The 
back compartment can then be cooled and 
automatically held at another temperature 
by the fan which draws upon the colder 
air in the forward compartment for its 
cooling. 





\ 
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TRANSMISSION — Fuller Transmission 
Division, Eaton Mfg. Co., Kalamazoo, Mich., 
has announced Models 5-H-74 and 5-HA- 
74 transmissions designed for diesel en- 
gines in the 190-250 horsepower range. 
Model 5-H-74 five-speed transmission of 
the general configuration of the popular 
72 and 74 Series features a mainshaft of 
greater diameter and high-capacity pilot 
bearing. Low-tooth pressures are assured 
by wide gear faces and all helical gear- 
ing, with jaw clutch engagement for short, 
quick shifts, it is said. Use of aluminum 
case and clutch housing in Model 5-HA-74 
results in saving of an additional 93 
pounds of weight, it is said. Capacity to 
weight ratio is extremely high, and the 








DELIVERY BODY—A delivery body designed in the interest of safety and driver 
convenience, the Merchandiser Model MPO-8, has been developed by Boyertown Auto 
Body Works, Boyertown, Pa. The driver’s vision through the windshield is such that 
an object 36 inches high on the road 20 inches directly in front of the vehicle is 
visible to the average driver in a normal seated position in the driver's seat, it is 
claimed. Loadspace dimensions are 96 inches long, 74 inches wide, and 72 inches 
high, having a capacity of 280 cubic feet. The unit features roll-up overhead rear 
door, plastic skylight in the roof, sliding cab doors with regulating windows and high- 
strength alloy steel construction. 





inches, 





SUSPENSION — Western Unit Corp., 
17747 E. Railroad St., City of Industry, 
Calif., has introduced the ‘Stabilaire”’ 
single and tandem suspensions. This sus- 
pension combines the outstanding advan- 
tages of air cushions and leaf springs and 
assures “passenger car" ride for perish- 
able, fragile glassware and delicate instru- 
ments and electronic equipment, it is said. 
The air cushions and leaf springs on the 
“Stabilaire’’ team up to take the full 
weight of the loaded vehicle. Constant 
floor height is maintained, regardless of 
load over any type of terrain by positive 
acting “levelling valves’’ which are con- 
trolled by axle movement, it is said. 
Single and tandem “'Stabilaire’’ suspen- 
sions are designed for driven axles and 
dolly axles. They are available in four 
different mounting heights from 5 feet to 


1834 inches. 
ech é 


Elk Engineering Offers 
Model 51 Parts Feeder 


Addition of Model 51 parts feeder 
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TRUCK NEW PRODUCTS 


in a T-inch bowl, the firm said. 
Track width of the cast aluminum 
bowl is 5/16-inch for a five-inch 
bowl and %-inch for seven-inch 
bowl, and the bowl can be con- 
structed for clockwise or counter- 
clockwise feed, Elk added. 
* at o* 


Mongol Chemical Offers 


Auto Polish and Cleaner 


Mongol Chemical Co,., 1255 W. 
Fourth St., Cleveland 13, O., has in- 
troduced an auto polish and clean- 
er that is said to clean all dirt and 
leave the car with a protective 
coating. 

Cans of the polish come imprint- 
ed with the name and address of 
the selling dealer. 








BUMPER GRILLE—Valley Tow-Rite, Inc., 
P. O. Box 759, Lodi, Calif., has announced 
a decorative bumper grille for the Cor- 
vair. The unit is made of steel with a 


chrome finish. 
s. # 





BODY, HOIST PACKAGE—A lightweight 
body and hoist package has been intro- 


installation dimension is short, 25-13/64| duced by Galion Allsteel Body Co., Gal- 


ion, O. The body is construcied mainly 
of corrugated Hi-Resistant steel, which is 
said to cut down on the deadweight in 
order to increase payload. The company 
claims the weight of a 12-foot body is 
1,960 pounds, compared with the approxi- 
mate weight of 2,550 pounds for standard 
comparable models. Weight saving is 
gained by the use of a _ subframeless 
hoist which employs Galion’s Model 63108 
cylinder. Offered in standard lengths of 
138, 144 and 156 inches, the body sides 
and head are of 14 gauge Hi-Tensile steel 
while the tailgate and floor are 12 gauge 
Hi-Resistant steel. 
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BAFFLES — The honeycomb and _fibey. 
glass baffles, a development by M. C. Gili e 
Corp., El Monte, Calif., are said to be . 
more sanitary, the surface is easier tp : 
clean, are much lighter and stronger, and m 
more flexible than the Douglas fir baffle sé 
used to haul oranges. Juice oranges are 
hauled in bulk in trailer trains of two, hh 
Each trailer has four compartments, each T 
with four baffles set at a 30 degree angle 
midway between the floor and the upper 
edge of the trailer sloped to doors in sé 
the lower half on the roadside of the w 
trailer. Loaded to a heaping load by con. $1 
veyor belts, the baffles break the fall of q 
the oranges, since they are angled, it js hi 


said. Each train of two trailers has 32 th 


baffles and holds about 24 tons (800 

boxes) of oranges, a total on the average bt 
of 160,000 oranges. The baffles are 11 fo co 
40 inches in width, one-inch thick. th 





WRECKER — Weld Built's Model 5A-S 
wrecker, body and tow bar can be instail- 
ed on either a % or a one-ton express 
body for a one-ton dual-wheel chassis 
with Model 101-A body. This wrecker fea- 
tures a four-ton power winch with 150 
feet of 7/16-inch cable and free wheeling 
device. Automatic brake prevents cable 
from overrunning, it is said, Dual controls 
are located on rear of truck. All control 
rods have adjusiable yokes and Zerk fit- 
tings. Weld Built Body Co., 59-03 Preston 
Court, Brooklyn, N. Y. 
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LOUVER MOULDINGS — Stainless steel 
louver mouldings for the rear deck grille 
of the Corvair have been marketed by 
Auto Trends, Inc., 222 S. Division, Grand 
Rapids 2, Mich. The slip-on mouldings do 
not interfere with air Passage, it is said. 
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BODY—Pickwick Co., Box 630, Cedar Rapids, !a., has introduced two models of 
the Traveliner. Model 20 mounts on a 122-inch-wheelbase Ford P350 stripped chassis. 
The unit is 20 feet long and seven feet wide and has a curb weight of 6,000 pounds. 
Model 22 mounts on a 137-inch-wheelbase Ford P400 stripped chassis, It is 22 feet 
long and seven feet wide and has a curb weight of 6,800 pounds. Both units feature 
such standard items as water tank, stove, refrigerator, beds, storage compartments 
and toilet. 


to the line of Elk-O-Matic vibra- 





tory parts feeders has been an- 
nounced by Elk Engineering 
Works, St. Marys, Pa. 

Model 51 is manufactured to feed 
parts up to %-inch in length in a 
five-inch bowl and %-inch in length 


DELIVERY BODY—Lyncoach & Truck Co., Inc., Oneonta, N. Y., has announced the wil 
Lyn Airvan aluminum delivery body. The body is an advanced model of one designed city. 
earlier by Dayton T. Brown, president, Dayton T. Brown, Inc., Copaigue, N. Y. The Ca 
Brown corporation's Airvan Division was recently acquired by Lyncoach. The bodies conv 
will be made in 96, 126 and 144-inch body lengths, with overall measurements of lowi; 


178, 208 and 226 inches. Each measures 78 inches wide and 72 inches high. The W. | 
smaller model is for a 104-inch wheelbase, the medium-sized unit for either a 122 
or 125-inch base, and the largest for a 137-inch wheelbase. 
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Financial 





American Enka Corp. has report- 
ed sales of $48,072,000 for the first 
24 weeks of 1961, a 6 percent im- 
provement over the $45,464,000 _in 
the like period last year. Net in- 
come for the first 24 weeks was 
$1,823,000 compared with $683,000 in 


Philip B. Stull, board chairman 
and president, reported to stock- 
holders that earnings thus far in 
1961, while showing an improve- 
ment over 1960, are “still far from 


satisfactory.” 
& * * 


Inland Steel’s Sales, Profit 
Trail Last Year’s Pace 
Inland Steel’s net income for the 
second quarter was $13,605,988, 
which was within 5 percent of the 
$14,323,569 earned in the second 
quarter of 1960 and 67 percent 
higher than the $8,143,592 earned in 
the first three months of 1961. 
Improvement in the volume of 
pusiness at all operations lifted 
consolidated sales 19 percent above 
the first quarter to $189,315,181, This 


Used-Car Notes 


ATLANTA, — The Atlanta Inde- 
pendent Automobile Dealers Assn. 
has elected new officers. 

Jim Cox is president; J. L, Mit- 
chell, first vice-president; Norman 
Adams, second vice-president; Earl 
Masters, secretary, and H. H. Hol- 
ton, treasurer, Directors are Sam 
Troncalli, Irv Wolfe, Horace Hes- 
ter, Ferrell Samples and Austin 
Abbott. 





* * 


Bagel-Towne Opens 
CHICAGO. — A grand opening 
celebration was held by Bagel- 
Towne U. S. A., 1750 N. Cicero Ave. 
* * * 


Salem (Ore.) Independents 


Organize, Elect Boniface 

SALEM, Ore.—A dozen Salem 
used-car dealers have organized an 
association, which hopes to soon 
affiliate with both state and na- 
tional groups. 

Elected president was Milan Bon- 
iface of Aynbee Motors, Other of- 
ficers include Palmer Williams, of 
Palmer Williams Auto Sales, and 
James McHone, of Northgate Mo- 
tors Co. 


* * * 


Hughes in New Location 
ATLANTA.—Tom Hughes has 
opened a used-car business at a 
new location, 1235 Lee St., S.W. The 
firm’s name is Hughes Motor Co. 
* * * 


Wick Opens Lot 
BUFFALO, N. Y. — Chester F. 
Wick has opened a used-car busi- 
ness at 2320 South Park Ave, It is 
known as Wick Motor Sales. 
* ES * 
Dealers Take Over Lot 
CLEVELAND. — Mark Durschlag 
and Manny Weiser have taken over 
the operation of the used-car lot 
at Sheffler Rambler, Inc., here. 
co * ok 
Carsey Opens in Dallas 
DALLAS—Carsey Auto Co., a 


compared with $159,404,735 in the | it, $11,827,000 and $26,136,000; sales, 
first period and $202,859,905 in the | $346,505,000 and $461,588,000. 
second quarter last year, a os gl ae 


Hastings Mfg. Co, Hastings,| en, Pa., first-half report, 1961 vs. 


$390,564 in the six months ended | $1,205,000; sales, $27,640,000 vs. $36,- 
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The second-quarter profit was $1,- 
686,310. 

* a of 
Front 


Jones & Laughlin 


Jones & Laughlin Steel Corp., 
first-half report, 1961 vs, 1960: Prof- 


* * @ Alan Wood Steel 
Hastings Mfg. Alan Wood Steel Co., Conshohoc- 


reported net earnings of | 1960: Loss of $74,000 vs. profit of 


June 30, compared with $287,185 in | 968,000. 


the first half of 1960. 
ee Ge 


Stewart-Warner Reports 


Gains in Sales, Earnings 


Sharp improvement in both sales 
and earnings in the second quarter 
of 1961—with earnings 25 percent 
greater than in the 1961 first quar- 
ter and 11 percent higher than in 
the second quarter of last year— 
was reported by Stewart-Warner 
Corp. 

The Corporation’s total net sales 


Fedders Corp., report for nine 
months ended May 31, 1961 vs. 1960: 
$2,549,244 and $3,368,478; 


Sales, $44,878,834, and $51,401,248. 
* * * 


Tungo-Sol Electric 


Tung-Sol Electric, Inc., Newark, 
N. J., first-half report, 1961 vs. 
1960: Profit, $641,457 and $962,057; 
sales, $31,395,690 and $35,559,800. 

o ” * 





Miller Cited for Safety Work— 


C. Gordon Miller, Miller Pontiac-Cadillac Corp., Rahway, N. Ja received a special 












for the second quarter of this year 


level of the 1960 second quarter. | sales, $23,631,982 and $31,880,377. 








used-car firm, has opened at 2322 
Ross, Dallas, It is owned by Eben 
Carsey, a Greenville (Tex.) dealer, 
with Leonard Ramph and George 
Jenkins serving as managers here. 





Alabama Dealers 
Set Meeting Dates 


MONTGOMERY, Ala.—The Au- 
tomobile Dealers Assn. of Alabama 
will return to the state to hold the 
1962 convention for the first time in 
Several years. In recent years the 
group has met in Biloxi, Miss. 

Dates have been set as April 8-10, 
President Blaine G. Brownell, Bir- 
mingham, announced. The place 
i be Montgomery, the capital 
city. 

Carl Golson will serve as general 
Convention chairman with the fol- 
lowing as committee members: 
W. S. Brewbaker; Hugh Caldwell, 
H. O. Davis, Forrest McConnell jr., 
Frank McGough and J. L. Rouse jr. 


award from Pontiac for his ‘unusual and exceptional service’ in the cause of safe 
driving. Miller has donated a new Pontiac each year since 1957 for the purpose of 
were $27,796,755, which is 6 percent National Castings Co., Cleveland, | promoting safety among the city drivers. There has been a marked improvement in 
higher than for the first quarter | first-half report, 1961 vs. 1960: Loss| the city's safety record since acquisition of the car. The award is presented to Miller, 
and about one percent above the/|of $925,993 vs. profit of $1,301,646;| second from right, by A. M. Lautenslager, Pontiac representative, while Police Chief 








National Castings 


Lawrence Coman, left, and Capt. Herbert Kinch, right, look on. 






proved 
truer running 
easier on tires 










Proved over millions of ton miles, 
the Kelsey-Hayes three-piece 

truck wheel provides more uniform 
tire bead support and uniform 
stress distribution which reduces 
rim fatigue! It is quieter and 
smoother running. And our unique 
lock ring construction affords 
fool-proof “‘blow-off” protection. 



















Component dimensional accuracy 
held to closést tolerances in the 
industry (here being checked in 
our lab) and advanced wide-base 
design are reasons why it is 
becoming the preferred design for 
commercial vehicles. Millions 

are now in service. Kelsey-Hayes 
Company, General Offices: 
Detroit, Michigan. 

















KELSEY 
HAYES 
COMPANY 


World's largest producer of automotive wheels! 


OPERATIONAL PLANTS: Detroit, Jackson 
and Romulus, Michigan; Los Angeles, 
California; Philadelphia, Pennsylvania; 
Springfield, Ohio; Utica, New York; 
Davenport, Iowa; Rockford, Illinois; 

Windsor and Woodstock, Ontario, Canada, 
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Sales Conditions in Various Areas .. . 


Auto Market Reports 


tional, 9; Dodge, 8; Studebaker, 3; 
Corvair, 2; Falcon, 2; Kenworth, 1; 
Reo, 1, and miscellaneous, 1, 
—Vepa N. Conner 
* * * 











beam, 2; Vespa, 2, and miscel- 
laneous, 3. 

New-truck sales totalled 228 in 
June, compared with 280 a month 
earlier and 285 a year earlier, The 
first-half total was 1,495 compared 












Providence 
New-car registrations in Provi- 
dence numbered 1,537 in June, com- 
pared with 1,526 a month earlier. 
By makes, they were: Ford, 





414; Chevrolet, 392; Rambler, 
124; Plymouth, 93; Oldsmobile, 
88; Comet, 56; Buick, 54; Pon- 
tiac, 54; Volkswagen, 50; Cadil- 
lac, 37; Dodge, 28; Chrysler, 20; 
Mercury, 17; Volvo, 16; Renault, 
15; Studebaker, 12; Imperial, 3; 
Willys, 3; Hillman, 2; Lincoln, 2, 
and miscellaneous, 57. 

New-truck registrations totalled 
120, compared with 150 a month 
earlier. By makes, they were: Ford, 
65; Chevrolet, 20; International, 14; 
GMC, 9; Volkswagen, 6; Dodge, 1; 
Studebaker, 1; White, 1, and mis- 
cellaneous, 3. 


—Tuomas L. Forses 
* * * 


Birmingham, Ala. 

A total of 1,225 new cars were 
sold in Birmingham, Ala., in June, 
a few units below the May total, 

Sales by makes were: Chevrolet, 
304; Ford, 177; Falcon, 126; Pon- 
tiac, 101; Corvair, 88; Oldsmobile, 
76; Buick, 73; Rambler, 47; Comet, 
34; Volkswagen, 31; Dodge, 30; 
Plymouth, 23; Mercury, 21; Valiant, 
20; Cadillac, 20; Chrysler, 14; Re- 
nault, 8; Lincoln, 6; Metropolitan, 
5; Imperial, 4; Austin-Healey, 3; 
Studebaker, 3, and miscellane- 
ous, 11. 


Import Car Issue 


If the import market is important to you, don't 

miss this special-interest issue. It's a natural for 

getting your advertising message across to those 

you especially want to reach. 

Advertise to the import market in the pages of 
the September |! Import Car Issue of 

AUTOMOTIVE NEWS 


CLOSING DATE—AUGUST 31 


Regular Advertising Rates Apply 


Automotive News 


965 East Jefferson Detroit 7, Michigan 


















—Stvuart RIppLe 
* * + 


Minneapolis 

New-car registrations in Henne- 
pin County (Minneapolis) totalled 
3,037 in June, compared with 3,335 
a year ago, according to Finance 
and Commerce, business news- 
paper. 

It was the sixth straight month 
in which the market had failed to 
match the corresponding 1960 fig- 
ures and brought the total for the 
year so far to 20,252 registrations 
—down 16 percent from the 1960 
period. 

By makes, June registrations 
were: Chevrolet, 690; Ford, 421; 
Buick, 167; Volkswagen, 163; 
Pontiac, 152; Falcon, 148; Olds- 
mobile, 147; Rambler, 143; Cor- 
vair, 138; Plymouth, 108; Comet, 
88; Valiant, 78; Dodge, 63; Cad- 
illac, 59; Renault, 53; Mercury, 
52; F-85, 51; Buick Special, 45; 
Chrysler, 41; Studebaker, 33; 
Tempest, 33; Lancer, 21; Volvo, 


Quantity 
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ONE OF THE NATION'S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
* 

ESTABLISHED 1866 
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DIVISION OF GORDON STREET, INC. 
MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 





Did You Know That... 






EQ Be. 


Hydraulic Hoists Increase Your 
Payload 10 to 20%! 


© The Lightest, Heavy-Duty Hoists— 
COMPACT, POWERFUL 

© The Lift Is Where the Leverage Is— 
FRONT END 

® The Weight Is Where You Want It— 
UP FRONT 

® Pump and P.T.O. Combined In One 
Lightweight Unit 

Single or twin ram hoists available 

Write for address of nearest distributor. 

Some franchise areas available. 


Ovdario EQUIPMENT, INC. 


NATIONAL EDBRO DISTRIBUTOR 
Route 66 and Grand Avenue, McCook, Illinois 
Phone: Hickory 7-3113 Chicago Line: Bishop 2-2676 

















EDBRO Lightweight, Heavy-Duty 


in range of 
capacities, 6 to 35 tons, for trucks, trailers, pickups. 







14; Austin-Healey, 13; Mercedes- 
Benz, 13; Fiat, 10; Lincoln, 10; 
Triumph, 10; MG, 7; Simca, 3; 
Imperial, 2; English Ford, 2, and 
miscellaneous, 59. 

New trucks delivered in Henne- 
pin County during June totalled 
248, compared with 208 in June, 
1960. By makes, they were: Chev- 
rolet, 110; Ford, 69; International, 
27; Dodge, 19; GMC, 6; Divco, 3; 
Diamond T, 2; Studebaker, 2; 
White, 2; Mack, 1; Reo, 1; Volks- 
wagen, 1, and miscellaneous, 5. 


—Donatp M. Lyons 
* * 


* 
Omaha 

June new-car sales in Omaha 
totalled 1,468, compared with 1,421 
in May. 

Among leading sellers, Chevrolet 
had 394; Ford, 367; Plymouth, 82; 
Rambler, 71; Pontiac, 68; Oldsmo- 
bile, 63; Buick, 58; Volkswagen, 57, 
and Morris, 52. 

New-truck sales fell to 179 in 
June from 218 in May. Leaders 
were Ford, 50; Chevrolet, 41, and 
White, 37. 






—ArTHUR R, OLESON 
* * * 


Denver 

New-car dealers of Denver in 
June sold 1,656 new cars, compared 
with 1,684 in May and 1,819 in June, 
1960. The first-half total was 9,174 
this year and 10,547 last year. 

By makes, June registrations 
were: Chevrolet, 385; Ford, 245; 
Corvair, 158; Falcon, 123; Ram- 
bler, 121; Pontiac, 93; Buick, 81; 
Oldsmobile, 74; Plymouth, 66; 
Volkswagen, 54; Dodge, 49; 
Comet, 45; Cadillac, 31; Chrysler, 
27; Mercury, 25; Studebaker, 16; 
Lincoln, 10; Checker, 8; Austin- 
Healey, 7; Volvo, 7; Triumph, 5; 
MG, 4; Austin, 3; English Ford, 
3; Mercedes-Benz, 3; Hillman, 2; 
Jaguar, 2; Metropolitan, 2; Sun- 

























with 1,560 a year ago. 


—Ira ALEXANDER 
* + ad 


Baltimore 
A total of 2,459 new cars were 
registered in Baltimore in June, 


new-truck count was 328; compar- 
ed with 380 a month earlier. 

By makes, new-car registra- 
tions were: Chevrolet, 818; Ford, 
543; Plymouth, 156; Ford, 149; 
Rambler, 139; Buick, 108; Olds- 
mobile, 106; Pontiac, 104; Volks- 
wagen, 56; Comet, 51; Cadillac, 
46; Chrysler, 34; Mercury, 32; 
Studebaker, 26; Lincoln, 14; Re- 
nault, 11; Volvo, 9; Simea, 7; 
Austin, 6; Mercedes-Benz, 6; Tri- 
umph, 6; Hillman, 2; Imperial, 1, 
and miscellaneous, 29. 

Truck registrations were: Ford, 
107; Chevrolet, 91; International, 
59; GMC, 25; Dodge, 9; White, 8; 
Mack, 6; Willys, 4, and miscellane- 
ous, 19. 

—KatTeE SAVAGE 
* * * 


Rapid City, S. D. 

A total of 222 new cars were reg- 
istered in Pennington County 
(Rapid City), S. D., in June, com- 
pared with 159 in May. 

By makes, they were: Chevrolet, 
65; Ford, 46; Rambler, 26; Comet, 
12; Oldsmobile, 11; Plymouth, 11; 
Pontiac, 10; Volkswagen, 9; Dodge, 
8; Buick, 6; Chrysler, 5; Cadillac, 
3; Imperial, 3; Studebaker, 3, and 
miscellaneous, 4, 

New-truck registrations, declin- 
ing to 35 from 59, were divided as 
follows: Ford, 14; Chevrolet, 11; 
Dodge, 6; GMC, 2, and Interna- 


tional, 2. 
of * ok 


Milwaukee 
First-half new-car registrations 
in Milwaukee County totalled 19,- 
119, compared with 25,004 a year 
ago. : 
The June total of 3,706 was shared 
as follows: Chevrolet, 899; Ford, 
588; Rambler, 279; Oldsmobile, 234; 
Pontiac, 220; Falcon, 200; Buick, 
191; Corvair, 148; Dodge, 118; 
Comet, 84; Plymouth, 83; Cadillac, 
80; Buick Special, 75; Mercury, 70; 
F-85, 62; Chrysler, 53; Tempest, 53; 
Valiant, 43; Studebaker, 26; Lancer, 
20; Lincoln, 10; Imperial, 4; Willys, 
4, and miscellaneous, 162. 


—JoHN E. HuBeE. 
+ 


ok * 
Philadelphia 

New-car registrations in Phila- 
delphia County in May totalled 
5,389, compared with 6,443 in the 
same month last year. 

In the five-county area of Phila- 
delphia - Bucks - Chester - Delaware - 
Montgomery, registrations for the 
month totalled 11,824, compared 
with 12,459 in the same month last 
year. 

Registrations by make were: 
Chevrolet, 1,564; Ford, 1,102; Ram- 
bler, 459; Dodge, 423; Pontiac, 296; 
Oldsmobile, 271; Plymouth, 193; 
Buick, 184; Comet, 165; Cadillac, 
155; Chrysler, 101; Studebaker, 59; 
Mercury, 55; Lincoln-@ontinental, 
22; Imperial, 10, and miscellane- 
ous, 330. 


—ALLEN SOMMERS 
* * o 


Albuquerque 
New-car registrations for June in 
Bernalillo County (Albuquerque), 
N. M., totalled 681, compared with 
May’s 605. 

By makes, they were: Rambler, 
107; Chevrolet, 105; Ford, 99; 
Falcon, 48; Corvair, 43; Pontiac, 
36; Comet, 28; Mercury, 27; Buick, 
22; Plymouth, 22; Oldsmobile, 21; 
Cadillac, 18; Dodge, 13; Stude- 
baker, 11; Chrysler, 9; F-85, 9; 
Valiant, 8; Lincoln, 5; Studebaker, 
4; Imperial, 1; Willys, 1; Tempest, 
1, and miscelianeous, 43. 

New-truck registrations were: 
Ford, 33; Chevrolet, 28; Interna- 


June totals were: Ford, 70; Chev- 
rolet, 67; GMC, 27; International, 
23; Dodge, 13; Willys, 11; Volks- 
wagen, 5; White, 3; Kenworth, 1; 
Studebaker, 1, and miscellaneous, 7. 


compared with 2,518 in May, The 


Dayton 


This has been a poor year so far 
for Dayton’s auto dealers, but it 
would have been a lot poorer had 
there not been compacts to sell, 

Ralph Caverlee, executive secre. 
tary of the Dayton Area Auto Deal. 
ers Assn., made this observation in 
his newsletter, and he had facts 
and figures to support him, 

Caverlee noted that the regular 
Buick line was off 126 units from 
the first six months of last year, 
But “Buick’s Special came right 
along and picked up 113 of that 
loss.” 

Chevrolet dropped 1,068 units, but 
496 more Corvairs were sold this 
year, which Caverlee observed, took 
up much of the slack. 

“Ford volume is slightly under 
that for the first six months of 
1960 by 183, while Falcon held quite 
firm with a plus of 11 units,” he 
wrote. “Comet was also steady with 
a minus 23.” 

Oldsmobile was down by 293, but 
the F-85 made up 169 of the loss, 

Pontiac’s regular line skidded by 
380, but the Tempest cushioned the 
blow with 233 in the plus column. 


“Volkswagen hopped up this year 
over the first six months of 1960 
by 113 with all other imports show- 
ing a consolidated gain of 10,” 
wrote Caverlee. 

For the first six months of this 
year, American-made small cars 
accounted for 30.7 percent of total 
new-car sales, with imports rep- 
resenting 6.3 percent, for a grand 
total of 37 percent of the field 
held by compacts, 

Observed Caverlee: “This is in 
somewhat sharp contrast to previ- 
ous years’ figures, when in 1959 

the smaller car percentage of the 
total sales was 11 percent Ameri- 
can-made smaller cars and 7 per- 
cent imports, for a total of 18 per- 
cent, and 22.4 percent. American- 
made small cars and 4.7 percent 
imports for a total of 27.1 percent 
of the overall 1960 market.” 

The lesson to be learned from | 
the figures? Caverlee thinks “a 
very definite trend in new car buy- 
ing has been established and ought 
not to be overlooked or taken light- 
ly in planning your operations for 
the months immediately ahead.” 

—JAaMES MOFFATT 
* co * 


Cleveland 


June new-car registrations in the 
Cleveland area numbered 6,833, 
compared with 7,222 in May and 
8,675 in June, 1960. 

The first-half total was 35,624 
this year, compared with 46,337 a 
year ago. 

By makes, June registrations 
were: Chevrolet, 1,512; Ford, 
1,109; Falcon, 504; Comet, 454; 
Pontiac, 442; Corvair, 419; Buick, 
418; Rambler, 340; Oldsmobile, 
329; Dodge, 281; Mercury, 198; 
Plymouth, 141; Valiant, 140; Cad- 
illac, 138; Volkswagen, 98; Chrys- 
ler, 84; Studebaker, 43, and Lin- 
coln, 27. 

Renault, 18; Checker, 16; Metro- 
politan, 15; Triumph, 13; Fiat, 12; 
Imperial, 10; Mercedes-Benz, 9; | 
MG, 8; English Ford, 7; Opel, 6; 
Sunbeam, 6; Austin, 5; Saab, 5; 
Hillman, 3; Morris, 3; Peugeot, 3; 
Volvo, 3; Alfa Romeo, 2; Auto 
Union, 2; DAF, 2; Jaguar, 2; Por- 
sche, 2, and miscellaneous, 4. 

Used-car sales in June numbered 
28,076, compared with 26,928 a 
month earlier and 29,585 a year 
earlier. 

New-truck registrations amount- 
ed to 466 in June, compared with 
403 in May and 458 in June last 

year. The six-month count was 
2,270 for 1961 and 2,772 for 1960. 

By makes, the June breakdown 
showed: Ford, 135; Chevrolet, 112; 
International, 83; White, 38; Dodge, 
21; GMC, 20; Corvair, 15; Willys, § 
15; Autocar, 10; Falcon, 6; Mack, 
5; Volkswagen, 3; Diamond T, 1; 
Reo, 1, and Studebaker, 1. 

—SANFORD MARKEY 
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Cleanup Pushed, Proxy Fight Dro eee 





Dealers Wait Chaseler Policy Sign 


(Continued from Page 1) 


pressed regret that no attempt had 
yet been made by the new manage- 
ment to boost dealer morale, others 
took the view that Townsend and 
the Executive Committee were con- 
solidating their policies before mak- 


ing any outside communications, 
“The factory people are talking 
about dealer profits—and plan- 
ning to help dealers increase 
profits,” said J. Robert Wegge 
(Dodge), Los Angeles. 


At Detroit meetings of the 
Chrysler-Plymouth and Dodge na- 


tional] dealer councils, held a week 
before L. L. Colbert yielded the 
presidency to Townsend, Sales 
Vice-President E, C. Quinn im- 
plored the delegates to lead a clear- 
the-decks campaign for the ’61 
cleanup. 

* * OK 

ee as the corporation 

decided not to extend the 5 per- 
cent carryover rebate to demon- 
strators, as most competitors will 
do, Chrysler-Plymouth and Dodge 
dealers have an extra incentive to 
sell out of ’61s before Sept. 29. 

“Maybe denying us the 5 percent 
demo rebate will save Chrysler $2 
million,” a Chrysler-Plymouth deal- 
er noted, “but it’s a hard thing to 
withhold from us after a year of 
poor profits when all the other deal- 
ers will have it.” 

Company officials explained 
that Chrysler wishes to avoid a 
repetition of the leftover prob- 
lem which upset ’61-car retailing 
through the winter months of 
last year. Dealers would tend to 
relax on cleanout sales in pre- 
introduction weeks if they knew 
the 5 percent demo rebate was 
coming together with the ’62 cars, 
it was said. 

With Townsend and eastern fi- 
nancial interests in command of 
Chrysler affairs, many dealers are 
looking ahead to other possibilities 
which might be beneficial in the 
profits area. The corporation has 
held out the prospect it might re- 
establish a financing and insurance 
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subsidiary, as Ford has done, if it 
can wash out its red-ink record. 
* ok ok 
ee Townsend reputed- 
ly has encouraged the divisions 
to strive toward more sales per 
dealer, with fewer dealers if needs 
be, as a profit solution in key mar- 
kets. He also worked out the de- 
tails of the factory-subsidiary out- 
lets which the company has estab- 
lished at Miami, under which the 
company bankrolls dealer managers 
at attractive terms with a three- 
year option to 
buy out the entire 
operation. 
Townsend 
enters the Chrys- 


tion. He pulled 
the company into 
the black in the 
second quarter — 
i when net profit 
R, E. MeNeill Jr. was $6.2 million 
—by eliminating more than 10,000 
white-collar jobs and four vice- 
presidencies, He is reported to be 
planning to drop another 1,000 pay- 
rollers before the end of the year. 
United Auto Workers officials 
were as uncertain about Town- 
send’s approaching reign as were 
dealers, shareholders and citizens. 
Norman Matthews, chief of the 





L. F. MeCollum Juan T. Trippe 
union team negotiating on a new 
contract with Chrysler, expressed 
hope that Townsend “will bring 
about a greater degree of stabil- 
ity to the internal structure of 
Chrysler Corp.” 

But another UAW vice-president 
merely was hopeful that events 
would show whether the 42-year-old 
Townsend “has a cash register for 
a heart.” 

* * * 
Sol A. DANN, longtime critic of 

Colbert, at first exulted at news 

of the top-level shuffle, Later Dann 
changed his tune and said, despite 
Bacaloff’s withdrawal, plans to 
wage a proxy contest would go 
on because “Townsend is a part of 
the corrupt Keller-Colbert policy 
that has been ruining Chrysler 
Corp.” 

“Sending Colbert to Canada is 
not in keeping with our good- 
neighbor policy,” Dann declared. 

Colbert, who at 56 is nine years 
from Chrysler’s retirement age, was 
named chairman of the board of 
Chrysler of Canada, a. wholly 
owned subsidiary of the parent 
company in Detroit. He was re- 
quired to resign as director of the 
U. S. company to accept the Cana- 
dian post, since officers of subsidi- 
aries are generally not directors of 
the parent concern. 

No question remained last week 
that Love and the Executive 
Committee he heads are the new 
strongmen of Chrysler Corp. On 
the Executive Committee, besides 
Townsend, are the four non-man- 
agement directors who had been 
seeking a new president until 
they finally decided to promote 
Townsend from the administra- 
tive vice-presidency he had held 
since 1960. 

Besides Love and Townsend, the 
Executive Committee includes R. E. 
McNeill jr., Juan T. Trippe and 
L. F, McCollum. 

Love, 63, is a veteran Pittsburgh 
coal and steel executive. He intends 
to give up all his other connections, 


except chairmanship of Consolida- |! 


tion Coal Co., to devote more time 


to Chrysler’s affairs. However, he 
will maintain his residence’ in a|' 


Checker's 12- Desseanae | ieihes 


Pittsburgh suburb. 
* * * 
A DIRECTOR of Chrysler since 
1958, Love has been in the bitu- 
minous coal field since 1926. He 
merged Consolidation Coal with 
Pittsburgh Coal in 1945, becoming 


president. He was named chairman 


of Consolidation Coal in 1956. 


Love will resign as chairman of 
M. A. Hanna Co., director of Na- 
tional Steel, director and member 
of the Executive Committee of 
Pullman Co. and director of Union 
Carbide, General Electric and Mel- 


lon National Bank & Trust Co. 
MeNeill is president of the 
Hanover Bank of New Yo 
which was instrumental in ob- 
taining for Chrysler a revolving 
credit of $150 million for use if 
needed. Chrysler cancelled the 
credit arrangement in May. Mc- 
Neill began his banking career 
in 1927 and is a director of Amer- 
ican Smelting & Refining Co. and 
several insurance companies, His 


sidenc 
ae th c hatchet service on the Chrysler board 
man’s” re p u t a- dates from 1953. 


Trippe is president of Pan Amer- 
ican World Airways, which he or- 
ganized in 1927. He has been a 
Chrysler director since 1936. 

McCollum, who lives in Houston, 
is president of Continental Oi] Co. 
He is a geologist by training and 
has been on the Chrysler board 
since 1958. 

ok 


* * 

i> INSTALLING a committee sys- 

tem to overlord Chrysler, the 
directors named McNeill to replace 
Colbert as chairman of the Finance 
Committee. Other members are F. 
W. Misch, finance vice-president; 
Love; John A, Coleman, New York 
investment analyst who joined the 
board last spring, and W. Alton 
Jones, chairman of the executive 
committee of Cities Service Co. 

Colbert’s resignation of the board 
heightens the control which outside 
directors won last April after dissi- 
dent shareholders had complained 
of the perennial voting edge which 
management executives had en- 
joyed since the days of Walter P. 
Chrysler. 

The board now includes 10 firm 
outsiders, plus Louis B. Warren, 
partner in the Chrysler law firm 
in New York, and six manage- 
ment executives — Townsend, 
Quinn, Misch, R. S. Bright, John 
D. Leary and Paul C. Ackerman, 
who are vice-presidents for man- 
ufacturing, personnel and engi- 
neering, respectively. 

Following the climactic directors 
meeting in New York, Townsend 
and Colbert were besieged by re- 
porters at New York and Detroit 
airports, But the directors had in- 
stituted a policy of no-comment 
and assigned veteran New York 
publicist T. J. Ross, whose firm has 
handled Chrysler relations since the 
1920s, to enforce the policy. 

All Colbert would add to the of- 
ficial releases was that he and his 
wife. will be vacationing in Texas 
and the Virgin Islands before as- 
suming his Canadian duties this 


autumn. 
* ES 


* 

OWNSEND, who lives with his 

wife and three sons in Detroit’s 
suburban Bloomfield Township, 
confined himself to a _ statement 
that he would try to raise Chrysler 
sales and profits. He revealed no 
goals in either sector. 

No explanation was given by 
Chrysler for the board’s refusal 
to designate either a board chair- 
man, which function Colbert also 
surrendered, or a chief executive 
officer. The new Executive Com- 
mittee, under Love’s chairman- 
ship, appeared to be wielder of 
the executive reins, with Town- 
send acting as operating author- 
ity. 

As Chrysler’s fifth president, 
Townsend undoubtedly can expect 








































a salary boost from the $63,100 he 
earned last year. W. C. Newberg, 
who spent two months in the pres- 
idency last year, received $67,217 
for the Jan. 1-June 30 period dur- 
ing which he served as a company 
executive. Colbert’s 1960 remunera- 
tion was $251,050. 

The 1961 proxy statement of 
Chrysler revealed that Townsend 
owned 1,200 shares of company 
stock as of Feb, 28, This equalled 
Love’s holdings in Chrysler stock 
and compared to 2,544 shares for 
Colbert. 

* * * 


ig! AN unusual statement, Chrys- 
ler of Canada said its day-to-day 
operations and policies “will not be 
materially affected” by Colbert’s 
designation as its chairman. Presi- 
dent Ron W. Todgham and Vice- 
President John J. Riccardo will 
continue as executive heads of the 
company, Chrysler of Canada 
noted. 

“Mr. Colbert—as his new title 
implies—will preside over the 
board of directors and be presid- 
ing official at meetings of the 
shareholders,” Chrysler of Can- 
ada said. “In addition, Mr. Col- 
bert will perform such other 
duties as may be assigned from 
time to time by the board of di- 
rectors of Chrysler of Canada.” 
Among the telegrams of congrat- 
ulations received by Townsend was 
one from the Greater Detroit 

Plymouth Dealers Assn., which 
pledged the new president its sup- 
port and declared: 

“We look forward to doing great 
things together.” 


Cars in Operation 
In Canada Gain 
4.8 Pct. in Year 


MONTREAL, — Motor vehicles 
registered in Canada in 1960 in- 
creased 4.8 percent over the previ- 
ous year, according to advance fig- 
ures from the Dominion Bureau of 
Statistics. 

The total vehicle count rose to 
5,256,341 from 5,017,686 in 1959. 

The breakdown for 1960 showed: 
Passenger cars, 4,104,415; trucks 
and tractors, 1,038,567; buses, 17,562; 
motorcycles, 34,476, and other ve- 
hicles, 61,321. 

Passenger-car registrations by 
provinces were: Ontario, 1,732,933; 
Quebec, 843,731; British Columbia, 
446,050; Alberta, 339,512; Manitoba, 
213,263; Saskatchewan, 213,147; Nova 
Scotia, 140,151; New Brunswick, 
106,167; Newfoundland, 45,586; 
Prince Edward Island, 19,170, and 
Yukon and Northwest Territory, 
4,705. 

Truck registrations by provinces: 
Ontario, 314,291; Quebec, 197,655; 
Alberta, 139,898; Saskatchewan, 
120,261; British Columbia, 109,468; 
Manitoba, 68,368; Nova Scotia, 
37,081; New Brunswick, 24,966; 
Newfoundland, 16,095; Prince Ed- 
ward Island, 7,202, and Yukon and 
Northwest Territory, 3,282. 


Fowler on Panel 
For Apprentices 


JACKSON, Miss. — James E. 
Fowler, president of the Mississippi 
Automobile Dealers Assn. and 
Jackson Buick dealer, was a panel- 
ist at the 13th annual] Southern 
States Apprenticeship Conference 
here. 

Fowler, representing new-car 
dealers of the South, told the auto- 
motive panel that auto dealers are 
eager to cooperate with school vo- 
cational] departments and other 
groups to provide greater job op- 
portunities for young men who de- 
sire careers in the automotive field. 





Checker Motors Corp. has introduced this eight- door, 12-passenger Aerobus, designed 
primarily for use by transportation companies but rated ideal for schools, bus firms, 


sightseeing lines and industrial firms. 
Aerobus, 
senger area. 


The company also offers a nine-passenger 
The vehicle features a luggage compartment partitioned off from the pas- 








Oregon May Alter 
Vehicle Disposal 


Dealers Suggest Method 
To Cut Car Dumping 


PORTLAND, Ore. — Th e Oregon 
Automobile Dealers Assn. has pro. 
posed that the state try disposing 
of its vehicles at the Portland Auc. 
tion “rather than dumping 30 or 4 
of them into one place at one time,” 

Representatives of the OADA 
met in Salem with Warne Nunn, 
administrative assistant to Gov, 
Mark Hatfield, and officials of the 
Department of Finance and Ad- 
ministration, 

“The state officials assured the 
dealer group of their intention to 
do everything possible to develop a 
program to dispose of their vehicleg 
on a basis less objectionable than 
the present system,” said an OADA 
spokesman. 

He added that the dealers were 
told that the state is comparing 
costs regarding oral auctions ver. 
sus sealed-bid sales, and that the 
state has discontinued TV adver- 
tising of its sales, restricted high- 
way signs to directional sales only 
and provided that they are not 
erected until the day before the 
sale. 

The state officials also informed 
the dealers that the make-ready 
is done by prison inmates at a 
cost of 50 cents a day per man, 
and that the total make-ready 
cost to the department averages 
between $15 and $20 per car. 


“It was pointed out that the 
Portland Auction would give fur- 
ther comparison to the oral auction 
and sealed-bid sale systems, and 
that all make-ready costs could be 
eliminated,” the spokesman said, 

“It also was pointed out that this 
method would provide the opportu- 
nity to dispose of the vehicles more 
evenly and avert dumping,” he 
added. He said the state plans to 
dispose of 800 vehicles this year. 

He reported that Nunn and the 
department officials “expressed 
keen interest in the idea and prom- 
ised to secure a ruling as soon as 
possible regarding a test-run 
through the Portland Auction.” 


Ford to Sponsor 
Football Contest 
With Dealer Tiein 


DEARBORN.—F ord Division is 
launching a nationwide competition 
in football passing and kicking for 
boys from 6 to 10 in which local 
Ford dealers will sponsor the pro- 
gram in their areas. 

The National Football League 
will cooperate in the program 
which is tied in with the work of 
the President’s Council on Youth 
Fitness. 

Ford dealers will register the 
boys in their areas who wish to 
compete in punting, passing and 
place kicking and “P.P.&K.” com- 
petitions will be held at the local 
level in the early part of the com- 
ing football season. 

After the local winners in five 
age groups are determined, regional 
and national champions will be se- 
lected. Each of the 14 regions will 
include a NFL team and the na- 
tional championship will be deter- 
mined at halftime of a NFL game 
which will be televised. 

Those in the advanced competi- 
tion and their fathers will receive 
expense-paid trips. Hundreds of 
thousands of dollars in _ sports 
equipment and other prizes will be 
awarded the contestants, 


Philadelphia Acquires 
15 Jeeps for Police Use 


PHILADELPHIA.—The City of 
Philadelphia has received its first 
fleet of Willys Jeeps from Thorn- 
ton-Fuller Co., 1400 N. Broad St 
The Jeeps will be used experiment- 
ally in police traffic patrolling, ac- 
cording to Philip Klein, commis- 
sioner of public property. 

Fourteen of the 15 red-painted 
vehicles equipped with two-way 
radios, will be turned over to the 
Police Department. One model will 
be. fitted with a snowplow. 


UX 


of-liv 
17 c 
part 
Otl 
clude 
A 
crea 
year 
Tre 
joint 
shari 
Eli 
not-v 
such 
break 
Re’ 
creas 
powe! 
Est 
stand 
A 
ment: 
Con 
benef 


NC 

be 
contr: 
union 
agree: 
durat 
In 
Norn 
pre 
unio! 
was 
some 
take 
low.”’ 
He 
tion t 
of-livi 
clause 
are n 
posals 
any i 
might 
to our 
He : 
the pr 
study 
cuss t 
are re 
on Au: 


_e 
sul 
the in 
only t 
officia] 
at the 

Offic 


‘and C 


ment 
Cus 
plan 
“deal 
Amer 
ployes 
the a 
other 
In 19 
it-shar 
dustry 
Tespect 
Tt als 
of 10 p 
Worth | 








roar ow 


=. ovr SS ©... SP 2k ee ae 


a, oe 


‘and Chrysler Corp. had no com- 


— 


if UAW Drops Escalator ... 


AUTOMOTIVE NEWS, AUGUST 7, 1961 





AMC Willing to Share 
Profits with Workers 


(Continued from Page 1) 


mately 23,000 workers represented 
py the UAW. 


“Decisions would be made an- 
nually by the company and the 
gnion jointly as to distribution of 
the fund, either in the form of 
cash payments or through sup- 
plementation of employe-benefit 

grams such as pensions, SUB 

and insurance,” said Edward L. 
Cushman, AMC executive vice- 
president. 

One of the nine points in the 

age was expected to meet with 
stiff union opposition. It calls for 
discontinuance of the annual im- 
provement factor and cost-of-living 
dauses which have been incorpo- 
rated in AMC-UAW agreements 
since 1950. 

Prior to the start of negotiations 
with the auto makers, the union 
emphasized that it would permit 
“jo tampering with the basic prin- 
ciples underlying the cost-of-living 
and annual improvement factor 
wage formula,” 

* eo * 


DER the company proposal, 
Cushman said, the present cost- 
of-living allowances, amounting to 
17 cents an hour, would become 
part of base wages. 
Other points in the proposal in- 
cluded: 
Across-the-board wage in- 
crease of 7 cents an hour each 
year of a three-year contract. 


Transfer of $3 million from the 
joint insurance fund to the profit- 
sharing fund. 

Elimination of excess paid-time- 
not-worked provisions, covering 
such items as coffee and lunch 
breaks and wash-up time. 

Revised seniority clauses to in- 
crease effective utilization of man- 
power. 

Establishment of sound work 
standards clauses. 

A clear unchangeable manage- 
ment-rights clause. 


Continuation of present employe- 
benefit programs. 
* * * 


aging stumbling block may 
be the stipulation that the new 
contract run for three years. The 
union reportedly is opposed to any 
agreement of more than two years’ 
duration. 


In commenting on the proposal, 
Norman Matthews, UAW vice- 
president and director of the 
union’s AMC Department, said it 
was “a good starting point, in 
some respects, for the give-and- 
take in bargaining that will fol- 
low.” 

He repeated the union’s opposi- 
tion to “tampering” with the cost- 
of-living and improvement factor 
clauses, but emphasized that “we 
are not wedded to our own pro- 
posals and we would be open to 
any ideas which management 
might develop to find the answers 
to our problems.” 

He added that the UAW will give 
the proposals “careful and serious” 
study and “will be prepared to dis- 
cuss them further” when the talks 
are resumed at the national level 
on Aug. 22, 

cs ea * 
on company’s offer came as a 
surprise to both the union and 
the industry, since it was made at 
only the second meeting of AMC 
officials with union representatives 
at the national level. 
Officials at GM, Ford Motor Co. 


ment on the AMC offer. 

Cushman emphasized that the 
plan was designed specifically to 
“deal with the economic facts of 
American Motors and its em- 








ployes, and not as a pattern for 
the automobile industry or any 
other industry.” 

In 1958 the UAW proposed a prof- 
it-sharing plan for the entire in- 
dustry which was similar in some 
Tespects to that offered by AMC. 

It also called for the setting aside 
of 10 percent of the company’s net 
worth for a reserve, But it differed 


in the method of distribution of the 
remaining 90 percent. 

The union proposed that 25 per- 
cent go to salaried and hourly 
workers, 25 percent in the form of 
rebates to buyers of the particular 
maker’s products, and 50 percent to 
stockholders and company execu- 
tives. 

* + * 


NE of the industry’s chief ob- 

jections to this plan, said Cush- 
man, was that it would permit the 
union to have a voice in the com- 
pany’s pricing policies, which he 
said was solely a management 
function. 

He said the AMC plan calls for 
a clear, unchangeable manage- 

ment-rights clause to assure that 

pricing and profits policies would 
remain solely a company func- 
tion. 

Cushman called the AMC pack- 
age a “progress-sharing plan to 
share company success equitably 
between consumer, employes and 
stockholders.” 

He said it would improve the 
workers’ incentive to producea 
quality product, increase job secur- 
ity and benefit consumers through 
price and product improvements. 

* a * 
i REFUSING the UAW request 


for price-profits data, Louis G. 
Seaton, GM personnel vice-presi- 





Louis G. Seaton Leonard Woodcock 


dent, in effect said such informa- 
tion was none of the union’s busi- 
ness. 


“The proper function of the 
union is to negotiate with Gen- 
eral Motors Corp. with respect to 
the wages, hours and conditions 
of employment represented by 
the union, and does not extend 
into the areas of prices and 
wages,” he said. 

Leonard Woodcock, UAW vice- 
president and director of the 
union’s GM Department, said GM 
had injected the inflation issue into 
the talks, making the ‘“reasonable- 
ness and propriety of the price- 
profit formula central issues” in 
the negotiations. 

“Nothing could be further from 
the fact or truth,” saiqd Seaton of 
the union’s charge that GM had 
introduced the inflation issue. 

“Danger of inflation is not a con- 
cern that General Motors has man- 
ufactured,” he added. “It is a mat- 
ter which concerns the whole coun- 
try. It has been the subject of ex- 
hortations directed to labor and 


AMC’s Offer 


| management by high government 


officials.” 
* * ak 

OODCOCK said the union had 

a right to the price-profits data 
under the National Labor Relations 
Act, and added that the union was 
considering filing a complaint with 
the NLRB, charging GM with re- 
fusal to bargain in good faith. 

“We don’t desire litigation,” 
Woodcock said, “we’d rather set- 
tle it with GM ourselves.” 

He claimed that GM’s price-prof- 
it formula is geared to bring a 20 
percent net return on the com- 
pany’s investment on 180 days’ pro- 
duction annually, and “is in fact 
the major engine of inflation in the 
automotive industry.” 

He said there has been no prog- 
ress in talks with GM. He praised 
the AMC proposal, saying it could 
lead to an industrywide settlement 
if other makers would give it seri- 
ous consideration. 

There were no major develop- 
ments in sessions at Chrysler and 


Ford last week, 
eo es ag 


All Dealers Close Shops 


In Akron Union Dispute 


AKRON.—Hopes for an early set- 
tlement of a dispute with Auto 
Mechanics Local 762 faded last 
week as all 26 Akron-area new-car 
dealers closed their service depart- 
ments. 

Although the union has struck 
only six dealerships, others shut 
up shop with the contention that 
a strike against one “is a strike 
against all of us.” 

The dealers have been negotiat- 
ing with the union as a group for 
a number of years, 

E. John Lehman, secretary man- 
ager of the Akron Automobile Deal- 
ers Assn., said the strike against 
the six firms was an attempt to 
break up the dealer bargaining 
group. 

He said dealers have offered to 
renew the contract which expired 
June 30. It provided for a flat 
rate of $2.50 an hour, and the 
union is seeking $2.75. 

Russell Offhaus, local business 
agent, called the closing of the 
shops a lockout, and ordered pick- 
ets to carry signs charging the 
dealers with locking out its work- 
ers. 

Both sides filed complaints with 
the National Labor Relations 
Board, charging unfair labor prac- 
tices. The dealers also petitioned 
the board for a vote among the 300 
mechanics on whether they wished 
the union to continue bargaining 


for them. 
ok * * 


Superseniority Barred 


In Striker Replacement 


WASHINGTON. — The National 
Labor Relations Board has unani- 
mously held that the awarding of 
superseniority to replacements of 
strikers and to strikers who return- 
ed to work during a strike is an un- 
fair labor practice under the Labor 
Management Relations Act. 

“In our opinion,” the board said, 
“superseniority is a form of dis- 
crimination extending far beyond 
the employer’s right of replace- 
ment” of economic strikers to carry 
on his business, adding that it is 
“in direct conflict with the express 
provisions of the act prohibiting 
discrimination.” 

The case involved the Interna- 
tional Union of Electrical Workers, 
AFL-CIO, Local 613, Erie, Pa., and 
Erie Resistor Corp. 


* * * 


to Workers 


Following are the nine points in the “progress-sharing plan” 
offered by American Motors to employes represented by the UAW: 
1. Establishment of a fund into which AMC would place 10 per- 
cent of profits before taxes after setting aside a reserve of 10 per- 


cent of the stockholders’ equity. 


The funds would be distributed 


annually to represented workers in a form to be decided jointly 


by the UAW and AMC. 


2. Discontinuance of the annual improvement factor and cost- 
of-living clauses which have been incorporated in AMC-UAW 


agreements since 1950, Present 
become part of basic wages. 


cost-of-living allowances would 


3. Across-the-board wage increase of seven cents an hour each 


year of a three-year contract. 


4. Transfer of $3 million from the joint insurance fund to the 


progress-sharing fund. 


5. Elimination of excess paid-time-not-worked provisions. 
6. Revised seniority clauses to increase effective utilization of 


manpower. 


7. Establishment of sound work standards clauses. 
8. A clear, unchangeable management-rights clause. 
9. Continuation of present employe-benefit programs. 
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New Home for Mercedes-Benz Dealer— 


Knauz Continental Autos, Inc. (Mercedes-Benz), has moved into this modern build- 
ing in Lake Forest, Ill. Showroom and offices occupy 4,000 square feet of floor space 
while service department contains 10,000 square feet. Showroom floor is of highly- 
polished slate and walls combine Wisconsin weather-edge stone and Phillippine ma- 
hogany panelling. Large meeting room, equipped with bar and kitchen and decorated 
in cedar panelling, is located in basement and will be made available to various 
civic groups, according to Karl Knauz, president. Revolving four-foot Mercedes-Benz 
neon star is mounted outside above entrance to building. 


Calls It Confusion ... 


NADA Hits Douglas Bill 


(Continued from Page 2) 


enforced except by a system of 
price controls and a separate state- 
ment of credit charges, 

It relies on Bennett’s remarks 
on the Senate floor after intro- 
duction of the Douglas bill and 
stated that except in a national 
emergency, Americans would not 
accept price controls. 

NADA also cites doubts as to the 
bill’s constitutionality and its effec- 
tiveness in promoting economic 
stabilization. It concludes that as 
far as most dealers were concerned, 
the bill would impose an intolerable 
burden and be unjustifiable in 
terms of expense and effort, especi- 
ally since it would not effectively 
produce “truth in lending.” 

* ES * 


N A STATEMENT filed with the 
subcommittee, the National 
Assn. of Manufacturers said that 
the truth-in-lending bill would 
cause more confusion and deception 
than it prevented. 

NAM fully supported disclosure 
of all charges “in the clearest, 
most easily comprehended form,” 
but it objected to the simple an- 
nual rate requirement “which 
has the effect of magnifying the 
cost of the loan in the mind of 
the borrower.” 

NAM feared that the borrower, 
faced with a single rate, would 
conclude that it was all “interest” 
although it would include investi- 
gating and other essential costs. 

Jacob Clayman, testifying for the 
Industrial Union Department, AF'L- 
CIO, thought the Douglas bill 
“would do much to restore the pub- 
lic confidence in installment buy- 
ing.” He predicted it would “lead to 
the end of the credit gougers” and 
added: “Once the jungle of service 
charges, add-ons, packs, little book- 
lets with tables, interest semantics 
and so forth is untangled, our na- 
tion’s consumers will become the 
informed purchasers necessary for 
the preservation of a competitive, 
free enterprise economy.” 

Edward C. Fritz, a Dallas at- 
torney who represented the Texas 
bar on the Small] Loan Legislative 
Committee, strongly endorsed S. 
1740. 

“While trying to increase their 
charges through such devices as 
captive insurance, major finance 
companies become ensnarled in a 
practice of concealing the true 
percentage rates of their charges,” 
Fritz said. 

* * * 
NDREW LAMB, treasurer of 
Montgomery Ward, opposed the 
simple annual rate requirement on 
grounds of being “unworkable.” 
The company maintained that its 
problems were those of a large seg- 
ment of the retailing industry and 
that “no amount of mathematical 
skill can satisfactorily convert” re- 
tail charges into a true annual 
rate. Passing the problem along to 
the regulatory agency, he pointed 

out, would not solve it. 

He insisted that the problems 
of merchandising were not the 
same as those of the money lend- 
ers. Lamb agreed with the princi- 
ple of the bill and said his com- 
pany now gives full disclosure of 
credit charges, 

The same tack was taken by 





Samuel M. Mitchell, attorney for 
Sears Roebuck. He felt the bill 
“would create a ponderous burden 
on our nation’s commerce and 
would not foster truth but evasion.” 


The Sears official said the Doug- 
las bill “deals with two subjects 
which don’t mix—the sale of goods 
and the loan of money.” 

Douglas offered flexibility in 
changing the wording of the act to 
obviate the problem of revolving 
credit, He said he was willing either 
in the report on the bill or the bill 
itself to indicate that credit starts 
when the charge for credit is made. 
This would mean in the case of 
department stores after 30 days, 
not at the time the sale is made. 

He indicated willingness to ac- 
cept the parenthetical statement— 
18 percent per year—where the mail 
order house contracts read 1% per- 
cent per month, but both companies 
were unwilling to go along. 

The chairman tried hard to get 
some concessions from retailers of 
general merchandise — with the 
knowledge that one of the major 
arguments against the bill is how 
to handle credit situations which 
are constantly changing. 

* ok ak 


BAD omen for the bill came 

when Bennett read into the 
record a statement by Senator Wil- 
lis Robertson, Virginia Democrat, 
and chairman of the full Senate 
Banking Committee. 

Robertson raised the question 
of states’ rights and felt siates 
could handle disclosure probiems. 
He suggested that passage of 

S. 1740 within five years would 
make likely a Federal garnishment 
law or a Federal usury law. Rob- 
ertson’s views are not really news 
but they do emphasize the possi- 
bility of a 5-to-5 split within the 
full Banking Committee. 


Dealer Failures 
Decline to 84 


In Second Quarter 


NEW YORK.—Business failures 
by motor-vehicle dealers numbered 
84 in the second quarter, down 
from the 115 in the first quarter 
but above the 79 in the second 
quarter of last year, Dun & Brad- 
street reported. 

D&B includes in its failure total 
all business closings which involve 
a loss or potential loss to creditors. 

Failures by all retailers amount- 
ed to 2,131 in the second quarter, 
compared to 2,164 in the first quar- 
ter and 1,918 in the second quarter 
of 1960. 

There were 26 failures by acces- 
sory dealers in the second quarter, 
down from the 28 in the first quar- 
ter but above the 16 in the second 
quarter of last year. 

Failures by garages numbered 81 
in the second quarter, compared to 
73 in the first quarter and 61 in the 
April-June period of last year. 

Service-station failures in the 
second quarter totalled 196, up from 
the 165 in the first quarter and 139 
in the second quarter of 1960. 
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NADA Draws Rebuke 
For Divestiture Role 


(Continued 


man, the dealer, would be making 
the profit. The money then would 
go into a local bank and would 
be borrowed many times over by 
local businessmen to be plowed 
back and recycled within the 
economy of the local community. 

As it is now, the profit is drained 

from the local community by an 

absentee owner.” 

Patman stressed that local own- 
ership was the principal question 
involved and that “competition 
will take care of itself.” He con- 
tended the “giant” auto companies 
with their financing affiliates “can 
Squeeze at either end—they can 
Squeeze against the few remaining 
independent automobile producers 
or they can squeeze at the local 
level against independent financial 
institutions.” He added that at the 
same time the “giant” companies 
“can defy national credit policy.” 

* * ~ 


EADER took issue with Pat- 

man on all points. “When the 
gentleman from Texas speaks of 
absentee ownership, he speaks only 
of the automobile companies; he 
does not mention CIT, CCC and 
Associates, and other nationwide 
farflung financial giants. And when 
they do business in a locality, they 
will be able to do so more easily 
if they do not have the competition 
from the motor vehicle finance 
companies. The money flows away 
to Wall Street just the same as it 
does in the case of GMAC.” 

When Patman mentioned the 
“captive” situation, Meader said 
he had talked to a banker “con- 
cerning a threat made to a dealer 
by an independent finance com- 
pany that they would not floor- 
plan his cars any further unless 
they get more of his retail paper.” 
He added: “So, apparently, the 

finance companies who are not 
under an injunction, such as the 
motor vehicle companies, are rather 
freer to use, let me say, more ef- 
fective sales methods than those 
who are enjoined by the consent 
decree from coercing dealers in 
selling their time paper to their 
finance affiliates.” 

Meader read a letter from D. F. 
Valley, of the National Bank of 
Detroit. He said that besides direct 
loans to consumers, the bank han- 
dles paper from 331 new-car deal- 
ers in the Detroit metropolitan 
area, including 118 GM dealers. 

Valley declared: “We regard 
GMAC as a strong competitor but 
a fair one. We feel that by provid- 
ing a nationwide pool of credit, 
GMAC has held down the cost of 
auto financing for the average pur- 
chaser, and that the net result has 
been to enable more people to buy 
cars, to the benefit of labor, dealers, 
financial institutions and the gen- 
eral economy.” 

* * ok 

N ANSWER to Patman’s concern 

about small business, Meader re- 

sponded that he too was interested 
in small business but the question 
was whether this bill would help 
or hurt the small fellow. 

“There are some 40,000 auto- 
mobile dealers in this country,” 
he said. “Most of them I think 
you would classify as small busi- 
nessmen.” Meader said he had 
heard “from one after another” 
that if GMAC and FMCC are 
driven out of business, and if 
dealers must go either to banks 
for first-class credit “or to these 
large finance companies which 
historically have been known as 
high rate companies, many of 
them will go out of business.” 
Patman repeated his proposal 

that car makers give dealers credit 
to set up their own financing oper- 
ation with the agreement that the 
car buyer benefit. 

Meader pointed out that a “great 
many, particularly the larger deal- 
erships” do have their own finance 
companies. He cited the Summer- 
field Chevrolet dealership in Flint. 

Meader argued that the inde- 
pendents were afraid of rates going 
down because of competition with 
GMAC and FMCC. He said that 
consumers would have to pay the 
independent’s high rates. Passage 





from Page 1) 


of H. R. 71, according to Meader, 
‘igs going to discourage the sale 
of automobiles and it will harm 
automotive employment in my con- 


gressional district and it will harm 
the state of Michigan.” 


* cd * 


xs: JOHN LESINSKI, Michigan 


Democrat, spoke from his ex- 
perience as a bank director. He 
said car sales financing had to be 


spread out over large groups. 
“These operations have to be ac- 


tuarily sound and a small dealer 


who does not sell many cars could 
lose money on that operation,” he 
said, 

Patman reiterated that the issue 
was between absentee or locally 
owned and operated business. 
Meader retorted that the issue was 
“whether you are going to make 
the consumer pay more, whether 
you are going to run up the price 
of cars and depress the automobile 
market.” 

* * * 

EADER then read letters writ- 

ten to him. One from G, J. 
Straub, Superior Equipment Co., 
Ypsilanti, Mich, agreed with 
NADA’s position, He stated: “It is 
our observation that the entrance 
of manufacturers into the financing 
field hag brought lower interest 
rates for many fleet users of 
trucks.” 

Rockwell Mfg. Co. wrote that the 
right of a manufacturer to finance 
his own products “igs an inherent 
privilege in our free economy.” 

J. Ray Dickey, Scoggin-Dickey 
Buick Co., Lubbock, Tex., said he 
has his own finance company and 
his dealings with GMAC are lim- 


Ark. Suit Tests 
Legality of Auto 
Graveyard Law 


LITTLE ROCK, Ark.—A legal 
question of whether Arkansas’ 1961 
auto graveyard law repealed the 
1955 version has been raised in a 
case under consideration here, 

Municipal Judge Quinn Glover 
held that Act 212 of 1955 was still 
in effect and fined Ed Jones, op- 
erator of a wrecking yard, $100 
and costs. 

To settle the question, Judge 
Glover granted L. W. Rosteck, an 
attorney for Jones, an appeal to 
Pulaski County Circuit Court. 

Deputy Prosecuting Attorney Jay 
Barron based his case on an opin- 
ion of May 23 from the attorney- 
general’s office which in effect 
held that since the 1961 graveyard 
act reenacted substantially parts of 
the 1955 act, the older statute was 
not repealed by the newer one. 

Wording is similar and the prin- 
cipal difference in the acts is the 
distance from a paved highway at 
which an auto graveyard could be 
operated, one stating a half mile, 
and the latter 1,000 feet. 

However, the newer law, Act 484 
of 1961, exempted yards being op- 
erated at the time the act became 
effective. This was June 8, 1961. 

Jones was in operation then and 
Rosteck contended that under the 
provision he could not be guilty of 
violating Act 484. 


Miami Dealer Chief 
Joins Mercedes Trek 


MIAMI.—Charles Grentner, pres- 
ident of the Miami Auto Dealers 
Assn., is among 
American dealers 
travelling to 
Stuttgart, West 
Germany, to help 
Daimler-Benz cel- 
ebrate its 75th 
anniversary. 

Grentner han- 
dles Mercedes- 
Benz and Simca 
in Miami, Merce- 

; des dealers will 
Charles Grentner fly to Europe via 
jet plane as guests of Mercedes- 
Benz Sales, Inc. 



























ited. However, he said, he has 
been in business for 34 years and 
during that time “we have never 
dealt with a company that was 
fairer and more considerate of 
the customer than GMAC.” 


Divestiture, he thought, “would| — 
be the greatest blow to the retail] — 
automobile dealers that could hap-| | 
pen” as well as a “gross injustice] j 
to the general welfare of the public 
as a whole.” 

David H. Glass, Leader Chevrolet, 
West Springfield, Mass., says he di- 
vides his business among GMAC 
and two local banks, Glass said 
that GMAC’s ideals acted as a de- 
terrent to other finance companies 













































“whose interests were purely selfish 
and who have sometimes given 


that was far from fair.” 
* * * 


trust Subcommittee was sstill 
receiving corrections, supplemental 
statements, and letters and wires 
from interested parties. Examples 
follow: 

Harold B. Streem, vice-presi- 
dent of Divco-Wayne Corp., man- 
ufacturer of specialized commer- 
cial vehicles and parent of a 
financing company, wrote that 
H. R. 71 “will cause serious in- 
jury to our company and other 
small manufacturers, ag well as 
our dealers and the users of our 
equipment.” 

William R. Odell, finance vice- 
president, International Harvester 
Co., which has a financing sub- 
sidiary, said that passage of H. R. 
71 “would cause serious problems 
through its application to motor 
truck financing.” It might “remove 
from the heavy duty truck user an 
important source of financing 
which may not be provided by in- 
dependent finance companies” and 
it might “remove from the dealer 
the opportunity to obtain the 
proper type of floor planning for 
heavy duty motor trucks.” 

Odell felt that the right of manu- 
facturers to engage in financing 
“has unquestionably held down the 
cost to the consumer of this financ- 
ing.” 

* * * 
P. DRAGIN, executive vice- 

* president of White Motor Co., 
wrote that during the past year the 
company “has given serious con- 
sideration” to establishing a wholly 
owned financing subsidiary. 

At present, White offers cus- 
tomers a program of direct retail 
financing through factory branch 
outlets. Twice a year it sells the 
paper to a group of eight banks 
on a fixed percentage basis. The 
arrangement is on a full recourse 
basis and the company carries it 
as a contingent liability. 

Dragin argued that the con- 
tingent liability would continue to 
increase and eventually impair the 
firm’s credit standing. It was there- 
fore thinking of its own finance 
setup. 

The White official contended that 
passage of H. R. 71 would adversely 
affect sales. Moreover, it ‘would 
result not only in higher interest 
rates to the majority of truck oper- 
ators who must finance their truck 
equipment purchases but would 
also in many cases prevent the 
purchase of truck equipment by 
many operators who are personally 
unable, from a credit standpoint, 
to qualify for finance company or 
bank financing.” 

* * * 

AMUEL B. STEWART, execu- 

tive vice-president, Bank of 
America, wired the subcommittee: 
“It would be detrimental to con- 
sumers in that it would prevent 
manufacturers from providing con- 
sumer financing in areas where 


such financing is not otherwise 


available. 

“In California, where we are 
most active, the existence of com- 
panies such as GMAC and other 
captive finance companies has 
not restricted competition but has 
stimulated it. Insofar as the con- 
sumer is concerned, we know of 
no abuses by captive finance 
companies.” 

Porter Ellis, president, National 
Assn. of Insurance Agents, went on 
record as being opposed to “arti- 
ficial restrictions.” 

The National Assn. of Manufac- 
turers opposed the Celler bill on 
a number of grounds, one of which 
was that “the consumer is likely 
to be injured through an increase 
in carrying charges on automobile 
loans.” 





automobile purchasers treatment 


ANWHILE, the House Anti- 

















Safety-Check Judges— 





These judges selected the 88 award winners in the 1961 National Vehicle Safety. 
Check for Communities. Members of the panel are, seated from left, John L. Marks, 
Automotive Safety Foundation; Wainwright Bridges, American Assn. of Motor Vehick 





Administrators; Mrs. B. V. Todd, Automotive Safety Foundation; Forst E. Lowery, No. 
tional Safety Council; standing, Frank P. Lowrey, Auto Industries Committee; L. J. Mc 


Ennis jr., Insurance Institute for Highway Safety; J. W. Bethea, President's Committee | 


for Traffic Safety; Dr. Norman Key, National Commission on Safety Education, Nationa) 
Education Assn.; Richard Cowdrey, American Municipal Assn.; Howard B. Fletcher, In. 
ternational Assn. of Chiefs of Police; Alastair McArthur, National Assn. of County 
Officials, and Mm. &. Darlington jr, Auto Industries Highway Safety Committee. 


88 Safety-Check Awards 


Listed for ’61 


WASHINGTON. — San Francisco 
and Madison County, Ind., have 
been named grand award winners 
for conducting the most outstand- 
ing city and county Vehicle Safety- 
Check programs in the nation. 

The Oelwein Junior Safety 
Council, Oelwein, Ia., was selected 

to receive the 1961 “Circle of 
Safety” grand award for conduct- 
ing the nation’s most outstanding 
teen-age sponsored Safety-Check. 

For the second consecutive year, 
Coffeyville (Kans.) teen-agers were 
named winners of the “Circle of 
Safety” grand award for outstand- 
ing assistance to a community 
Safety-Check. 

The selection of 88 award win- 
ners was made by a national] board 
of judges, climaxing the 1961 Na- 
tional Vehicle Safety-Check for 
Communities program sponsored 
annually by the Auto Industries 
Highway Safety Committee and 
Look magazine, with the coopera- 
tion of the Assn. of State and 
Provincial Safety Coordinators. 

National Awards of Excellence 
for exceptional city Safety-Check 
programs in their population 
groups went to: Indianapolis; Gary 
and Hammond, Ind. (tie); Ander- 
son, Ind., and Great Falls, Mont. 
(tie); Coffeyville, and New Hamp- 
ton and Sumner, Ia, (tie). 

Counties winning National 
Awards of Excellence by population 
groups were: San’ Diego County, 
Calif., and Akron-Summit County, 
O. (tie); Orange County, Fla., and 
Fort Wayne-Allen County, Ind. 
(tie), and Huntington County, Ind. 

In addition, 47 cities, seven 
counties and 17 teen-age groups 
were selected for awards within 
participating states. 

The judges also commended the 
United States Post Office Depart- 
ment, McClellan Air Force Base 
and Paine Air Force Base for sub- 
mitting program entries for Safety- 
Check activities for which there 
were no award categories. 


All entries were judged and win- 






Comparison Invited— 


Fritz Warren, left, president of Sport 
Car Center, a new Simca outlet in Santa 
Ana, Calif., points to a printed sticker 
calling attention to selling points of the 
new Etoile sedan. Stickers are placed on 


different parts of the car. E. F. Frank, 
Simca's Western sales manager, holds the 
“Let's Compare Simca" sign. 























Campaign 


ners chosen on the basis of effective 
community efforts encouraging mo- 
torists to have their vehicles Safe. 
ty-Checked for 10 points affecting 
safe driving condition. 

The judges considered the qual- 
ity of the community Safety-Check 
program, as well as the total num- 
ber of vehicles checked, rejected 
and rechecked in relation to an 
area’s potential. 

The 10 points checked were 
brakes, headlights, taillights 
steering, tires, exhaust, glass, 
windshield wipers, mirrors and 
horn. 

The eighth annual Safety-Check 
was conducted in most localities in 
May and June in states not requir- 
ing official motor vehicle inspection. 


Defense Speedup 
Dims Hopes for 


Pension Measure 


WASHINGTON. Retirement 
benefits for self-employed persons 
will probably not get anywhere this 
year—mostly because of Adminis- 
tration specific opposition as well 
as the defense speedup which will 
probably affect all tax measures 
that could change the budget pic- 
ture. 

HR 10, sponsored by Rep. Eu- 
gene Keogh, New York Democrat, 
and passed by the House this 
year as well as last year, would 
allow self-employed car dealers 
or those who are members of 
partnerships to set up tax-defer- 
red retirement funds. 


The Administration, which ear- 
lier asked that action be delayed 
until the large scale tax revision 
of next year, has now become more 
specific in its objections. The Ad- 
ministration feels that it “created 
many inequities and unjustifiable 
differences in tax treatment.” 

It also believes it will cost some 
$300 to $400 million in tax revenue 
which the Administration does not 
think it can spare now. Senate 
Finance Committee Chairman 
Harry Byrd, Virginia Democrat, is 
thought not likely to push the bill 
although the Senate’s chief backer, 
Senator Wallace Bennett, Utah Re- 
publican, sponsor of a similar 
measure, has hopes it will clear the 
committee. 

Even if it does, it will face a stiff 
floor fight with some senators eager 
to add their own tax amendments 
to it. If it were to pass with vari- 
ous amendments, then further de- 
lays and difficulties could occur in 
conference between the House and 
Senate versions. 

Beyond this, moreover, would 
be the possibility of a reluctant 
but quite possible Presidential 
veto. 

In view of all these hurdles, it 
seems likely that the bill will just 
never reach the Senate floor until 
it is too late to take action. This 
is what happened last year at 4 
time when there was less pressure 
from defense needs. 
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Lark Rolls Thursday ee 


Model Run Off 10%; First ’62 Near 


(Continued from Page 1) 
the course of the ’60 model run, and 
the lowest model] production since 
when 4,222,781 cars were as- 
gembled. Current model output at 
the end of July stood at 5,352,831 


cars. 
Only group to show a gain over 
60 model run was the com- 
pact group. The newly introduced 


Lancer, Special, Tempest and 
F-85 boosted model-run output 
from 1,570,182 compacts to an es- 
timated 1,888,306. At the end of 
July, current-model output stood 
at 1,873,306 compacts, with Comet 
and Falcon still in production, 
Other groups, as of July 31, were 


below the year-ago level — the 
standards off from 2,868,744 to 





Car, Truck Output Estimates 
By Automotive News 





2,338,743; the mediums down from 
1,387,845 to 965,742, and the highest- 
priced cars from 184,711 to 175,040. 


Individually, the only makes 
showing output gains over the ’60 
model run were Falcon, up from 
435,676 to 473,491; Corvair, from 
250,007 to 296,281; Comet, from 116,- 
330 to 191,226, and Chrysler, from 
72,951 to 87,372, Lincoln, by the time 
it ends its run this week, also 
should show a slight improvement 
over 1960, 


Of the compacts introduced for 
1961, Tempest led with 100,783 as- 


with 112,726 trucks built in June, 
and 80,994 units assembled during 
July a year ago. 

In Canada, all assembly lines 
were closed last week, Chrysler 
Corp., Ford Motor, General Motors, 
American Motors and Studebaker- 
Packard were idle for changeovers, 
and International was closed for its 
annual vacation, 

* * * 


Ford’s St. Louis Plant 


Reverts to Mercury Output 


ST. LOUIS.—Ford Motor Co.’s as- 
sembly plant here will return to 
production of Mercury cars at the 
beginning of the 1962 model run. 

The plant in suburban Hazel- 
wood, Mo., was built for Mercury 
production in 1948 and made more 


Mack Reports 
Steady Growth 
In 2nd Quarter 


PLAINFIELD, N, J.—A mild but 
steady improvement in business en- 
abled Mack Trucks to increase 
sales to $61,011,000 for the quarter 
ended June 30, against $55,274,000 
for the first quarter of this year, 
Cc, A. Johnson, chairman, told 
stockholders. 

Earnings after taxes for the sec- 
ond quarter were $1,905,849, com- 
pared with $1,494,274 for the first 
quarter, he said. 

Sales for the second quarter of 
1960 were $76,362,000, with earnings 
of $3,714,627. 

Johnson said that the rate of in- 
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At the Factories... 


Late Personnel News 















Albert Underwood, formerly qual- 
ity control manager. 

The quality control manager’s 
post is taken over by William N. 
Moore, who was manager of manu- 
facturing engineering. Succeeding 
Moore as manager, manufacturing 
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McCracken, 62, who is retiring| moved to Dodge in 1955 as St. Louy 


under the General Motors retire- 
ment program after 30 years of 
service. 

John R. Church hag replaced Lee 
in the top marketing’ post at AC. 
He had been marketing director 





— 


region service manager. 
* * + 


Lincoln-Mercury 


Chase Morsey jr. has been pro. 
moted to assistant general manage 





engineering, is Gordon L. MacKie.| since 1958. Prese 

(Continued from Page 8) He was manager of production en- * * & client 

i s 

tions and the interpretation of | methods of engineering tests, as gineering. a" Dodge — 
them to our manufacturing peo- | well as manufacturing tests of . missic 
ple, the B-O-P plants and to | parts, assemblies and the car it- Ford Motor Co. Robert W. Kline, formerly man- < 
Oldsmobile’s many suppliers. self.” an ee ioe ager of field service operations, has perie 
“Working in close cooperation * * & - © Dean has been appointe Outli 

‘ $a Bal dadar 9? an assistant controller of Ford 14 
with the director of reliability, White n Motor Co. He tal 


Wolfram continued, “Mr, Truxell 
also will be in charge of the de- 





velopment of improved and faster P 
of the White ne] development, 
Division, White budgets and Chase Morsey Jr. Don R. Learned 
methods depart- of Lincoln-Mercury Division, suc. 


Obituaries 


George J. Bohnet, 86; 
Lansing Auto Pioneer 





LANSING.—George J. Bohnet, | 


86, who built Lansing’s first steam 
automobile and became recognized 
as the city’s first auto salesman, 
died July 20 at his cottage at Eight 
Point Lake. 

Mr. Bohnet built his first car 
while working in the bicycle de- 
partment of a music store and sold 
it to a doctor for less than $1,000. 
He later was affiliated with Capital 


Automobile Co., but left that firm | West Virginia. benitice,: 
when his interests were purchased * * * an, poe Ph or Rie mae yar el 
Og kw Ford of Canada 

Edger E, Hammons Staff realiguments in Windsor 


EL RENO, Okla.—Edger E, Hammons, 
68, a partner in Hammons Motor Co, and 
formerly a dealer in several other towns, 
died July 23, 

* * * 
Dan Wray 

VAN NUYS, Calif.—Dan Wray, of Wray 
Brothers Ford here, died after a heart at- 
tack while on vacation, With his brother, 
the late Pat Wray, he founded the dealer- 
ship in 1930 and it has continued at the 
original location, 





Robert G. Oakley has been elect- 
ed Cleveland regional vice-president 


Motor Co. He 
succeeds M. H. 
Anderson, who 
has retired after 
26 years with the 
company. 
Oakley, who 
joined White in 
1945 as a retail 
salesman in 
apy Cleveland, will 
Robert G. Oakley make his head- 
quarters in Cleveland and his ter- 
ritory will include parts of Ohio, 
Michigan, Pennsylvania, New York, 
Indiana, Kentucky, Virginia and 





manufacturing operations of Ford 
Motor Co. of Canada, Ltd., are an- 
nounced by George O, Keutgen, 
general manager, Windsor manu- 
facturing. Frank A. Ritchie con- 
tinues as manufacturing manager 
with added responsibilities, and the 
realignment includes four staff 
changes. 
































will be in charge 
of the person- 


ments of the fi- 
nance staff. ~ 

Dean, who for- 
merly was man- 
ager of the budg- 
et analysis de- 
partment, joined 
Ford in 1953 as a 
cost-accounting supervisor at the 
Somerville (Mass.) assembly plant. 
He was with the Ford Division in 
Chester, Pa., before moving to the 
company staff, 

* * * 


Buick-AC Spark Plug 


J. C. Dean 











Robert W. Kline Walter M. Spencer 


been appointed service director for 
Dodge. He succeeds Walter M. 








ceeding Walker A. Williams, who 
retired recently after 36 years with 
Ford Motor Co, 

Don R. Learned, formerly execy. 
tive assistant to Ben D. Mills, L-M 
general manager, has been named 
to succeed Morsey as general mar. 
keting manager. Both Morsey and 


Spencer, who is retiring after six Learned joined Ford Motor in 1948 


years in the post, 


Kline entered the auto business 
in 1939 as an apprentice mechanic 


with J. W. Hudson Motor Car Co. 


as members of the finance staff, 


Bank Elects Luby 
MIAMI BEACH.—Bank of Miami 


in Sandusky, O. He joined Chrysler.) Beach directors have elected Sam 


Corp.’s Central Service Division as 


a service representative in 1954 and 


Luby sr. (Chevrolet), Miami to the 
bank’s board. 























































e288 Willi “ 
illiam F, Tyson, formerly en- 
Bert H. Cliff gine plant manager, becomes pro- William ©, Lee John R. Church HELP WANTED oe 
CLEVELAND.—Bert H. Cliff, 79, who 2 can ‘aoe fecti 
opened an auto livery business in’ East| duction manager, Windsor manu-| AC Spark Plug Division, has been fact 
Cleveland in 1910 and operated it ever| facturing operations. He is succeed- | named parts and accessories man- Tho! 
i died July 24 d 
since, died July 24, : ; an 
tied hoe ed as engine plant manager by| ager at Buick. He succeeds Paul E. CAR MERCHANDISING MANAGER E- 
— , 95, e e . . ‘ ‘ 
an oe or weal — on B r r [ Dis iss s I i 000: Sales promotion man needed to direct & supervise an integrated sales development Teas! 
Vandergrift, died July 24. Oo gwa m e 9 * program throughout the U. S. ot 
ree H. © * a te ” Proven ability in applying sales promotion techniques and skill in conducting sales man 
DUNN, N. C.—George H. Carroll sr., S eks to Avoid Bankr £ meetings are required. Several years' experience as a wholesale representative for om 
61, vice-president and part owner of George e up Cc an American car manufacturer are desired. Some knowledge of fleet and leasing com] 
Carroll Chevrolet, Inc., SS . 20, a business helpful. erati 
had operated Chevrolet, Oldsmobile an » :. ; ; 
Cadillac dealerships in Northfork, (Continued from Page 8) Salary will be commensurate with qualifications. Excellent employee benefits. Send send 
é * * complete resume of all previous employment (companies, positions, earnings) and abili 
William Aitchison ae Bremen took over Borgward sev-| model structure, Some said political education. ett 
aie oeeaaee ag the aa enison: | eral months ago when the concern | influences might also have been to VOLKSWAGE DYNA 
Assn, of Indiana, died July 13, He served —then the only family-owned auto- | blame. GEN OF AMERICA, INC. a 
in 1939. aie motive plant in Germany—reported At any rate, Borgward fell into Personnel Dept., Englewood Cliffs, New Jersey versi 
Ben Gl it was in financial difficulties, trouble at a time when business relia! 
NEW KENSINGTON, Pa.—Ben Glenn,| The Goliath-Hansa was taken out ae poe ta. for other German Rott 
60, president of Glenn Buick Co, here, died | of production, but output was con-| 2Uto producers. HELP WANTED HELP WANTED MANA 
jeort attack He was & resident of Leech- | tinued for the Lioyd-Arabella, the| | (In New York, a spokesman for| NeW CAR SALES MANAGER, Ford dealer | BUSINESS MANAGER with sufficient abi: 2!" 
burg. , Borgward Isabella and Big Six and | Fergus Imported Cars, Inc., a Borg-| in Kentucky city, population 50,000, has| ity to take off accurate statement and oa 
* * * certain truck models. ward distributor, said he felt sure opening for experienced man qualified to daily operating control, organize office 7 
Ww D. Kirkpatrick : take charge, Must be a good organizer including credit and collections and = 
illiam 4 c= om . cae Critics said Borgward’s troubles | 8°me way would be found to revive! and closer for well established firm. Com- as right hand man to ounbent mane ing 
BUCK FALLS, Pa.— am D, Kirk- |. f ta ted ducti the Bremen concern. plete history requested. Reply Box 2681, of leading Ch let facto 
patrick, 74, retired vice-president and di- stemmed from outdated pro uc 10on (“Pros ti b = 1 6/6 -Auitornotive News, Detrott 7 ; es & evrolet dealer. Salary plus smal 
rector of See as coe Co.,| methods and a_ too-complicated waitt on - 6g pf lig eae ee , . noes ae tee a " pee Br Aiden: 
Ine., died July 19. e was W! e com- | ————__ er price, e Salad. ews 
rogram, 
Be So, See ee ‘Tt is my guess that Krupp or! = General Manager =| _ tive News, Detroit r, “1 TAN 
manager of the American Chain Division. Jack [ Ip Profits Mercedes-Benz will make some deal 3 SALESMAN: We want a man with a suc- 4 1 
He was identified with Weed tire chains in with the Bremen state govern- Texas Volume Deal cessful sales record, married, over 25, er a 
the automotive supply field. e a and must own car. We off 
e supply - Dur Cleanu ment. Need top quality, experienced management compensation peemeane ‘2 ee, ae a. 
Charles W. Manzel nm 9 (He recalled that the company | for old established "Big 2" volume deal} commissions and bonus, Plus an unlimit- Albu 
BUFFALO.—Charles W, Manzel, 82, an e had gone through a similar crisis | (2,400 gent. Choice location Texas Gulf} ed opportunity to earn, We are a na- If goa, 
iuantor. ef Wubricating devices, died July Dealers Advised in 1929, when it was known as ‘oast. Be assured that this is not just another tional distributor of automotive parts, 
25. His inventions included a forced feed H L good position, but is an excellent opportunity} hardware fasteners and accessories pect 
Bh ny Bi and automatic lubricating de- BUFFA Wi . — ansa-Lloyd. It was then that Dr. | for the right man. Incentives and salary in| Write to P, O, Box 4763, Philadelphia, Diege 
vices for autos, hydraulic machinery and |, uu LO.—With light stocks of | Car] F, W. Borgward bought the | proper. proportion to man needed. Full op-| Pa. : zona 
gate: sestonan. 61 models in the hands of most firm, which had originally been erating authority to be given, therefore must WANTED A SPECIAL KIND OF QUAL- Phon 
Pi dealers, the Buffalo Automobile| founded in 1908) ree tare mck oround, of, education and priamive| ITY AUTOMOBILE SALESMAN to sei f OVER 
Floyd G. Rogers Dealers Assn, feels dealers have a We grarctgy d SS poriments of volume enoration 18 heality and for an exclusive Cadillac dealer who has ak 
CLEARWATER, -Fla.—Floyd G. Rogers,| good opportunity to improve their e meet factory approval. If between age 30 caeent Se Fd oa = - _ _ Ford 
73, retired automobile dealer, died here average profit margin Canadians Ask and 45, and qualified as stated, send back- r ear alee n, Countless ad- polita 
July 23, In the 1920s Mr, Rogers had a 5 c es ground material and current photo. All com- full oe or the qualified man, includiag accou 
Chrysler dealership ts Orlando, Fis, — Directors of the Buffalo associa- M P ° munications will be held in strictest confi-| hig ability wie ae soon as he en ae 
as sa s 5 : i : : 
ever purchased in that city, Mr. Rogers tion reported at a recent meeting ore rotection Se Box 2674, c/o Automotive News, De-| county Motors, Cadillac Sales & Service, on 
also had Dodge-Plymouth dealerships in| that the 1961 cleanup will be order- . Toms River, N. J. South 
Charlotte, N. C. and Richmond, Va, ly, with shortages in some lines. A ainst I m orts SERVICE MANAGER—500 or better car News 
* * * 4 ‘ J MEN WANTED: Are you making over dealership, Chevrolet. Must have at least 
After this meeting, the associa- $20,000 per year? We want men to dem- five years’ experience. We need a top 


Hollister E, (Jack) Rundell 
ABERDEEN, Wash.—Hollister E, (Jack) 
Rundell, 67, a veteran auto dealer, died of 
a heart attack, . 


* * 
Floyd A. Whitaker 

MINNEAPOLIS, — Floyd A, Whitaker, 
66, partner in Stephens Buick Co, here for 
many years and most recently owner of 
Billings Motor Co. at Billings, Mont., died 
July 28. He was president of the Minnesota 
Automobile Dealers Assn. in 1945. 

* * * 


J. Carl King 
ATLANTA.—J, Carl King, 64, used-car 
manager for Callaway Motors, Inc., De- 
catur, died July 24. He had been in the 
auto business in the Atlanta area for many 
years. 
* * * 
Frank E. Simpson 
ST. LOUIS.—Frank E. Simpson, 54, di- 
rector of industrial relations for the Fisher 
Body plant here, died of a heart attack in 
nearby Festus where he was spending the 
weekend, He had been with Fisher Body 
since 1926 and was industrial relations 
chief here for 15 years, 
* * 


Paul P, Ferguson 
CHICKASHA, Okla.—Paul P, Ferguson, 
who organized Ferguson Motor Co, (Pon- 
tiac) here in 1936, died July 24, He for- 
merly had been associated with Gassaway 
Motor Co. for 22 years, 


tion sent a bulletin to its member- 
ship, saying: “With this situation, 
plus an improving national econ- 
omy, it stands to reason there is no 
need or sense to spend hundreds or 
thousands of dollars in price-cut- 
ting advertising trying to convince 
the public we are in a distress po- 
sition. 

“As a matter of fact, now would 
be a good time to sit down with 
your salesmen and sales manager 
and let them know just how many 
units will be available until ’62 
models are available—then re- 
adjust your gross profit on the cars 
remaining.” 

Some Buffalo dealers who have 
done this report notable increases 
in their gross, said the association. 
The public is learning fast there 
will be no abundance of left-overs. 

“Now is the time to get that extra 
profit which will go a long way to- 
ward putting some black ink on 
that statement,” concluded the as- 
sociation bulletin. 















TORONTO.—Mayors and civic 
officials of key Ontario auto-manu- 
facturing centers, meeting last 
week, urged the government to 
adopt measures to cut down com- 
petition from foreign cars. 

They agreed to recommend that 
the government implement immedi- 
ately two sections of the Bladen 
report on the auto industry. 

One provides for a sales tax on 
imported cars, based on the price 
paid by the retailer. 

The second section asks that the 
“Commonwealth content” clause in 
customs regulations be dropped to 
discourage British manufacturers 
from assembling cars in Canada 
with British parts. 

So far, the only Bladen recom- 
mendation acted upon was one urg- 
ing removal of the 7.5 percent ex- 
cise tax on domestic cars. 

Represented at the meeting were 
civic officials from Windsor, Ham- 
ilton, St. Catharines, Oshawa and 
Oakville. 


onstrate and sell simple device that stops 
shimmy and shake in cars; eliminates all 
wheel balancing and tire truing and most 
front end work. Requires less than 30 
minutes per car. Instrument costs dealer 
$159.00, Write for details to J. Lavinger, 
B & B Mfg. Co., Box 816, Sioux City, 
Iowa, 4 


quality man, sober and hard worker that 
can run a complete operation at a profit. 
Be able to hold customer and factory re- 
lations. We are an established new-car 
dealer located in New Jersey near the 
N. Y. meetropolitan area. Give résumé 
and telephone number to Box 2711, c/o 
Automotive News, Detroit 7. 





HELP WANTED 


and summatize them. 


education. 


BUSINESS MANAGEMENT REPRESENTATIVE 


Needed to assist Business Management Manager, to analyze sales and financial reports 


Requirements: Several years' experience as a field sales representative of a major 
automobile manufacturing company and/or as a business management manager in 
such a company's district or regional office. A knowledge of accounting and an ability 
to work with dealers are essential. Age 25 to 35. 

Salary will be commensurate with qualifications. Excellent employee benefits. Send 
complete resume of all previous employment (companies, positions, earnings) and 


VOLKSWAGEN OF AMERICA, INC. 
Personnel Dept., Englewood Cliffs, New Jersey 
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is HELP WANTED POSITION WANTED DEALERSHIPS AVAILABLE TRUCKS FOR SALE MISCELLANEOUS 
— GENERAL MANAGER, sales manager,| AGENCY HANDLING DODGE in metro-| TWO 1958 FRUEHAUF TRANSPORTS — | guy 
cS like new, Always privately owned, $2,500 
used-car manager, assistant to dealer. politan area, No real estate to purchase, each, Vickers Motor Co Huntingdon 
RTS SALES Young (41), able, aggressive family walk in with small cash. Completely Tennessee. Phone: YU 6-6274 ’ WHY SETTLE FOR LESS 
PA man, Fifteen years’ diversified experience sever. Real opportunity ates Seat ° . , eee 
in every phase of business, Can direct ust be company approved, Box ° BUSES FOR SALE 
0- REPRESENTATIVES entire operation, Chrysler dealer six c/o Automotive News, Detroit 7, No Other Tow Bar 
Br Li Full Time years; used-car merchandising, recondi- DEALERSHIPS WANTED FOR SALE: 1954 Dodge limousine bus, Can Give You These 
Side Line or tioning and appraisal expert, Seek op- : 12-passenger. Very clean inside, £001) Outstanding Engineering Features 


Prese recently calling on established 
oy of new car dealers in their own 


portunity in East with progressive organ- 
ization, Résumé upon request. Box 2702, 


WANTED: GENERAL MOTORS deal in 


Florida, preferably Chevrolet. 200 and 


mechanical condition and rubber, Arrow 
Chevrolet Co., 601 E, Superior, Duluth 2, 





clientels carry thousands of items, parts, c/o Automotive News, Detroit 7, up potential. Please reply to Box 2642, Minn. *CADALLOY STEEL CAST 
areessories, and hardware, paying top com-| 7orRSWAGEN SERVICE MAN from Ger-| ¢/0 Automotive News, Detroit 7. COUPLING HEADS LINED 
missions, and bonuses, good sales promotion| any Family man desires to relocate | WiLL BUY GENERAL MOTORS DBAL- SCHOOL BUSES TO PROTECT CAR BUMPERS. 
ram. Looking for a change or additional anywhere in the States after eight years ERSHIP IN FLORIDA. Prefer single FORD — CHEVROLET — DODGE 
items? State your personal and business ex-| in’ Canada, Senior matriculation, me- point, but will consider others. Minimum 
rience, and connections fully in first letter. chanic’s license and ten years’ experi- 400 new car potential. Have Florida GM 54-Passenger 


rea of operation and side line or 
Same. desired. Our representatives know 


ence with Volkswagen are my assets. I 
am looking for a steady service position 


deal now, want to expand, Box 2686, 
c/o Automotive News, Detroit 7. 


1955, $1,350; 1956, $1,950; 1957, $2,750 





*CADALLOY STEEL CAST 


of this ad. with a future, Box 2703, c/o Automotive Immediate Delivery—Reconditioned—Terms YOKES WITH HE AVY DUTY 
Box 2713 News, Detroit 7, WANTED: CHEVROLET OR DUAL, 250- COUNTY SCHOOL SERVICE, INC. TUBU R STEEL ny" 
c/o Automotive News MOVING TO FLORIDA END OF AU-| 400 unit potential, 75 mile radius New roe as Tuant’eauy LA 
Detroit 7. GUST. Steady family man, 37 years old,| Ore City. Cash waiting for right desl. ee ae SECTIONS TO RESIST 
complete management experience in all , , re 
— phases of new ond used car merchandis- troit 7. STRAIN & STRESS. 


UTOMOBILE FOLLOW-UP PLAN—Sales- 


ing. Do you need new car or used car 





ANTIQUE, CLASSIC CARS FOR SALE 


shee a tee carat aera nee came eet ce * 
t SS for established service and sales manager or both, or will buy in or buy DEALER SERVICES CONTINENTAL, 1957 Mark IT, #C5683806, Cadalloy Steel Castings 
0 programs, contact dealers, repeat busi-| you out, Heavy G.M. experience. Box aa a. a en ag ors Minimum Yield Point: 
h ness, high earnings, salary, commission. 2715, c/o Automotive News, Detroit 7. oo on, Sena oto, P. O. Box » tub- 46,000 Lbs. Per Square Inch 


Write Box 2680, c/o Automotive News, TWO ESSENTIAL SERVICES 


EFFECIENCY EXPERT AVAILABLE. I 


5 1936 Ford Phaeton, completely restored. 
— will analyze your business, train a sales INVENTORY SERVICE Over $3,000 invested. Contact Cody Mo- e 
force and inetall ¢ system that will guar- Parts, eccsssories end siniler goods. tors (Ford), Cody, Wyo. UNIVERSAL SWIVEL ACTION 
antee a profit making used car operation. 1927 PONTIAC COUPE—Excellent condi- 
Auto Salesmen Box 2716, c/o Automotive News, De- APPRAISAL SERVICE tion for restoration, Good running condi- ON COUPLERS FUNCTIONS 
Wanted Everywhere wen 7. Tools | tion, Will sell for best offer. Read Hol-| IN UNISON WITH SPRING 


man Pontiac, 34200 Michigan Ave., 
Wayne, Mich, Phone: PArkway 1-1144. 


1941 LINCOLN CONTINENTAL two-door 
sedan, standard shift, original V-12 en- 


Furniture—Equipment—Machiner y— 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


Now available a course on Auto Sales by DEALERSHIPS AVAILABLE 
Dick Munro. Endorsed by 9 Auto Editors. 
Three vols. $20.00, Money back guarantee. 


Free details, write Westminster Auto Sales 








Itants, Dept. A-I, Box 130, Scar- ED CAR YA ISAL CO. gine with overdrive, body in original 
peroush, Ontario, Cane SDEALERSHIP AVAILABLE | 000 Freciend Ava. Datolt 2, Michigan | Perfect, condition, interior, rertoed “wit * 
WEbster 3-6445 fect mechanically,’ Koerner Ford, BOLTS, NUTS & WASHERS 


Inc., 
SNE SEE OPED SMEAR TOMER ETA EN BK I ; 


805 W. Genesee St., Syracuse, N, Y 
ACCESSORIES FOR SALE 
VINYL CONVERTIBLE TOPS, $30.95. 


Excellent service operation needs aggressive 
leadership to promote new car sales, Exclu- 
sive Detroit area location. Box 2714, c/o 


ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 


BUSINESS OPPORTUNITIES 
U DRIVE AND LEASING BUSINESS, 


= 








Automotive News, Detroit 7. 





PARTNER WANTED, Hot GM line, fast 


growing community in Florida, Invest- 
ment stays in business, Rare opportunity 
for a man of good character and experi- 


Southern California, same location 35 
years. Over 100 units in operation (1961 
Fords, Chevrolets, Thunderbirds and Fal- 
cons), Immaculate condition, have high 
class clientele, 95% businessmen, Excel- 
lent earning record. Owner wants to 
retire. Just renewed lease, very low 
rent factor. Requires investment over 


Carpet floor mats, front and rear, $18.00. 
Headlinings, $12.50. Free Catalogue. BIG 
BUCK, 12 Elliott St., Beverly, Mass. 


SHOP EQUIPMENT FOR SALE 


ONE VAN NORMAN CRANKSHAFT 


MACHINE, model number 111 with a 


CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


ence, Give complete information, Write 24-inch swing and 84-inch bed—at a 
Box 2684, c/o Automotive News, De-| $100,000.00, Reply Box 2688, c/o Auto-| sacrifice price. Contact John R. Clark, 
troit 7. motive News, Detroit 7. Jr., at Clark’s Auto Parts Co., 1409 W. TOW PILOT 
Gaanc? Gk uain alate Ec ACTIVE PARTNER, INVEST $10,000 to Broad St., Savannah, Georgia. Phone: B 
ERAL SALES, new a/o used-car | AGENCY SALE handling Rambler, $25,000, Buick dealership, New Jersey. AD 6-1503. ith bricated Automatic Brake 
ieoager, capable handling and operating Oldsmobile. and Pontiac, Seautiful new Profitable operation with excellent growth Ww Lu nd Brake Cable 
your way, 24 years’ ‘‘Big Three’’ success- modern building for lease with small in- potential. Box 2717, c/o Automotive MISCELLANEOUS a r 


ful East and West Coast experience, High 
“fixed expense absorption’’ producer, plus 
Motors Holding management background. 
Proven record, good organizer-leader, ef- 


Located in Ana- 
growing community 


ventory to purchase, 
cortes, Washington, 


. with refineries and other industries, Only 


agency handling these cars. For further 


News, Detroit 7. 
CARS FOR SALE 





“ORIGINAL YELLOW BRAKE BAR” 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount .......... 17.45 


$52.35 


fective sales promotional advertiser, Top information write Fox Motors, Box 580, ® S Standard s 2 Large 

factory, business and personal-references. Anacortes, Washington. IMPORTANT NOTICE l oma 1¢ ra n Adapter Clamps Fed. Tax. Inc. 
Thoroughly familiar all financing types | FOR SALE: Triple franchise dealership Dealer oned that 

and phases. Prefer ‘'management— plus | selling Buick, Pontiac and Rambler (Cad- ae an Gees a Se ONLY BAR MANUFACTURED TODAY 

profit-sharing pes ut ae Corn es, | iliac available). Located on a U. 8. high- S wean eee ale ae ae te WITH THE UNIVERSAL THE FAMOUS 
investment or aan oes Cilable on | Way in Tri-Towns area of 15,000 popula- deck the ude ah n, 0 any J . $ 45 

itenanly chert, mation "Box 2665, c/o| tion midway between Washington, D. C. excise taxes and duties have not "WRIST ACTION MOTO-MATIC 
reasonably short notice. a 2665, ¢/0| and Pittsburgh, Pa. 100 new-car pilan- been paid on the vehicles. Incldg. BRAKE HOOK-UP 

Automotive News, Detroit 7. ning, 150 potential. Lease rental of $300 W IDE 

GM DEALERS — CALIFORNIA, service per month for excellent building with | 

manager, 14 years’ experience in GM four drive-in entrances plus 20,000 sq. 

dealerships, age 36, married, best of| ft. car lot. Completely equipped and With Universal Swivel Action! 


physical condition. Well qualified to take 
complete charge of a volume service op- 
eration. Interested in a responsible posi- 
tion with an aggressive, absorption- 
minded dealer requiring personnel with 
ability to think, Box 2693, c/o Auto- 
motive News, Detroit 7. 


DYNAMIC SALESMAN, GOOD CLOSER, 
seeks permanent management opportunity 
with progressive, aggressive dealer, Uni- 
versity graduate, hard worker, ambitious, 
reliable family man. Proven record, ex- 
cellent references, Box 2705, c/o Auto- 
motive News, Detroit 7, 


MANAGER, GENERAL SALES, former 
dealer, presently employed, Age 38, mar- 


stocked with no blue sky at $35,000. 
Used cars and accounts receivable not 
included. Write Box 2695, c/o Auto- 
motive News, Detroit 7. 


DUE TO PARTNERSHIP TROUBLE, must 


sell at once dealership in Texas, now 
handling Chevrolet, in its entirety, Good 
location, good trade territory, industry 
and agricultural. For more information 
contact Box 2707, c/o Automotive News, 
Detroit 7. 


FOR SALE OR LEASE dealership now 


handling Rambler exclusively, established 
fourteen years. Complete agency, equip- 
ment, used-car lot, One of the nicest 
buildings, used-car lot and location any 





1960 
FORD TAXICABS 
$485 and $585 


Delivery Arranged 
COMMERCIAL CAR CORP. 

















Standard Four Point Hookup 
with Draw Beam 
Univer: Wrist Action Bar 


COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 

4 Point 


TowKinG s.cc't, 


TRAIL KING 
BALL BAR 
Compac-Tow Intra- 


$3950 
$550 


$4500 





Dealers’ List F.O.B. Factory 
Dealers’ 25% Discount 
Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


Four Clamp Hook-Up 





Fed. Tax, Inc. 


& 
"ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 








5 ried, ginmily. Successfully managed 260 individual would ever hope to own, lo- State Tri-Bar .... Dealers’ oe ee. Factory ............ a 
: to 1,500 car deals, Trained and experi-| cated southern New Jersey, ten miles * SPEC ” Dealers’ 25 SCOUNE .....0.reereeeee sees 
e enced in all phases of operation, includ- north of Philadelphia, Box 2708, c/o 2040 N. Clark, Chicago, it. s IAL, 3 FOR $100 00 Dealers’ Net with 2 38 
a ing business analysis, Best references, Automotive ‘News, Detroit 7. BU 1-5806 Standard plus 2 Large $ 25 
. seatory ee poeres. 7 anne Foun SALE: esis cae dae Dealership now handling =, eae ats HOOK- Adapter Coupe Fed. Tax. Inc. 
. —, 7 men 2106” c/6 nes es ates Plymouth-Valiant in one of southern Suteken aeumamees + Anaerss 
: — a we » ¢/O Automotive Florida’s fastest growing communities. peop mange ated” $] 9% 
e ews, Detroit 7, Good lease in excellent facilities, At- rind ” wall ‘inches ONLY e 

TAM NOW CALLING ON ALL WRECKER | tractive building including used-car lot. |[I y a a — nee acs Substantial Discounts 
7 an ody shop operators in New Mexico Parts and equipment for sale at attrac- 61 V Ik WW: arrying Bags y e © 
and =” rams es pea aoe of a tive price. Only a small amount of capi- 9 s a ens SAFETY CHAINS, set of 2, only......$2.95 To Distr ibutor $s 
a er and portable frame machines. ee tal needed to be in business for the 1962 7 Our Dealers’ Net F.O.B. Fact 
t one important line to round out. R, F.| Model Year, Must have factory approval. Fully Americanized Seciede oe Mt . Tex oe Write for Illustrated Catalog 
h ee, mar on Dr., N. E., Box 2709, c/o Automotive News, De- e PILOT DISTRIBUTING co 
- uquerque, N. M. troit 7. T Ba S | . ° 
, § SERVICE MANAGER would like to con-| DEALERSHIP NOW HANDLING CHEV- \ = oe Ow r oales Lo. Factory Sales Division 
t ct a dealer in e s Angeles or San ROLET, 150 planning potential, Suffolk Exclusive Fact Di 
: oe h ncarcow ag —.. a iat 3 County, L, I., N, Y, Approved facilities. mame es e - vy ee U. S. aed jo ane BATTLE CREEK 9, MICH. 
. acentia, ‘osta esa, alif. Reply Box 2710, c/o Automotive News, DE 2-0700 AN 3-8888 Ni 

? 5 ’ s: BA 1-8717 = 
= vee ETRES — EXPERIENCE oa Ns TORK. Reliable dealer with Excise Taxes Paid w = char eae “ing ledeiieg 
: BRONX, NEW YORK. Reliable dealer with © pay ges eaders e indus 

7 — Office manager, , business manager, good » salen for over 30 years selling MINIATURE VEHICLES Call Collec on $100.00 orders i ° 1939" 
t earolier. Ten years with metropolitan 1,000-1,200 units per year, Dodge, Dart, 277 Clinton. Ave., Newark, N. J. 40 So. Clinton St., Chicago 6, il. since 
e r ealer and five years’ with metro- Lancer, trucks, taxis, Simcas. Due to N. J Bigel 2-61 
, Politan Chevrolet dealer in GM and Ford death of partner will sell parts and . J. phone: Bigelow 2-6161 
: accounting procedures, Budgeting, inter-| equipment. No good will asked. Long N. Y. phone: WHitehall 3-7390 
, nal controls, inventory control, credit, ex- lease, 27,000 sq. ft., one floor. Old re- rs cs cs ee es es ee cs cs ce ce es ee es ee ee es ee 
. _ — financing, Deal discontinued— liable help capable of handling dealer- 7 
A available August 1, 1961, Prefer West or ship. Real opportunity for two young : 
o Southwest. Box 2701, c/o Automotive men to settle in New York. Box 2712, sechirc-uconieni*S aetna Mesa tainiietanigeiaiinis | e e 
f News, Detroit 7. c/o Automotive News, Detroit 7. aa gs soak tikes’ "tineka _ pa ab ea té scr ion i er 
> DEALERSHIPS WANTED bile, Pontiac, Buick, Mercury, Stude- | 
t baker, etc. Complete national list. Au- | 
: gust, 1961 checked. On addressed labels, 
ae eee Send Automotive News to Address Below 
W A N T é AUCTION SCHOOLS U. S., Canada and U. S. Possessions 
LEARN AUCTIONEERING, Nationally One Year $9 [] or Two Years $16 [] 


LOW PRICED IMPORT LINE 


BY TOP METROPOLITAN DETROIT DEALER 
47 Years Sales and Service in Major Automobile Market 


DISTRIBUTORSHIP CHEVROLET BODY JOB “tied up” for 
¢ lac of a critical panel or reinforce- POPP eee HHH HEHEHE HEHEHE SHEE EHR EEE EEE SEE HEED fo eeceecceseceseoe 
INTERESTED IN: OR ment? Try Bill White Chevrolet, Tulsa. . ron m 
FRANCHISE serenee inventory perpetually control- 


We are one of the largest Dodge dealers in the country. 
Excellent record with present import sales line. 


3 BIG LOCATIONS 
19711 Livernois 


9955 Grand River 
23650 Van Dyke 





Address Reply To: 


TAYLORS’ ne. 


19711 LIVERNOIS 
DETROIT 21, MICHIGAN 


Originators of Car Life Guaranty 


recognized diploma, Free catalog! Mis- 
souri Auction School, Box 8466-P3, Kan- 
sas City 14, Missouri, 


PARTS. FOR SALE 
LLOYD PARTS for all models. Complete 
stock, Fast service, Foreign Cars Corpo- 


ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 














TRUCKS WANTED 


WRECKER WANTED. Prefer Holmes on 
Chevrolet chassis, Prefer 1-ton with 
duals. Must be in good condition, Send 
complete information and pictures: to 
Loveland Chevrolet, North Bend, Wash. 








SEE PAGE 44 
for the nation's 
TOP AUTO AUCTIONS 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E.-JEFFERSON, DETROIT 7, MICH. 


BOE AGEN ek 5 60 6 0:6.00 8kschbs 0040000 6 ¥b600ds 04 Kb eee ee 


TRADE CONNECTION:. 
Truck Dealer [] 


Car Dealer [] 


Jobber [] Insurance [] 


WR OF BOP sano. 0 hike ndash ob sh0esnd ndeabebnbiewiac Mine eetber oes 


SB aossascctcane 


Manufacturer [] 


Financial [] Supplier [1] 








“Mr. INTERNATIONAL” 


points out the key to survival in today’s 
highly specialized delivery market 


The delivery market is a tough door to open, unless 
you can offer exactly the right truck for every general 
use as well as for every specialized application. 

But the triple-threat team “Mr. INTERNATIONAL”’ is 
showing here throws that door wide open. Because it 
represents the broadest approach to job-fitting ever 
designed for the enclosed-delivery-truck field. 

Only with INTERNATIONAL do you have a model that 
pinpoints every prospect who walks into your show- 
room—and turns him into a customer. Only with 


“Best deal in the truck business... 


INTERN ATIONAL TRUCKS Hil 


INTERNATIONAL can you offer the broad line of factory- 
customized MEtTros®...the new 93 hp. multi-purpose | 
Scout...4x2 and 4x4 drive selections... wide choice | 
of loadspace . . . better all-around safe load factors. 

For the full story, and for complete information on | 
protected INTERNATIONAL franchises in the areas you | 
would like to do business, write: Divisional Sales Man- | 
ager, Motor Truck Division, International Harvester 
Company, 180 North Michigan Avenue, Chicago 1, 


Tllinois. 

















